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Wherever your machinery is shipped... 


the performance and the name 
are the same around the world! 


E.. YEARS SHELL TELLUS OIL has been top-rated as 
both a lubricant and a control fluid for complex hydraulic 
systems. Its ability to combat foaming, oxidation, rust, 
sludge-formation and wear has earned it nation-wide 
popularity. ‘ 

You may be glad to know that the equipment you man- 
ufacture can get the same efficient protection in foreign 
countries. Tellus* Oil is available to your foreign cus- 
tomers from near-by points. It will be the same Tellus Oil 
that your domestic customers rely upon. Write Shell Oil 
Company, 50 West 50th St., New York 20, New York, or 
100 Bush Street, San Francisco 6, California. 


*Trademark 








Machinery manufacturers: 

Your customers abroad will receive the same 
Shell Tellus Oil that your domestic customers en- 
joy. And this same uniformity applies to 


SHELL TURBO OIL — gives anti-wear lubrica- 
tion for utility, industrial and marine turbines 
SHELL ALVANIA GREASE — multi- purpose 


industrial grease, and a complete line of other 


SHELL INDUSTRIAL LUBRICANTS 











SHELL TELLUS OIL 
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SLOW SPEE 


new | 
completely redesigned] 





“= 











i KY Single, double and triple reduction available with 
‘ output speeds from 750 to 7.5 RPM. 1 to 125 HP. 


the right combination 


of quality motor and quality gearing for trouble-free service: 


@ PerformanceR ated polyphase, single phase and DC Motors 
@ Duti-Rated Lifetime High-Capacity Gearing 


Newest improvements in gearmotor design—assure you top efficiency in 
all your slow-speed power applications! Century Gearmotors combine 


famous Century motor quality and precision gearing to give you increased 
1 to 75 HP dependability, cooler operation, maximum wear life . . . trouble-free service 





even under your heaviest loads! Variety of mounting positions available 


ideal where quick motor inter- including downshaft and tilted shaft. 

pee pee A oe o a . Performance-Rated to your specific needs ... available in open drip proof, 
‘ ' is from 350 RPM to dust proof, explosion proof and totally enclosed frames. Call or write your 

7.5 RPA nearby Century District Sales Office or Authorized Distributor. 











P erformance-R ated © 
MOTORS 
1/20 to 400 HP 


CENTURY ELECTRIC COMPANY 





97 1806 Pine Street « St. Lovis 3, Missouri ¢ Offices and Stock Points In Principal Cities 
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For any 


counting problem... 








Distributor 


has a ready 


mat (ole) @r- 1 a lh", 4 —) oe 


Counting problems and counter applications 
vary as widely as words in the dictionary. But there’s 
one place where a// these problems can be met and 
solved, quickly and at low cost. 
That place is the stockroom of your Veeder-Root 
Distributor. There on his shelves, in the bright red, white 
and blue packages; are the basic Veeder-Root electrical 
and mechanical counters that can be adapted to 
fe machines and processes in every industry from 
Count on oe automotive to zinc die-casting. 
* Sounds like a “big order.” Just try him 
VE - DE ae = ROOT ape. with an order and see for yourself! 
a For your nearest distributor, write D. G. Dresser 
e ° . rs) Z ’ ° 
to help you build business with we Veeder-Root Inc., Hartford 2, Connecticut. 
° e ‘ 
Mechanical, Electrical & Hand 


Counters for every $s Everyone can count on 
industrial application b VEEDER- ROOT 
"The Meme that Count’ 


Hartford 2, Connecticut 
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These bolts are the 


SAME PRICE... 


but one COSTS LESS 


Granted that the price.tag is the same on two 
bolts; how can one cost less? 

The answer is obvious because no price tag 
tells the story behind the product. It doesn’t 
show you the extra values that are as impor- 
tant as the price on the tag. By this reasoning, 
if you get extra value the product has, in 
effect, cost you less. 

Listed here are some of the values that you 


gain every time you specify Lamson & Sessions. 


if. 


| 
| 





* Statistical “Quality Control” 


® One source billing 


® Qualified, salaried salesmen 


Experienced engineering assistance 


| ® Modern research laboratories 
® Fast delivery from a COMPLETE line 


® Five conveniently located plants 
(17 sales offices and distributors in over 200 cities) 


® Nearly a century of experience 


* Constant pioneering in new product: 


® Reputation for fair and honest business practices 


x" Most fasteners available in range of materials 


The LAMSON & SESSIONS Co. 


5000 Tiederman Road e Cleveland 9, Ohio 


Plants at Cleveland and Kent, Ohio * Birmingham ¢ Chicago 





FOR PROMPT DELIVERY AND HELPFUL SERVICE, 
ORDER FROM YOUR LAMSON DISTRIBUTOR 








TAPPING SCREWS 


MACHINE SCREWS 


Precision made for 
fast, economical 
assembly. 


? 


FEBRUARY 3, 


PLUG NUTS 
Ideal for blind or 
hard-to-reach 

places. 











1958 


Choice of round, 
pon, truss, flat 
oval, hexagon 
and Phillips 
heads. 


For More 





CAP SCREWS 


“1038” Hi-Tensile 
Heat-treated 
steel, 








Information Write No 


SQUARE AND HEX 
MACHINE SCREW 
NUTS 
Also semi-finished, 


hot pressed and 
cold punched nuts. 


156 on Inquiry 


LOCK NUTS 
Economical, vibra- 
tion proof. Can be 
used repeatedly. 





f, 











ard—Page 372 
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COTTER PINS 


Steel, brass, alv- 
minum and stain- 


less steel. 


"1038" SET 
SCREWS 


Cup point type, 
hardened and 





heat-treated. 
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Power distribution systems that can effectively handle future demands are will work with you or your electrical contractor in the selection of 
the surest way to avoid latter-day costs. Local Graybar Representatives wiring and equipment to meet today’s needs .. . and tomorrow's 


You’re building a new plant or planning to expand present facilities. You 
want an electrical system that will satisfy today’s needs yet provide the 
greatest flexibility for future growth. Calling Graybar is the easiest way 
to avoid electrical obsolescence, costly rewiring, and plant engineering 


™ “ 
problems.at a later date. ; =, Tdi 


A Graybar Inside Construction Specialist will review your requirements 


with you or your electrical contractor. From broad experience he can 
suggest new methods and recommend modern wiring techniques. He can 
advise in the selection of the latest products available and help determine a electrical distribution. Its flexi 
power-distribution system that will serve present, near-future and long- bility and economy are fully 


An enclosed bus system is to- 
day's most efficient method of 


range expansion demands. explained in this illustrated 
booklet. If you are located in 


Over 130 Graybar locations are ready to serve you with complete the U. S., or its possessions, 
catalog and quotation information to help you work out job costs and write us for your free copy. _ 
specifications — for lighting, power, control, ventilation, communica- 
tions as well as wiring. 








673-172 


. GraybaR -- @ 


GRAYBAR ELECTRIC COMPANY, INC., 420 LEXINGTON AVENUE, NEW YORK 17, NEW YORK, IN OVER 130 PRINCIPAL CITIES 
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GOODYEAR INDUSTRIAL PRODUCTS 
@ - Specified 


HD Industrial Vacuum Hose for 
conducting abrasive dust or acid fumes 


- A Tough wear- and weather-resistant cover 
B Reinforcement of sturdy wrapped fabric plus 
helix of flat steel wire prevents kinking and 
collapsing 
C Smooth rubber tube resists attack of abrasive 
particles or corrosive fumes 


Hose at one-third the cost outlasts pipe—4 to 1 


Carrying off large quantities of abrasive dust had 
always been an expensive problem at this North- 
western plant. For it quickly ate through heavy- 
gauge pipe—especially where the ducts had to make 
sharp turns. In fact, 8 to 10 months was the limit 
for any pipe they tried. 

But the G.T.M.—Goodyear Technical Man —figured 
he could top that with HD Industrial Vacuum Hose. 
It not only cost much less than the special pipe, 
but could be installed far more quickly and easily. 
And when worn, it could be rotated to distribute 


HD INDUSTRIAL VACUUM HOSE by 


wear. But here’s the real pay-off: at last report, 
the G.T.M.’s hose was still going strong after 3 
years’ service. 

What about production-line problems swelling your 
costs — and eating your profits? You can’t lose by 
turning the G.T.M. loose on them — whenever they 
involve industrial rubber problems. You can reach 
him through your Goodyear Distributor — or by 
writing: 

Goodyear, Industrial Products Division, 
Akron 16, Ohio 


GOOD*YEAR 


THE GREATEST NAME IN RUBBER 





IT’S SMART TO DO BUSINESS with your Goodyear Distributor. He can give you fast, dependable service on 
Hose, V-Belts, Flat Belts and many other industrial rubber and nonrubber supplies. Look for him in 
the Yellow Pages under “Rubber Goods” or ‘““Rubber Products.” 
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Is the President 
Too Optimistic? 


Fairly Drastic 
Adjustment 
Needed 


Federal Reserve Board's 
Industrial Production In- 
dex sank to 136 in De- 
cember, seven per cent 
below the same month a 
year ago. Steel was one 
of the slump leaders. 


Fesruary 17; 1958 


Pulse of Business 








Few WOULD blow the whistle on President Kisenhower’s confi- 
dence in the long-term vigor of our economy. However, his cheery 
view of the immediate business outlook is an entirely different 
matter. 

The optimism that showed up in his reports to Congress last 
month had an even rosier hue when contrasted with the gray 
economic statistics released during the same month. It was ap- 
parent from the government figures that the business slump is 
deepening: 

The Federal Reserve Board’s Industrial Production Index plum- 
meted to 136—it hasn’t been lower since March ’55. 

Personal income dropped for the fourth consecutive month, off 
$2.6 billion (on an annual basis) from the previous month. 

Unemployment at 3.4 million (it’s higher now) meant that 5.2 
per cent of the labor force was out of work. And for those who 
were working, it was a short week—39.3 hours compared with 41 
hours a year ago. 


These figures are definitely unsettling but they are not a cause 
for panic. They do, however, indicate that some fairly severe 
economic adjustments will have to be made before boom pressures 
build up again. 

That’s why Mr. Eisenhower’s forecast of not only a quick end of 
the recession but of a definite pickup in business came as an eye- 
brow lifter. The basis for his short term optimism is hard to 
figure. It may be that as President he felt it was his duty to give 
the nation a half-time pep talk in an effort to prevent the recession 
from deepening. 


Whatever the reason, his reports to Congress, if taken at face 
value, would require an overnight shift in the current economic 
trend. That the President is counting on a sudden business revival 


INDUSTRIAL PRODUCTION 
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Another Case of 


ba.8 


Cost-Saving with Crane Steel Valves 


This valve has a 28-year service record 


Here is another prime example of Crane 
valve dependability —and what it means in 
dollars and cents to the user. 


This Crane cast steel wedge gate valve 
has seen more than 28 years of service. It 
is installed in a line from the steam header 
in the plant of Scott Paper Company’s West 
Coast Division, Everett, Wash. The 8-inch, 
300-pound valve is operated 2 or 3 times a 
week. After almost 3 decades of hard, con- 
tinuous service on 450°F. steam at 250 psi., 


this rugged, precision-built Crane valve still 
closes tightly and easily. Yet it has required 
only routine maintenance. 


From the outside, Crane valves may re- 
semble others. The big difference is on the 
inside— where Crane quality in design and 
construction, in precision machining and 
superior castings, assures the low-cost, 
trouble-free operation you want. Call your 
Crane Representative for expert assistance 
in specifying and ordering. 


You may spot cost-saving 
ideas in this book of "Valve 
Performance Facts'’-—32 
case histories throughout 
industry. Ask your Crane 
Representative or write 
for a copy. 


CRAN E VALVES & FITTINGS 


PIPE © PLUMBING e 


KITCHENS e@ 


HEATING e« 


AIR CONDITIONING 


Since 1855 — Crane Co., General Offices: Chicago 5, Ill. Branches and Wholesalers Serving All Areas 


Q 
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Government Bets 
on Defense 
Spending 


Inflation Softens 
Big Budget Impact 


What's the Overall 
Economic 
Outlook? 


Fesruary 3, 1958 


Pulse of Business 





shows up clearly in his Budget Message in which he estimated fiscal 
‘59 revenue at $74.4 billion—almost $2 billion more than has been 
forecast for the current fiscal year. To achieve this goal the 
economy would have to be going full blast by July 1 in order to 
have the tax take reach the $74.4 billion figure by June 30, 1959. 


The President and his economic advisers emphasize the buoyant 
effect stepped up defense spending will have on the economy. 
There's no doubt it will help, but the odds are that it won’t be as 
much of a stimulant as Mr. Eisenhower has indicated. 

The increase in national security spending is, after all, only $1 
billion more than is earmarked for fiscal 58. And in our king sized 
economy, one billion dollars doesn’t make much of a smash. 


Another important factor to remember is inflation which will 
absorb much of the impact of increased spending by weakening 
the purchasing power of the government outlays. This means that 
even though the government will be spending more, the volume of 
goods and services affected will not rise by a proportional amount. 

Even in the last recession there was a mild degree of inflation. 
Although during 1954 the Wholesale Commodity Index (excluding 
farm products) rose only .002 per cent, metals and metal products 
—Which make up the bulk of military hardware items—rose two 
per cent. And wage rates in durable goods manufacturing industries 
also climbed two per cent. 

Using two per cent as the inflation factor in the fiscal ’59 budget, 
defense spending would only be about $100 million more than at 
present. And the buying power of the overall budget would be 
whittled down from $73.9 billion to about $72.4 billion in current 
dollars. This would be even less than the budget for the current 
fiscal vear. 

It’s also probable that the inflation factor between mid-’58 and 
mid-"59 will be more than two per cent. For example, a recent 
survey of purchasing agents by PURCHASING Magazine (January 
20, 1958, p. 19) showed that 55 per cent of the P.A.’s expect to 
pay more for the materials they buy than they did in °57. Also 
probable is the fact that government expenditures in fiscal ’59 
will exceed the budgeted $73.9 billion (see Washington Report, 
p. 25). Net result: increased government spending will certainly 
help the economy but it’s not going to have night-into-day impact. 


Other forces President Eisenhower mentioned as helping to turn 
the downtrend in the near future: increased spending by state 
and local governments; continued high level of consumer spending; 
stepped up rate of home building. 


These are certainly plus factors but they do not seem strong 
enough to make a recession-to-boom switchover. Overall the eco- 
nomic view looks like this: continuation of the recession for sev- 
eral months, then a leveling off period, with the real spurt not 
starting until fairly late this year. 





Engineers: Parsons, Brinckerhoff, Hall & Macdonald, New York, N. Y. 


Prime Finishing Contractor: Atlas Tile & Marble Works, Inc., New York, N. Y. 


Porcelainizing: Halrick Inc., New York, N. Y. and Danbury, Conn. 


uP Bridgeport Aluminum Extrusions with porcelain finish AND IN...each 12’ 9° panel is then hoisted into place and §=IN PLACE 
are first filled with concrete to reduce air drag, add extra suspended from ceiling hangers 


rigidity, absorb excessive heat tolerances throughout 


the completed ceiling. one side shown in place 
Close fit demanded rigid has a clean. modern look. Same idea can be used in other 
structures including passageways, halls. tunnels, etc 


First-Of-its-Kind Aluminum Roof 
For New Underwater Highway 


The new 7,480-foot-long Hampton Roads Tunnel, part of 
a four-mile expressway joining Norfolk with Newport News, 
Va., runs under one of the world’s busiest marine arteries. 
An important and unique feature of this vital traffic link 
is the first aluminum ceiling ever used in tunnel construction. 
Made up of 14,200 individual Bridgeport Extruded Alumi- 
num panels with a porcelainized finish, the ceiling is easily 
cleaned and protected against salt-air corrosion. By using 
Bridgeport Aluminum Extrusions, the new ceiling is only 
one-third the thickness of conventional tunnel ceilings, thus 
adding more room to the ventilating ducts above. Installation 
is simple and rapid. And the ceiling is exceptionally safe in 
case of fire in the tunnel. 

Because of the close fit the panels required, specifications 

> \ 

/ BRASS 
Bridgeport 


co 


For the very 


BRIDGEPORT .ALUMINUM 


Aluminum Extrusion and Forging Facilities at Adrian, Michigan 
Bridgeport Brass Company, Aluminum Division, Bridgeport 2, Conn. ° 


tor the aluminum extrusions called for better than commer- 
cial tolerances. To meet these, Bridgeport engineers worked 
closely with the project engineers in helping to solve design 
and installation problems. Extreme care in extruding and 
close inspection produced shapes that more than met the 
rigid requirements. 

This unique use of Bridgeport Aluminum Extrusions is 
typical of their wide variety of applications in the architec- 
tural, commercial and industrial fields. Your local Bridgeport 
Sales Office can show you how our talents and resources can 
meet your Own extrusion requirements. Just call them today 

Send for your copy of the new 120-page BRIDGEPORT 
ALUMINUM EXTRUSIONS Handbook. 


neweal mM 


Sales Offices in Principal Cities 
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January Intensifies 
Business Decline 


P.A.'s Cite New 
Order Reduction 


N.A.P.A. Notes 
‘Plodding Start’ 


P urcuasinc AGENTS are 
virtually unanimous in the opin- 
ion that business in 1958 started 
off at a low level and will con- 
tinue on a reduced basis, at least 
for the first half. This composite 
view was expressed in the Jan- 
uary reports of PURCHASING 
Magazine’s Opinion of Business 
Poll, the National Association of 
Purchasing Agents, the Pur- 
chasing Agents Association of 
Chicago and the quarterly re- 
port of the Purchasing Agents 
Association of Syracuse and 
Central New York. 

In the PURCHASING Magazine 
survey, P.A.’s cited the reduc- 
tion of new orders, production 
cutbacks and other similar 
symptoms of a recessionary pe- 
riod. 


However the purchasing exec- 
utives did see a glimmer of 
light in the midst of the gloom 
in the expected increase in mis- 
sile spending by the government 
this year. A New England P.A. 
noted that ‘‘more missiles for 
our Navy” will mean increased 
production at his plant. A great- 
er number of “government con- 
tracts in the missile field” will 
bolster the economy, added a 
. buyer at a Middle Atlantic in- 
dustrial corporation. 


No Immediate Effect 


But even additional missile 
and other defense money 
pumped into the economy from 
Washington will not have an im- 
mediate effect, many said. As 
the purchasing agent of an elec- 
tronics manufacturer noted, “in- 
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BUSINESS CONFIDENCE 


How P.A.’s feel about the short-term economic outlook. 
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The Business Confidence Index dropped over three points in January to 
50.8, marking the fourth straight month that purchasing agents voiced 
their pessimism about business conditions for the short term. The index 
has dipped steadily in recent months and shows every indication of 
heading into the “worse” category within the next few months. 


creased emphasis on the defense 
budget being rasied more than 
likely will not have an added 
impact on business until the 
third or fourth quarter.” 

The purchasing agents par- 
ticipating in the N.A.P.A. sur- 
vey mentioned “the plodding 
start” of business in 1958. New 
orders are at the lowest since 
1949 and almost half of the ex- 
ecutives stated that January 
production was down from De- 
cember. 


Prices Competitive 


“Not since before World War. 


Il have so many said that their 
production situation is worse,” 
the report stated. But it notes 
“a definite thread of optimism 
concerning the future.” A “sig- 
nificant number” of those re- 
porting said “we are at or near 
the bottom (and) hopefully ex- 
pect and predict a definite up- 
turn this year. 

“With all materials readily 
available, the law of supply and 
demand is in full operation and 
prices are more competitive than 
they have been in years,” the 


N.A.P.A. summary concludes. 

The Chicago association sur- 
vey is in substantial agreement 
with the national report “Cau- 
tion would seem to be the key- 
note during the first half of 
1958,” it sums up. 

The Mid-Western group feels 
that “buyers are most reluctant 
to make forward commitments 
beyond actual known require- 
ments.” It notes also that al- 
though production of durable 
goods is declining moderately, 
“prices are strongly resisting 
downward pressure.” 

Chicago P.A.’s assert that re- 
duced employment, combined 
with a decline in the number of 
hours worked, is cutting into 
disposable income. 

Consensus of Syracuse pur- 
chasing agent opinion follows 
along the same track. Its find- 
ings indicate that “the present 
slow-up will continue well into 
1958.” 

The survey reveals that the 
members reporting represent all 
industries “with the notable ex- 
ception of steelmaking, automo- 
bile and airplane manufacture.” 


il 





AVAILABLE AT YOUR LOCAL ST SERVICE CENTER 


WHEN 
and WHERE 
YOU | 
WANT IT 


° ™ ‘ ° 
COPPERWELD 
ARISTOLOY Today’s steel warehouses, scattered across 
° e ; ‘ 
the country, provide fast truck delivery of 
Aristoloy bars, hexes and rounds, in a 
well equipped by training and experience 
to offer technical advice . . . to assist you 
\ : in selecting the best Aristoloy 
to do your particular job. 
. New Leaded Steel Catalog 
now available. Write for 
your copy today. 


wide range of A.I.S.1. grades and sizes. A 
telephone call to one of these modern steel 
COPPERWELD 

STEEL COMPANY 


service centers will put you in touch with an 
Steel Division 


immediate source for most of your steel needs. 
Your local steel warehouseman can ease 
4029 Mahoning Avenue 
Warren, Ohio 
‘ EXPORT: Copperweld Steel international Co. 
225 Broadway, New York 7, N, Y. 


your inventory burden and the expense and 
trouble of stocking these items. He is also 
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Business Trends 


@ FRB Makes Several Moves 
To Stop the Slump 


@ Economic Indicators Show 
Recession Is Deepening 


C ontinvep DECLINE of business which 
shows up clearly in these charts of the major 
economic indicators has forced additional ac- 
tion by the Federal Reserve Board. Last month 
FRB made the following moves: 

(1) Reduced the margin requirement for 
stock investors from 70 per cent of the price of 
the stock to 50 per cent. Effect of this change 
is mainly psychological and is designed to stim- 
ulate investment. 

(2) Made another reduction in the discount 
rate, lowering it from 3 per cent to 2.75 per 
cent. This change makes it less costly for banks 
to borrow money from the Federal Reserve and 
as a result makes it easier for the banks to 
lower the interest rates they charge business 
and the public. 

In line with the cut in the discount rate some 

of the commercial banks lowered their prime 
lending rates (the interest rate the banks 
charge their largest, best-risk customers) from 
4.5 per cent to 4 per cent. 
’ As yet, it’s too early to tell how much effect 
these changes will have on the economy. How- 
ever, it seems likely that FRB may again be 
forced to make changes that will ease the 
money supply even more. 

Though these developments were encourag- 
ing, the latest statistics on the economy give 
no indication that the business slump is bot- 
toming out. Figures for December show that 
there was a big drop in the FRB Industrial Pro- 
duction Index (see p. 7), that unemployment 
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Your markets are as near as your telephone 


Buying by telephone saves 
you time. You can keep on 
top of market conditions with 
quick answers to questions 
about prices, stocks, schedules 
and delivery dates. 


The telephone is personal, 


too. It permits the kind of 


friendly discussions that get 
problems settled quickly and 


For More 
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smoothly. It builds good will. 


Start using the telephone 
for your out-of-town purchas- 
ing problems today. It’s low 
in cost and gets results. 


BELL TELEPHONE SYSTEM 
Call by Number. It's Twice as Fast. 








LONG DISTANCE RATES ARE LOW 
Daytime Station-to-Station Calls 


First Each Added 
3 Minutes Minute 


Pittsburgh to Cleveland 60¢ 15¢ 
Chicago to St. Louis 90¢ 25¢ 
Seattle to San Francisco $140 40¢ 
New Orleans to New York $190 50¢ 


Los Angeles to 
Washington, D.C. $250 65¢ 


Add 10% Federal Excise Tax 


For example: 
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was up substantially to 3.4 million, and that 
personal income was down for the fourth month 
in a row. 

Further pointing up the slump is that fact 
that the Manufacturing Payroll Index dropped 
again, marking the third consecutive month of 
decline. The index in December was at 158.1 
('47-"49=100) compared with a December ’56 
reading of 171.4. Average weekly manufactur- 
ing earnings held their own, however, remain- 
ing at $89.92. 

Among the hardest hit industries is steel 
with output in December down about 40 per 
cent from December °56. Production in Jan- 
uary continued to slump and the outlook is that 
the whole first quarter will be a poor one. 

Freight carloadings—one of the key eco- 
nomic indicators since it reflects movement of 
goods throughout the nation, also slipped. Dur- 
ing the first four weeks of December freight 
carloadings totaled 2.4 million a drop of about 
25 per cent from December ’56. 


Retail Sales Show Strength 


On the other hand, one of the continuing 
bright spots in the economy is retail sales which 
shot up in December to $19.7 billion, $3.6 bil- 
lion more than in December ’56. For the year, 
retail sales in '57 topped °56 by 5 per cent. The 
December sales gain was achieved mainly as a 
result of higher sales by department stores and 
other nondurable goods outlets which more 
than offset the decline in automotive sales. 

Housing starts which are expected to show 
a gain during ’58 ended up ’57 on the decline. 
Seasonally adjusted annual rate for December 
housing starts was only 970,000 units. For the 
year as a whole, 57 housing starts amounted to 
990,000 compared with slightly over 1.1 million 
in 56. It is expected that housing starts this 
year will top the 1.1 million mark. 
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INSTALLMENT CREDIT 


Federal Board 
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Dow Jones Industrial Avg. 
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THE MODERN TOOL...AT WORK FOR MODERN INDUSTRY 


Polyken tapes -- 
experienced in solvin 
a raft of problems 


(maybe they can solve yours) 


Paper-backed tapes ... masking, protecting, packaging. 


Specialty tapes... heat-sealing, bonding, reinforcing. 


See the versatility of modern Polyken adhesive 
tapes. All have solved tough production problems 
...economically. For help with your problem, look 
in the yellow pages of your phone book for the 
Polyken Industrial Tape Distributor nearest you. 
Or write to the Polyken Sales Division, 309 W. 
Jackson Blvd., Chicago 6, Illinois. Dept. P-2. 


- — = “ 
Cloth-backed tapes... holding, binding, water-proofing. [ O : U ke rm 


INDUSTRIAL TAPES 


THe KEN DALL COMPANY 
Polyken Sales Division 
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e@ Copper Weakens, 
Production Cut. Back 


@ Nonferrous Markets 
Slow and Spotty 


D ESPITE THE FALL in both the producers’ 
‘and the custom smelters price last month, there 
was no appreciable pickup in copper buying. 
Neither the price cuts nor the production cut- 
backs announced in recent weeks were able to 
shake the lethargy out of the red metal market 

and copper men don’t rule out the possibility 
of even lower prices unless more markets 
develop. 


Surplus Copper Stocks 


Early last week, the custom price was at its 
lowest level since September 1950 and the cop- 
per quotation on the London Metal Exchange 
also hit a seven year low. However this should 
not be too surprising in light of the fact that 
the world’s surplus stocks of refined copper 
were over 458,000 tons, the highest at least 
since 1947 (when world-wide statistics first 
were made available). 

Prices of three other nonferrous metals— 
lead, zinc and tin—have also been in the 
doldrums lately. And aluminum prices, both 
primary and secondary, did not change much 
in the first month of 1958, in spite of the 
realization that the industry now has about 
150,000 tons of idle capacity. However some 
aluminum producers that announced expansion 
plans earlier have slowed down a bit. Alcoa, for 
example, has cancelled construction already 
started on two works that would have added 
another 170,000 tons to its capacity, and has 
also closed down some of its smelters. 
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“| Called L.B. FOSTER CO. 


voneni  le S 
————————————— 


w " 
Wawa eu 


and the alloy pipe, and seamless carbon pressure pipe 


Now in Stock! 


Welding Fittings & Flanges 
(Carbon Steel, Alloy, PVC) 
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—ull in the same one shipment 


Pipe buyers are finding hard-to-get pipe items in L. B. Foster warehouse stocks 
—and are getting immediate deliveries on all their needs. And “‘all their needs” 
now includes just about every type of pipe—seamless, seamless carbon pressure 
pipe, seamless alloy, prime tested and structural—in all sizes 4%” thru 36” 
and now aluminum and PVC pipe, valves, fittings. For the finest service avail- 
able, try your nearest Foster office . . . call today for the pipe you need. 


PIPE - RAILS - STEEL-SHEET PILING - PIPE PILES - H-BEARING PILE ~ VALVES & FITTINGS 


EL UI) POLY T TS co 


PITTSBURGH - NEW YORK - ATLANTA : CHICAGO : HOUSTON - LOS ANGELES 
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Rubber prices weakened slightly since the 
news from Indonesia began hitting the front 
pages. Little interest is being shown by buyers, 
although more activity is predicted in the next 
few months. 
Raw cotton has shown only small price 
variations recently, with many purchasers 
awaiting the lastest word from Washington be- 
fore proceeding. However; there seems to be ° 
little doubt that the price will firm up during 9 
the first quarter. FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB 
1957 1958 
Boron Prices Up 


Boron—one of the “‘wonder” metals of the 
missile era—will be more expensive this year. 
Two of the leading producers have increased 
prices on a number of their products, citing 
the usual reasons—higher labor and material 
costs. : 

A drop in No. 6 fuel oil prices along the East 
Coast seems imminent. The same grade is avail- 
able more cheaply at Gulf Coast ports. 

The BLS Wholesale Commodity Price Index 
rose .3 per cent in December, with most ot the 0 a. cn ide cae ae an ak ci car ae tan ee 
advance due to the increase in prices of farm 

; : 1957 1958 

products and processed foods. Machinery and 
motive products showed a rise for the 33rd 
consecutive month, and furniture and other 
household durables went up .5 per cent. Metals 
and metal products declined again, though, be- 
cause of lower average prices for nonferrous 
métals, steel scrap and heating equipment. 

Consumer prices, as recorded by the Bureau 
of Labor Statistics Index, remained unchanged 
at 121.6 in December, the record level reached 
in November. This figure was about 3 per cent 
higher than at the end of 1956 and a whopping 

( Y nO _ » ‘ am Ef mas Pag 
— cont greater than the pre-Korean Was . FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB 

1957 1958 


FEBRUARY 3, 1958 19 





FOR 
8 THRU 400 H.P 


MOTORS 


eseeeeeeeeeeveeeeeeeeeeeeeee 
eeeeeeeeve “ee eee 0202080866 8688 6 
“eee eee “- ® 2. ¢. 4 6.6 6.2 . 


n*a"o'n*n*e*a*s" ss" s*e*AAAS Deen ee 


...see Master 


All Enclosures— Most Types—Integrated Drives. 


You get a great big plus value with Master motors — 
fractional and integral H.P. And that is 

that every one of them is engineered to meet 

your drive requirements exactly—to combine, if 
desired, in one tidy, efficient package 

with other Master components. 


So for any drive requirement —simple or complex 
—a glance at the data below will 

show you that Master is your best bet. 

Let us tell you more. 


Motor Ratings 1, to 400 H.P. All phases, voltages, and COD ccinicsisennses Single-speed, multi-speed, and vari- 
frequencies. able speed. 
Motor Types ............. Squirrel cage, slip ring, synchronous, Installation ee forizontal or vertical, with or without 
repulsion-start induction, capaci- ? flanges and other features 
tor, direct current Power Drive ; 
j i Features ............. Electric brakes (2 types) —5 types of 
Construction Open, enclosed, fan-cooled, explosion- gear reduction up to 432 to 1 ratio. 
proof, special purpose Mechanical and electronic vari- 
able speed units— fluid drives—every 
type of mounting. 


ELECTRIC COMPANY : Dayton 1, Ohio 
pivision of RELIANCE 445518 1c anne 


ENGINEERING Co. 
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e Durable Goods Industries 
Bear Brunt of Recession 


As THE RECESSION slide continues, it’s the 
heavy durable goods industries that are taking 
the beating—especially primary metals, ma- 
chinery and the non-automotive transportation 
industries. 

Here’s the picture: unfilled orders for the 
durable goods group dropped $1.3 billion during 
November to a $49.3 billion level (unadjusted). 
This 1s equivalent to 3.6 months of sales as com- 
pared with a 4.2 month ratio in the same month 
last year. Sales for the heavy goods industries 
totaled $13.5 billion down three per cent from 
the previous month. 

Inventory cutbacks were also most severe in 
the heavy industry groups. According to latest 
statistics, durable goods inventories totaled 
$31.4 billion in November, a decline of $400 mil- 
lion from the previous month. 


Manufacturers’ Sales 

Seasonally Adjusted (Millions of Dollars) 

AIIM 9 

Durable-goods industries 

Primary metal 
Fabricated metal 
Machinery 
T — a ip . 
Lumber and furniture. ..... 
Stone, clay, and glass 


Bath feachecatel, 








Nondurable-goods industries 
Food and beverage 
Tobacco 
Textile 
Paper 
Chemical 
Petroleum and coal 
Rubber 


Manufacturers’ Inventories 
Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries 
Durable-goods industries 
Primary metal 
Fabricated metal 
Machinery 
Ranmetett ote 
Lumber and furniture 
Stone, clay and glass 





Non-durable goods industries 
Food and beverage 
Tobacco 
Textile 
Paper 
Chemical 
Petroleum and coal 
Rubber 


Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 
All tacturi 
Durable-goods industries 
Nondurable-goods industries 


lediectel 





FEBRUARY 3, 1958 


FH -3- Pe eR A-Saldolal-t- em Olgel-ta-3 





Bil. $ 





55 











T 





50 


45 








— 











33 ] 





31 





29 





-+ 
4 








27 
25 





























+} 





33 





31 


29 — 


= 


+ 4+ — 
‘ 











f 


7 
| 
| 








27 











}—_—__+—— 


r 


| 
} 





| 


























DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 














1956 1957 Dept. of Commerce—Seasonally adjusted 
1956 | 1957 
November August September October (1) November (p) 
28,480 28,638 28,215 28,064 27,386 
14,294 14,297 14,132 13,932 13,505 
2,531 2,362 2,182 2,224 2,153 
1,487 1,520 1,547 1,535 1458 
4,189 4,281 4,314 4,265 4,106 
3,234 3448 3,407 3,297 3,289 
1,019 925 940 930 860 
741 708 668 650 639 
14,186 14,341 14,083 14,132 13,881 
4,240 4,357 4,278 4,331 4,314 
337 354 378 356 347 
1,109 1,072 1,040 1,029 1,018 
888 915 932 917 878 
1,940 2,008 1,951 2,002 1,945 
2,763 2,920 2,803 2,895 2,787 
462 514 481 490 a.a. 
52,210 54,203 54,166 54,103 53,797 
30,647 31,742 31,820 31,754 31,380 
3,891 4,326 4,344 4,356 4,265 
3,157 3,151 3,123 3,143 3,112 
10,404 10,609 10,658 10,583 10,509 
7,714 8,035 8,049 7,979 7,825 
1,895 1,872 1,877 1,880 1,866 
1,168 1,210 1,251 1,273 1,262 
21,563 22,461 22,346 22,349 22,417 
4,814 4,805 4,684 4,725 4,159 
1,895 2,024 2,000 1,980 1,969 
2,674 2649 2631 2,625 2,639 
1,338 1,429 1410 1,423 1417 
3,582 3,737 3,741 3,732 3,739 
3,188 3,517 3597 3,623 3,659 
1,035 1,074 1074 1,097 n.a. 
29,972 27,325 26,565 26,226 26,182 
15,776 13,160 12,519 12,154 12,326 
14,196 14,165 14,046 14,072 13,856 
o—preliminary t—tevised n.a.—not avaliable 
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The Big Four means more...at American! 


4. More in value: true value that can’t be changed 
by occasional local price differentials. 


The Big Four factors that are so important to you 
in buying fasteners mean more for you when you go 
American. 

1. More in quality: the consistently high-quality 
standards established by American give you the 
direct benefits of longer tool life and highest assembly 
efficiencies. 

2. More in research: complete laboratory facilities 
available to any fastener user on a “‘no-charge’”’ basis. 
3. More in service: the “we-care-about-you”’ kind, 
supported by both staff and facilities to mfeet the 
most demanding production schedules. 


Compare! Send us your inquiry for price and de- 
livery of stock fasteners, or send your specifications 
for special units. The Big Four means more to you 
when American is the name! 


The biggest news in fasteners comes from... 


Y | A\merican 1 


AMERICAN SCREW CO. + WILLIMANTIC. CONN. 
CHICAGO, ILL. * DETROIT, MICH 
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Photo: Courtesy Sikorsky Aircraft Division, 


United Aircraft Corp., Bridgeport, Conn. 


Special Quality Ostuco Tubing HERE 





meets exacting specifications for Sikorsky 


SALES OFFICES: 
BIRMINGHAM 
CHARLOTTE 
CHICAGO (Ook Pork) 
CLEVELAND 
DAYTON 
DENVER 
DETROIT (Ferndale) 
HOUSTON 
LOS ANGELES (Beverly Hills) 
MOUNE 
NEW YORK 
NORTH KANSAS CITY 
PHILADELPHIA (Wynnewood) 
PITTSBURGH 
RICHMOND 
ROCHESTER 
ST. LOUIS 
ST. PAUL 
ST. PETERSBURG 
SALT LAKE CITY 
SEATTLE 
TULSA 
WICHITA 
CANADA; 
RAILWAY & POWER 
ENGR. CORP., LTD. 
EXPORT; 
COPPERWELD STEEL 
INTERNATIONAL COMPANY 
225 Broadway, 
New York 7, New York 


aa 


OSTUCO 
TUBING 


Strength, lightness, concentricity, 
highest metallurgical quality — just 
some of the rigid requirements set 
up by Sikorsky for seamless steel 
tubing used in tail rotor drive 
shafts for S-55 Marine helicopters. 
Sikorsky engineers demanded a 
tube with special O.D. and wall 
tolerances, special straightness and 
suitable for 100°, Magnaflux in- 
spection to Sikorsky’s own strin- 
gent specifications. 


Ohio Seamless engineers and 
metallurgists tackled the problem 
and met these rigid mechanical 
and magnetic quality standards — 


with “Ohio Special Quality” 
tubing. 

Even if you don’t make heli- 
copter components, this actual 
case history may trigger your im- 
agination. We'd like to tell you 
more about Ostuco Tubing. Just 
contact our nearest sales office, 
or the plant at Shelby, Ohio — 
Birthplace of the Seamless Steel 
Tube Industry in America. 


Navy and Army, too. Ohio Special 
Quality tubing is also used in 
Sikorsky S-55’s adapted for the 
specialized needs of the Navy, 
Army and allied nations. 


OHIO SEAMLESS TUBE DIVISION 


of Copperweld Steel Company * SHELBY, OH!0 


Seamless and Electric Resistance Welded Stee/ Tubing « Fabricating and Forging 


For More 
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TYPICAL PROPERTIES 
OF STEEL OILITE* 
PRECISION PARTS 


(Grades) A 


Fatigue Strength 
(Psi) 10,000,000 


reversals 


Ultimate Tensile 
Strength (Psi) ... 35,000 50,000 120,000 


Compressive 


This kit contains intricate parts used by a score 
of companies who save over $1,000,000 annu- 
ally by using Oilite*! 


These companies are typical of many manufac- 
turers of appliances, machinery, automotive acces- 
sories, power tools and other products who enjoy 
the substantial cost reductions made possible by 
Amplex Powder Metallurgy. 


You can help your company share in these 
savings. Oilite Precision Parts can reduce your 
parts’ cost up to 55% or more when produced 
in volume. What’s more, you can be sure of 
consistent high quality with Chrysler-engineered 
Oilite Parts. Amplex maintains volume produc- 
tion facilities to assure on-time deliveries in 
harmony with your production schedule regardless 
of quantity. 


Your local Oilite Engineer will be glad to provide 
complete information on any application. Further- 


Strength (Psi) .001” Engineers in the more, he will gladly survey all the parts you now 

eee ES GRAS ee principal clétes in buy for possible cost reductions at no obligation. 

ser gerne — Look for him in the Yellow Pages of your tele- 
phone directory under “Bearings — OILITE” 


minimum ... 10 5 1 

Brinell Hardness .. 140 300 . 

Shear Strength or write to Dept. F-2. 
(Psi 000 35,000 





* Many other materials giving 
different properties available. 





oe ES me = 


the most trusted name in powder metallurgy 


PRODUC 


ence AMPLEX DIVISION 


CHRYSLER CORPORATION, DETROIT 31, MICHIGAN 


REGISTERED TRADEMARK ® ONLY CHRYSLER MAKES OILITE. 


BEARINGS © PRECISION PARTS ¢ METAL FILTERS © FRICTION UNITS 
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Recession: Government Moving 


To End Inventory Cutback Trend 


Economic REPORT of the 
President traces much of the soft- 
ness in the economy to business 
caution—especially as regards in- 
ventory. In contrast to 195€ when 
business inventories increased by 
$4.6 billion, there was no increase 
last year. 

What happened was that in the 
first three quarters of last year 
the increase in inventory was very 
the last 
there was a substantial 


small, and in quarter 


lrop 

To alter the pattern of a reced- 
ing economy, the Administration 
is planning to reverse this attri- 
tion 

Government action during 
much of last year was indirectly 
aimed at cutting down industry- 
held inventory. This was purely 
a budgetary maneuver. The De- 
partment of Defense was operat- 
ing under strict injunction not to 
spend more than $38 billion, and 
to comply had to cut its rate of 
buying. 

During the last six months of 
57, the Department of Defense 

$5.4 billion for 
$2.2 billion for and 
services. At this reduced rate, 
the contractors and suppliers in- 
volved in their complex chain of 
supply cut their procurement 
schedules, and reduced their in- 
ventory levels. 

DOD was fully aware of what 
would happen, and in fact wel- 
comed the reduction in inventory 
levels. In the case of cost-plus- 
fixed fee contracts, the lower 
levels of inventory meant a re- 
duced rate of cash outgo for de- 
fense. 

There was, however, no valid 
estimate of how this policy would 


spent hardware, 


goons 


and 
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affect the rest of the economy. 
The governmental machinery was 
so steeped in its assault on infla- 
tion that the other side of the pic- 
ture was overlooked—nan.ely, de- 
flation and large-scale unemploy- 
ment, 


See Higher Prices 


Now that these chickens have 
come home to roost, the Adminis- 
tration is changing its course 
Successive drops in re- 
will make 
mercial paper easier, and inven- 


harply 


discount rate com- 


tory cheaper to finance. However, 
purchasing agents can expect 
higher prices which will partially 
offset the lower cost of carrying 
inventory. 

At the same time, along with 
lower costs of financing, the De- 
partment of Defense will increase 
its rate of spending substantially. 
In contrast to the rate of spend- 
ing in the last half of °57, the 
projected rate for the last six 
months of this year is $7.5 billion 
for hardware and $3.3 billion for 
goods and services. 


@ Does Balanced Budget 
Have the "Shakes"? 


Presipent’s budget remains 
mildly dedicated to a balance be- 
tween Government expenditures 
and receipts. The Budget as sent 
to the Congress projects expendi- 


— 


Budget Cutter Harry Byrd (D-Va.) as usual takes a dim view of govern- 
ment spending plans. He terms the new $73.9 billion budget “reckless”. 
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7 _ 2 
Maybe youre paying 
for top quality “Commercial Grade” Roller 
Bearings...BUT ARE YOU GETTING THEM? 


Tue, there’s a wide difference 
in quality and cost between the 
low-range and high-range of any 
“commercial grade” bearing. But 
every Rollway Tru-Rol “commer- 
cial grade” bearing approximates 
as closely as possible maximum 
standards of construction consis- 
tent with the price. 


Take the matter of separators, 
for example: In Rollway_bear- 
ings, separators give maximum 
guidance to each roller. The re- 
_ sult is greater total load capacity 
and longer life. 


Equal spacing of rollers means 
uniform distribution of load. The 
result is the elimination of de- 
structive “pulse” and vibration. 





Cutaway view of Rollway Tru-Rol® segmented-retainer roller bearing 
. . one of three distinct types of Tru-Rol bearings available. 


Moreover, separators are of 
deep section, formed to the curve 
of the rollers, giving true axial 
alignment, smooth-surface con- 
tact and an even lubrication film 


on each roller. 
It’s little things like these that 
mount up to big savings in serv- 


ice. Check the accompanying list, 


or ask a nearby Rollway Service 
Engineer to explain in detail the 
quality you should be getting in 
your “commercial grade” bear- 
ings. No cost. No obligation. Just 
write us. Rollway Bearing Co., 
Inc., 586 Seymour St., Syracuse, 
N.Y., manufacturers of a com- 
plete line of radial and thrust 


cylindrical roller bearings. 


ENGINEERING OFFICES: SYRACUSE * BOSTON * CHICAGO * DETROIT * TORONTO * PITTSBURGH * CLEVELAND * MILWAUKEE * SEATTLE * HOUSTON * PHILADELPHIA * LOS ANGELES * SAN FRANCISCO 


Retainer Operation 


[] Is the retainer roller-sup- 
ported, to reduce sliding friction? 


Retainer Construction 


[] Is the retainer strong enough 
to withstand shock loads and sud- 
den reversals? 


(A Rollway segmented-type steel 
retainer, such as that illustrated, 
is the strongest, most durable 
available in commercial grade 
bearings.) 





GHeck Vee a BE SURE! 


Roller Spacing 
(] Are all rollers equally sepa- 
rated, or do some rub against each 
other in opposed-motion friction? 
[_] Are rollers distributed evenly 
to prevent “pulse” and vibration? 


Roller Construction 
[_] Are the rollers crowned for 
optimum load distribution? 


For Top Quality in Every De- 
tail Buy Tru-Rol and Be Sure! 


ROLLWAY 


‘truRo; 
ROLLER BEARINGS 
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tures of $73.9 billion and receipts 
of $74.4 billion—a budget surplus 
of a half billion for fiscal 59. 

To yield these higher budget 
receipts—$2 billion more than the 
Government will collect in fiscal 
*58—the economy will have to 
yield more in the way of tax mon- 
ey. In the absence of higher rates 
—and there is no disposition to 
raise the rates—this means that 
incomes and profits will have to 
be greater in fiscal °59 than in 
fiscal ’58. 

The Government is gambling 
that its policies will stimulate the 
economy quickly. Here is what 
the Government is counting on 

Individual income tax yield to 
increase from $37.2 billion to $38.5 
billion. 

Excise taxes to increase from 
$8.898 billion to $9.28 billion 

The corporate tax yield in- 
crease is expected to be minor, 
‘from $20.385 billion to $20.4 
billion. 


@ Push Higher Tariffs 
For Nonferrous Metal 


For THE present on the ma: 
terials side, there is 
pressure by domestic producers 
to cut down on imports by raising 
tariff barriers. Marginal domestic 
producers of 
have 


growing 


nonferrous metals 
been closing down non- 
profitable mines, and normally 
this would tend to correci condi- 
tions of oversupply. 

The problem is that some for- 
eign sources with high yield and 
low production costs can step up 
output and defeat any cutbacks 
made by U. S. producers. 


Seek Higher Tariffs 


The immediate gambit by do- 
mestic producers has been, in the 
case of copper, to seek an increase 
in levy on imported copper to 4¢ 
a pound. This action would tend 
to make foreign producers pull 
back sharply on production, as 
such an increase in U. S. tariff 
would affect their long-term profit 
position very substantially. 

As a result present materials 
surpluses make Congressional ap- 
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proval of the President’s call for 
five-year extension of reciprocal 
trade highly unlikely. Shorter 
term extension and less latitude 
in cutting tariffs are indicated. 


e Congress is Critical 
Of Defense Program 


ONGRESSIONAL reaction to 
the Administration economic and 
fiscal program is one of skepticism 
(1) as to whether the defense 
speedup fully reflects the degree 
of urgency needed to kéep ahead 
of the Soviets, (2) as to whether 
the President’s program will re- 
store business confidence, and 
finally (3) there is serious ques- 
tion in Congress as to some of 
the cutbacks in non-defense 
spending. 

On defense spending, it is like- 
ly that the Congress will author- 
ize greater outlays than the 
President asked for if not in its 
direct appropriations then in sup- 
plemental appropriations later in 
the year. 

In economic measures, if the 
Administration measures do not 
turn the tide in production and 
employment, Congressional pres- 
sure will be pointed at a cut in 
taxes. 


@ Propose Change in 
Tax Depreciation Laws 


A NEW tax depreciation for- 
mula, with wide industry back- 
ing, would spur purchase of 
capital equipment. 

Most significant drop in in- 
dustrial economy has been drop 
in business outlays on plant and 
equipment. From the first quarter 
of 1955 to the third quarter of 
1957, buying of new plant and 
equipment has been of boom 
proportion. 

In the fourth quarter last year, 
however, the rate of spending 
dropped. And for the year, the 
money spent on new plant and 
equipment showed a gain, but 
this increase is mainly accounted 
for by higher prices. 

The present effort to alter the 
tax depreciation laws is aimed at 
making new plant and equipment 





Industrial 
Series 1000 — 
External rings 


Industrial 
Series 2000 — 
External rings 


Industrial 
Series 3000 — 
Internal rings 


Industrial 
Series 3100 — 
External rings 


INDUSTRIAL 


RETAINING RINGS 
cut costs, 
simplify assembly 


Precision-engineered INpuUsTRIAL Retaining 
Rings . . . internal, external and open types 
... are available in a wide selection of sizes 
and finishes. Solve your fastening problems 
simply and economically with the rings 
that cut machining and tooling expense, 
save material, simplify and speed assembly. 
Series 1000 and 2000 are available stacked 
for quickest application. 


Write for free ring samples and catalog. 


Originators of 
| 0 © modern retaining ring 
dispensing 
INDUSTRIAL RETAINING RING COMPANY 


Dept. P2, 57 Cordier Street 
Irvington 11, New Jersey 
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At Last...a 


Chatu Store 


that delivers! 


Conveyor, Elevator and Power Transmission Chain 


When you need chain for repairs or a new installation call your 
nearest Moline Chain Store for fast delivery. All types and 
sizes of chain are available for conveying, elevating or power 
transmission. You get a complete selection of attachments 

for adaptation to the requirements of your application. 


You can depend upon your Moline Chain Store for fast, 
efficient service, highest quality chain, and experienced, technical 
assistance. Phone for information, prices or consultation. 


~~ Leader s for 60 years 


* . 
ame Z DETACHABLE 
‘ CHAIN 


~ ~ 


RIVETED 


DRIVE CHAIN PINTLE CHAIN 


and all other types of chains 


Specializing in the manufacture of chain 


Moline Chain Stores 


R. C. BROWN CO., 5523 Dyer St., Dallas 6, Texas 

ARKANSAS, E| Dorado, American Supply Co.; Ft. Smith. Boal 
Foundry & Mach. Co 

LOUISIANA, Alexandria, American Supply Co.; Lake Charles, 
Behrings Bearing Serv; Baton Rouge Louisiana Bearing 
Co.; Shreveport, Midiand Belting & Sup; New Orleans, 
Service Sup. & Eng. Co 

OKLAHOMA, Tulsa, Allied Bearings S C0 Musheges Pate 
Ind. Sup. Co.; Oklahoma City, Po Pp 

TEXAS, Dallas, Bearing, Chain & Conres Conroe 
Mill Sup.; Ft. Worth Cattingne am “Bear ng Co.; Plainview, 
Diamond ind. Sup; Amarillo, A pugenheim Co ; Sherman, 
Hardwiche-Etter Co.; McAllen, A M Hassell Sup; Waco 
Richards Equip. Co.; Houston, Texas Belting & Mill Sup 
Marshall, E. B. Hayes Mach. C 

CHAIN GEAR, INC., 620-24 Ave So Seattle 4, Wash 

ALASKA mete hikan, Northern Ma Whs , Sitha, Sitka Engine 
& Eq 0; Wrangell, Wrange!! Mach Wks 

WASHINGTON Everett, Greensnieid nd Sup ; Spokane, Nott- 
Atwater Co; Tacoma, Ree! Machny Co; Bellingham 
Schuman Steel Prod 

J. W. MINDER CHAIN & GEAR ” _ Portions, Oregon 

MONTANA. Missoula, Power Tr 

OREGON. North Bend induste 3 i Steet 's Sup Astoria. Fisher 
Bros. Co.; Eugene, Esco; Salem. Mill Supply Co; Grants 
Pass. Pacific Logging & Mill Sup 

WASHINGTON, Longview, Longview Equip 

1. W. MINDER CHAIN . GEAR CO. 6011 s Central Ave 
Los Angeles 7, Calif 

— Flagstaff, Ari a Sup Phoeix, Semon Bearing 


CALIFORNIA Stockton, The Bearing San Francisco 
Chas. A. Fowler Co ; Fresno, Gord n Equip Co ; South Gate, 
Power Transmission Equip. Co ; Arcata. Reliable Hdwe Co.; 
San Diego, Standard tron Sup C E| Centro, W. H. Douthitt 

NEVADA, Las Vegas, Las Vegas Mach En Co 

NEW MEXICO, Albuquerque, Harry Cornelius 

UTAH, Sait Lake City, Lundin & May Foundry Co 

R.C. ACTON ES SeeaGIatee 601 E. Excelsior Ave., 

Hopkins, Min 

1OWA, Des Mor vol Globe Mach. & ‘ Co 

MINNESOTA, Minneapolis, industria ‘oo Cc 

SOUTH DAKOTA, Sioux Falls, Western Bearing Sup. Co 

J. B. FLAHERTY, 7530 Forsyth Biv a Louis 5, Mo 

MISSOURI, St. Louis, Carter-Ryco Sa 

L. H. FLAHERTY, 638 Griggs st. s t. Grand Rapids, Mich 

MICHIGAN, Muskegon ® re Mach & p. Co; Gr 
Rapids, Michigan Bearing Cc 
Sup. & Eng. C 

THOMAS S. GLAZEBROOK, P.O. Box 4193. Columbia, $C 

NORTH CAROLINA, Lenoir, Blue Ridge Hawe & 0 
Rocky Mount. Car 
Currier-Withers Sup 
Lex ngton Genera 


VIRGINIA, Norfolk, C. E rst 
STANLEY T JOWNSON, 6 Hartford St. Newton Highlands, Mass 
MAINE, Bangor, Snow & Nea 
MASSACHUSETTS. Needham Heights Bacock Equir Sam 
bridge, Lewis Tracy Cc 
RHODE ISLAND, Providence es & Starck 
JOWN A SHOEMAKER, P.O. Box 306 aronake Pa 
MARYLAND, Hagers Hagerst quip 
PENNSYLVANIA Philadeir 
Aggregates Equip 
delphia, Transmiss 
R. C. WATKINS, P.O Box 329 sta. a . Atlanta Ga 
ALABAMA, Mobile, Bearing a Tr 
Dothan, The 
j upplies, in 
FLORIDA, Miami. American ind 
Ocala, H. A. Busbee Jack 
Winter Haven, Haven Mili Sup a ingest ai Marine 
Pensacola Mill Sup; 0 0. Mill Supplies, In 
Mine & Mill Sup; Tallahassee. Van Brundt & 
Augusta M up Richmond Mill Sup 
Toole Sup. Co; Macon, C er, Macon Sup. Co 
Savannah, Georgia Sup ) an ndustrial Service 
Co.; Thomasville, &. J 
TENNESSEE, Knoxv trig pit up WJ Savage 
Co.; Nashville, Keith-Simmons Cc 
WESTERN EQUIPMENT LTD., 102 Main St.. Vancouver, B. C., 
2003 Government St., Victoria, B.C 
BRITISH COLUMBIA. Nelson, Bennetts Ltd Kamioops, Pent 
on, Prince George, Vancouver, Vernon. Williams Lake 
Okanagan Equip. Ltd 
ALBERTA, Edmonton. Electrica ndustries, Ltd.; Calgary 
Electrical Contr. Mach Co. Ltd. Lethbridge. Oliver Chem 
Co. Lethbridge, Ltd 
SASKATCHEWAN, Saskatoon, Bearing Transmission Sup 
Regina, Tractor Repair Parts Cc 
MANITOBA, Winnipeg, The Cuthbert C Ltd 
COLORADO, Denver, Alien Bearing Sup Co 
LLINOIS, Chicago, Chain Sales (¢ Power Transmission 
Equip.; Aurora, Fox Supply Co 
INDIANA, So. Bend, Hydra-Mech In Ndianapolis, Indiana- 
polis Beiting & Sup. Co 
KANSAS, Coffeyville. Kansas Bearing Sup Co 
MARYLAND, Baltimore, L. A. Benson Co 
MICHIGAN. Saginaw, Beckley-Hil! 
MISSISSIPPI, Jackson, Harper Foundry & Mach. Co 
MISSOURI. Springfield. Acme Foundry & Mach. Co; Kansas 
City, Ind. Bearing & Transmission 
NEW JERSEY, Plainfield, R. M. Barwise inc 
NEW YORK, N.Y. City, Cangro Transmission Co; Rochester 
4. M. Cross; Hicksville, The Long Island Transmission 
Syracuse, Sawyer Eng Co.; Albany. Tramsmatic Equip. Co 
* Lockport, Ward Bros. Mill Sup 
OHIO, Cincinnati, Cincinnati Transmission Co 
PENNSYLVANIA, Philadelphia, Lindsay, Oberholzer & Co 
Muncy, Sprout Waldron Co 
TENNESSEE. Memphis, Lewis Supply 
VIRGINIA, Richmond, Southern Railway Sup. Norfolk, The 
Henry Walke Co 
WISCONSIN, Madison, Richard Ela Co 
HAWAII, Honolulu, P. S. Pell Co, Ltd 


Warehouse Stocks Available for Immediate Delivery 
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purchase more attractive. Nub of 
the tax depreciation problem is 
that under present practice, the 
law permits companies to depreci- 
ate only the original costs of plant 
or equipment. Under this system, 
the depreciation allowances fall 
far short of the current costs of 
replacement. 


Use LIFO Approach 


House Committee on Ways and 
Means, now considering tax 
change proposals, was told by in- 
dustry spokesmen _ that 
method for 


some 
plant and 
equipment investments similar to 
the LIFO approach to inventories 
would be more equitable. Under 
such a system, 


treating 


when plant and 
equipment are used up or re- 
placed, allowance would not only 
be made for the original cost of 
the equipment, but for current 
replacement as well. 


e@ Cost Proving Roadblock 
For Highway Program 


sitter pill for convened Con- 
gress is the mounting cost of the 
Interstate Highway Program. 

Interstate network of roads 
(originally 40,000 miles linking 
all major U.S. cities—later ex- 
panded by an additional 1000 
miles) was to have cost $27 bil- 
lion. This was to be financed by 
increases in gas, oil and tire 
taxes. ; 

Inflationary factor of roughly 
11 per cent—and a now concise 
picture of what road building 
actually costs—have boosted the 
road-cost picture to $38.5 bil- 
lion. 

Where and how to get this 
money is a problem that has no 
simple solution. Another in- 
crease in gasoline taxes now is 
out of the question. 

More likely solution is a plan 
to build first the roads that 


BARBER-GREENE Depends on 
Baidor Streamcooiled Motors 
to Power its Asphalt Batch 
Plants & Beit Conveyors! 


Despite the most torturous use, plus 
the constant hazard of dust and dirt, 
Baldor Streamcooled Motors keep 
famous Barber-Greene equipment 
operating at top efficiency, 

day after day. 


This kind of superior performance has 
earned Baldor an enviable reputation 
among many outstanding 

heavy equipment manufacturers. 


If you have a power problem that 
demands the utmost in motor 
performance, perhaps Baldor 

can help you, too! 


Find out why you get more with Baldor 
—write for FREE color catalog! 


7 


BALDOR ELECTRIC COMPANY » 


4353 Duncan Ave. St. Lovis 10, Missouri 
Over 400 Authorized Soles & Service Distributors in U.S.A 


would carry most traffic. This 
would encourage motorist and 
trucking America to burn more 
gas and oil—resulting in a big- 
ber tax yield. 


District Offices: Atlanta « Chicago « Cincinnati « Cleveland « Dallas « Des Moines « Detroit « Indianapolis 
Litchfield, Conn. « Los Angeles « Milwaukee « Minneapolis « New Orleans « New York « N. Kansas City, Mo. 
Oakland « Philadelphia « Portland, Ore. 
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Shipment of tape for you, Charlie. How come you changed brands? 


So now you wanta run the Shipping Department! Changed because me 
and Purchasing agreed that Safetex would save us time and money. 


Knowing you, Safetex must save work, too! 


If you don’t stop yakkin’, we'll be outta tape before you get this unloaded! 





Any smart Shipping Department foreman can tell you that 
SAFETEX seals right . . . the first time, every time! For 
efficiency and economy, order the gummed tape that smart 
Shipping Department foremen want... SAFETEX! 


< me OR 


SAFETEX SUPERSTANDARD GUMMED TAPE @ 


CENTRAL PAPER COMPANY + MENASHA, WISCONSIN 
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Welding 1” O.D., .020” Wall Tubing. 





THE YOUNGSTOWN WELDING & ENGINEERING COMPANY 
HAS COMPLETE FACILITIES FOR 
FABRICATING, WELDING, MACHINING 
TITANIUM AND TITANIUM ALLOYS 


Many of our Titanium products have been 


eee ere eas ar ad 


installed in chemical, paper, and pulp plants. 





Pipe, Tubing, and Fittings are available in sizes 
3!/,” O.D. and larger . . . smaller sizes can be Ni q 
produced, depending on the quantity needed. 


Let us know your requirements; we will be glad 





to work with you on any Titanium project — 
Fabricated Pipe, Pressure Vessel and 4” Valve. 





large or small. 


Fabricated Pipe Detail— 
4/7," O.D., 125” Wall. 


Sparger Pipes—5” O.D., 4” Wall, with 
Titanium Flanges. 4” Titanium Valve installed in Chemical Plant. 


THE YOUNGSTOWN WELDING & ENGINEERING COMPANY 


3807 OAKWOOD AVENUE YOUNGSTOWN 9, OHIO 


PREVIOUS PROCEDURE 


1 Drill bolt holes in 
“clip angles.” 


Weld clips to stringer. 


Drill holes in rake 
blades. 


Mill stringer slots in 
rake blades. 


Bolt rakes to clip angles. 


REPEAT FOR EACH 
BLADE 


WELD 


Se 


stringer. 


stringers. 





Use of Cooper Alloy close-tolerance shell cast- 
ing eliminates 3 out of 5 machining operations 


for Dorr-Oliver rake classifier blades, showing 


How to Cut Fabrication Costs with 
Close-Tolerance Stainless Castings 


Previous method of attachment 
of rakes to stringers was by “clip 
angles” welded to stringers, drilled 
and bolted to simple flat blades them- 
selves drilled and slotted as shown. 
Construction was expensive, and often 
unsatisfactory, in that heat of weld- 
ing tended to put rakes out of align- 
ment. 


In redesigning, Dorr-Oliver decided 
to eliminate the clip angle as a sepa- 
rate third piece by incorporating it 
into the blade castings. Original con- 
ception was to cast rough slots and 
holes, then mill and drill them to di- 
mensions. Cooper Alloy, after study 
of the piece, determined that with 
close-tolerance plastic shell cores, both 
bolt holes and stringer slots could be 
cast directly in the rake blade, with- 
out need of further machining. Also, 
that by using right- and left-hand 
patterns of rake flanges, two rake 
blades could be bolted to stringers 
with one set of bolts. 


Casting requirements stringent 

= Bolted face of each of the upright 
flanges required a smooth finish 
(250 A.S.A. Standard). 
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1 Drill bolt holes in 


Type H rake classifier made by 
of Stamford, Conn., separates solids in liquid- 
solid mixtures into two fractions according to 
particle size. Fine materials overflow with liquid 
at lower end of inclined tank: larger particles 
settle to tank bottom, are continuously raked up 
inclined slope and dis- 


charged ‘‘over top" ~ 

blades move in 
oval track due to motion - 
of rocker head, must be 
precisely 
move settled material up 
to next 
either scraping or undue a 
clearance — 


Rake 


PRESENT PROCEDURE 


en 


e 
s— 


Bolt one-piece castings 
(complete with holes, 

slots, and flanges) IN 
RIGHT- AND LEFT- 
HAND PAIRS, to 


Dorr-Oliver Inec., 


aligned to 


rake without 








s '4,;" cored holes had to be smooth, 
accurate to +.010”, and precisely 
positioned for proper fitting of 
parts. 

Stringer slots had to be precisely 
positioned, accurate in dimensions 
to +.025”. 

Multiplicity of patterns for differ- 
ent widths of rake blades had to be 
reduced, for economy. 


Casting solutions For the critical 
flange faces and bolt holes, shell 
“cake’”’ cores, capable of holding pre- 
—— cise dimensions 

down to +.010", 

were prepared. 
They were in- 
serted and be- 
came an integral 
part of the green- 
sand molds that 
formed the less 
= apoep aces, critical outer 

CORE blade areas. 
To save cost of a complete new pat- 
tern for each rake size, all sizes of 
rake were designed to have the same 
blade thickness and flange dimensions. 
Patterns were then made of the nar- 
rowest-width blade in each series, 
( Advertisement) 


CASTING 











CUTAWAY ELEVATION: 
ENTIRE PIECE IN DRAG. 


loose pattern pieces being acded t 
increase blade width of the larger 
rake sizes. 


Results —“These rake blades”, 
Dorr-Oliver, “were used directly as 
cast, with no additional machining of 
any kind. Dimensions were’ precise, 
surfaces smooth, and finished align- 
ment better than with previous 3- 
piece welded assembly. New proce- 
dure saves time and handling, and 
has reduced our manufacturing costs 
on this piece considerahly " 


says 


Such economy possibilities are avail- 
able in almost any shape, no matter 
how simple, or how ‘“‘cut-and-dried”’. 
Cooper Alloy has specialized for 35 
years in achieving such uncommon 
results in close-tolerance stainless 
steel castings, and can do the same 
for you. 


To check on it, why not take advan- 
tage of our Foundry Engrg. Service? 
Just send us (without obligation) a 
blueprint or outline of your problem 
part, for cost analysis, to: Foundry 
Products Division, COOPER ALLOY 
CORPORATION, Hillside, N. J. 
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20% longer die life... 
e © €@ ee 


5% greater production of steel balls 


FROM KEYSTONE 


= 


Py 
- ge 
t | 4 
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+ 
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lily IS THE SECRET 


That’s right... 20% longer die life and 5% greater 
production ... and all because of Keystone “XL” 
Wire’s exceptional flowability. 


This sums up the experience of Sterling Com- 
mercial Steel Ball Corporation, Sterling, Illinois. 
Sterling has cold headed steel balls by the millions 
— from \ inch to % inch in diameter — since pro- 
duction was initiated ten years ago. Sterling’s steel 
balls are used primarily in conveyors, castors, office 
furniture, etc. 

Officials of the company report that the superior 
forming characteristics of Keystone “XL” Wire are 
in evidence in the initial stage of steel ball produc- 
tion. The steel balls are upset on a single blow, 
solid die cold-header. With Keystone “XL” Wire 
flowability, the amount of “‘flash”’ left on the new- 
ly produced steel balls is small — a mark of quality 
heading wire. Case hardened steel balls — perfect 


Keystone Steel & Wire Company, Peoria 7, Illinois 


in diameter — like those shown above, are standard, 
high-speed production items when Keystone “XL” 
Wire is used. 

If you are having trouble cold heading parts 
which are complicated in design, or which demand 
trueness of form, talk it over with your Keystone 
representative. He can show you how the uniform 
high quality of Keystone “XL” Wire can fulfill 
your requirements. See him soon for complete 
details, or write direct. 


Keystone Steel & Wire Company 
Peoria 7, Illinois 


Brand New... COLD HEADING FACTS FOLDER... 
send coupon today! New folder discusses uses, applica- 
tions, methods, technical facts, wire requirements. 


Nome . = Title 
Company 
Street 


City 





PPP 2 - oe 
Two Fuller Airveyor conveying 
lines can be seen at top of silo No 
1. Two 45-foot silos each hold four 
carloads of wood flour. 


ce 


eee eons omee- 


Discharging wood flour by Airvey- 
or into 5,000-pound service bins. At 
top can be seen built-in explosion 
vents in filter. 


4 


Workman starts unloading wood flour with minimum spill- 
age as it is withdrawn from the box car by Fuller Airveyor. 


GENERAL ELECTRIC 


SWITCHES FROM BAG-CARRYING 


TO AIRVEYOR; CUTS HANDLING COSTS 60% 


As part of a program to increase plastics production and 
reduce operating costs at its Pittsfield, Mass. plant, General 
Electric Company recently called in Fuller Engineers to de- 
sign systems for handling wood flour in bulk. 

Wood flour—used as a filler in phenolic molding compounds— 
was being handled in 75 and 100-pound bags. Unloading one 
carload of bags required 16 manhours. Bags were loaded on 
dollies and wheeled to a distant elevator. 


SAFETY FIRST 


The two pneumatic Airveyor “ materials handling systems, 
engineered and manufactured by Fuller Company, were in- 
stalled by its parent company, General American Transpor- 
tation Corp., providing undivided responsibility. This instal- 
lation resulted in a 60°% saving in handling cost! The two 


Fuller 


.... pioneers in harnessing AIR 


systems are handled by one full-time and one part-time 
operator. Manhours to unload one car have been reduced 
from sixteen to six! 

In addition, all equipment is designed to conform to strict 
safety specifications set down by G-E engineers. 


FLOW YOUR WOOD FLOUR 


The Airveyor is a system that flows your wood flour through 
sealed pipes. It’s fast, safe and self contained. The pipes can be 
placed close to ceilings, run underground or through walls. 
Whether you process wood flour—or other dry granular ma- 
terials —look into the many economies of Airveyor conveying. 
Write today for interesting, detailed literature on Airveyor 
and other Fuller pneumatic materials handling systems. 


FULLER COMPANY 
170 Bridge St., Catasauqua, Pa. 


SUBSIDIARY OF GENERAL AMERICAN TRANSPORTATION CORPORATION 


Birmingham e Chicago ® Kansas City e Los Angeles e San Francisco e Seattle 
A-258 


‘“‘See Chemical Engineering Catalog for details and specifications.” 4449 
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by millions of contacts 


NATIONAL 


ACME 


NAP-LOCK 


TRADE MARK 


As illustrated below, National Acme SNAP-LOCK Limit Switches 
employ a basically simple yet positive snap-action locking mech- 


anism 


normal limits, is assured. 
The 
with the | 


with extremely few moving parts. 
to a minimum and dependable trouble-free service 


double-throw contact lever, 


Thus wear is reduced 
, far beyond 


connected directly by shaft 


atch bar, carries self-wiping coin silver contact points 
to assure quick action make or break 


reducing wear ever further. 


Electrical and mechanical sides are separated by a wall within a sturdy 
die-cast housing which is fully insulated and is dust and oil-tight. 


tTHEORIGINAL 


SNAP-ACTION 


- “ 
LOCKING SWITCH o 


“ }+-4 

SNAP-LOCK LIMIT SWITCHES. Made in single- — 
: : 2 ‘ ce 

pole and double-pole series, in four types: 
Standard, Short Travel, Neutral Position and 
Push Lever. With the exception of the Push Lever 
Switch, all are adaptable to special enclosures 
for hazardous location service and may be used 


with various styles of operating levers. For 
AC or DC service. 


and now 


MECHANICAL SIDE 


a new design concept for CONTROL STATION SWITCHES 


the heavy-duty 


. oil, water, dust tight GOLD-N-RING 


made by machine tool builders to machine tool specifications 


Heavy duty silver-alloy contact points provide max- 
imum electrical capacity, long life. 

Heavy duty terminal screws have ¥%” thread contact 
to prevent stripping during installation and permo- 
nently secure wires for continuous, trouble-free ser- 
vice. 

Single or double-pole contact block assemblies—can 
be used interchangeably with several types of GOLD- 


the 


FEBRUARY 


3, 1958 


ErEectTRiicat MANUFACTURING 
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For More Information Write No 


N-RING push button and selector operator heads. 
Rated for 600 volts—AC or DC. Meets all Joint In- 
dustry Committee and National Machine Tool Builder's 
Association requirements. 

Protected against oil and water seepage in operator 
head by Sealtight oil-resistant rubber diaphragm. 
Easily replaces existing switches. 


‘ee 8 02 2a 22 @ 0 O62 O@ 6.8 2 8 oC 8s 


DIVISION 


ational Acme company 


EAST 131st STREET, CLEVELAND 8, OHIO 
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Electrical Contacts Division 


JUDSON L. THOM Som MEG. CO., WALTHAM 54, MASS. 


Since 1885 
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. one 
blind bids 


You might say that our specialty is not giving 
you what you ask for. You may be getting bids 
on a machined aluminum part. We may come 
up with a quote on die casting it. You may 
say, “This part has always been forged.’’ We 
may say, “It can be done better and cheaper 
by extrusion.” 

Are we contrary ? No, we are simply careful 
to scrutinize every part we quote, to make sure 
there isn’t a better, faster, cheaper way to do 
the job. We are unique in that Alcoa fabricates 
aluminum by all processes. Thus Alcoa can 
afford to be completely unbiased in bidding. 

Any bid that does not include an investiga- 
tion of all ways to make your part is a blind 
bid. And blind bids can cost you money and 
strangle your production. Include us the next 
time you get bids on any fabricated aluminum 


part. But we won't guarantee to quote on what 
you ask for. Call your local Alcoa sales engi- 
neer listed under “Aluminum” in your classi- 
fied phone book. Aluminum Company of 
America, 1995-B Alcoa Building, Pittsburgh 
19, Pa. 


cal Strangle your production 


Your Guide 
to the Best 


in Aluminum an son O_ 
Value 1 UM 


“ALCOA THEATRE” 
Exciting Adventure 
Alternate Monday Evenings 


Mail this coupon for quick information on any of these Alcoa fabricating services 


Gentlemen 


We are interested in your aluminum fabricating 


facilities checked at right: 


NAME 
TITLE 
COMPANY 


ADDRESS 


C) die casting 
C) sand casting 
D plaster casting 


OD permanent-mold 
casting 


C) extrusion 

DC impact extrusion 
(C forging 

(CD drawn tube 


(CD special mill shapes 
and blanks 
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DC finishing 


(C screw machine 
capacity 


C) press and shear 
capacity 


job welding 


Bl 

UJ 

(CJ forming and 
stamping 


D spinning 


C riveted and welded 
assemblies 
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Any of the standard motors listed at right 
can be furnished from stock in strategically 
located A. O. Smith warehouses. Even 
motors requiring minor modifications can be 
shipped from the factory within 72 hours. 
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FRACTIONAL 1/3 to 1 HP — single or polyphase, rigid or 
resilient base, open drip-proof, TENV or TEFC. 


SINGLE PHASE INTEGRALS 1 to 5 HP in both old and current 
NEMA frames, open drip-proof and TEFC. 


POLYPHASE INTEGRALS 1 to 800 HP in both old and current 
NEMA frames,- open drip-proof, TEFC and Explosion-proof 
types. 


VERTICAL HOLLOW SHAFTS 1 to 700 HP in weather pro- 
tected, TEFC or Explosion-proof models. P and PH bases. 
With or without non-reverse ratchets. 


VERTICAL SOLID SHAFTS 1 to 800 HP. Normal and high 
thrust. Old and current NEMA frames. Open drip-proof 
TEFC, Explosion-proof. 


FACE MOUNTED PUMP MOTORS 1 to 75 HP. C -Face, 
D-Flange and Close-Coupled types in open drip-proof, 
TEFC and Explosion-proof models. 


JET PUMP MOTORS 1/3 to 3 HP available in single-phase 
capacitor start or polyphase induction motors. Open drip- 
proof and TENV models with standard keyed or stainless 
steel threaded shafts. 


A. O. = motor man COLLECT 


ATLANTA, GEORGIA- - - - - - = TRinity 5-8196 
BETTENDORF, IOWA - - = = = DAvenport 5-0771 
BIRMINGHAM, ALABAMA - - - - - Alpine 1-0113 
BUFFALO 2,N.Y. - - - - = = MOhowk 6090 
CHICAGO 4, ILLINOIS-_ - WAbash 2-6212 
CLEVELAND 30, OHIO” - SUperior 1-6700 
DALLAS 6, TEXAS - - - EMerson 8-2866 
DENVER 10, COLORADO - - = Parl 3-5547 
DETROIT, MICHIGAN - - WOodward 1-7090 
FRESNO 14, CALIF. - - - AMberst 8-6268 
FORT WAYNE, INDIANA - KEnmore 4874 
GRANTS PASS, OREGON  - Electric Motor Shop 
HARRISBURG, PA. - - - Kingswood 5-9866 
HOUSTON 2, TEXAS - - - - CApitol 7-2354 
INDIANAPOLIS 44, INDIANA - - WAlnut 3-8888 
LOS ANGELES 58, CALIF. - - - LUdliow 3-1781 
LOS ANGELES, CALIF. - - RAymond 3-2717 
LOUISVILLE 17, KY. MElrose 7-3603 
MEMPHIS 6, TENN. - Whitehall 8-4057 
MILWAUKEE, WIS. - UPtown 3-3000 
MISSION, KANSAS - RAndolph 2-1736 
NASHVILLE, TENN. - - - AL. 6-4906 
NEW YORK 17, N. Y. - YUkon 6-7400 
NORFOLK, VIRGINIA - - MAdison 2-6914 
OAKLAND, CALIF. - - - - LOckhaven 9-8994 
ORANGEBURG, SO. CAROLINA - - JEfferson 4-1520 
PHOENIX, ARIZONA - - - - Alpine 2-5183 
PORTLAND, OREGON - - - - CApito!l 3-6241 
PITTSBURGH 22, PA.- - - - GRant 1-6946 
PITTSBURGH 28, PA. - - Fleldbrook 1-2134 
QUINCY, MASS. - - MAyflower 9-8400 
RICHMOND, VIRGINIA - - Phone: 7-4591 
ROCKFORD, ILLINOH - - Phone: 7-8239 
SALT LAKE CITY, UTAH - Elgin 9-1101 
SAN ANTONIO, TEXAS - - CApitol 3-6216 
SAN DIEGO 1, CALIF. - - BEimont 3-3981 
SEATTLE, WASHINGTON” - - Elliot 5960 
SOUTH MIAMI, FLORIDA - - MO. 5-7671 
DEWITT (SYRACUSE), N. Y. - Gibson 6-0210 
TIPP CITY, OHIO - - - - Phone: 6611 
WATERVLIET, N. Y.- - ARsenal 3-4322 
WICHITA, KANSAS - - TE. 8-3015 


Through research < . @ better way 


AO.Smith 


ELECTRIC MOTORS 
Tipp City, Ohio 


A. 0. Smith International S. A., Milwaukee 1, Wisconsin, U.S. A. 
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Now SIMMONDS Offers You 


a Fine Grained, Silicon Killed 


LOW CARBON 
Flat Ground Steel 


This new line is in ADDITION to 


SIMONDS FLAT GROUND 


DIE STEEL 
High Grade Alloy Tool Steel 
(Oil Hardening — Air Hardening) 


Here’s a fine-grained, forging quality, silicon-killed 
teel that opens up the way to important savings on items 
ike jigs, fixtures, patterns, stripper plates, punch pads, 
: lie plates, die-blocking shims . . . and parts that don’t require heat 
eatment or in some instances, just case-hardening. 
This new line of low-cost, LOW-CARBON Flat Ground Steel 
rounds out the present Simonds line of Oil Hardening and Air Hardening 
rn: c ay E = j TYPICAL 
Die Steel. What’s more, it has equally fine finish . . . and is made to the same close 
ae ; ; ; : ae CHEMICAL ANALYSIS 
olerances, with excellent welding quality and machineability. 
Simonds LOW-CARBON Flat Ground Steel is furnished in a wide range of flats C. .18 Mn. .50 


from Y46” to 134” thick and 4” to 16” wide, and in squares from %” to 27%”. All Si. .20 Phos. & Sul. .04 
come in standard, ready-to-use 24” lengths, individually packaged. Stock 


Heat Treatment By 
sizes are ready now .. . special sizes on order. Get full details from your Simonds Case Hardening Only 
Distributor today. 


Factory Branches in Boston, Chicago, Shreveport, La., Son Francisco and Portland, Oregon 
Canadian Factory in Montreal, Que., Simonds Divisions: Simonds Steel Mill, Lockport, N. Y. 
fi Heller Tool Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Conodo 
’ Cali your 
=) SAW AND STEEL CO. Per Paes Sole 


from 


Compiete Stocks _ SIMONDS 
FITCHBURGPMASS. } DISTRIBUTOR 
7 g Per — ie —_———— i a ’ 


izes 





iH M I Cc RO SWI ime H Precision Switches 










What every Purchasing Director 
should know about MICRO SWITCH 


During its life, MIcRO SWITCH has produced 
hundreds of millions of precision switches. 

Over 10,000 variations are available to meet 
industry’s broad requirements. 





















High quality with reliability has made 
MICRO SWITCH the leading 
manufacturer of precision switches. 





MICRO SWITCH’s plants and development 
laboratories are equipped with superlative 
scientific tools for painstaking precision, 
quality control and necessary 

testing techniques. 


MICRO SWITCH produces its own snap-action 
springs, plastic parts and other 
components of its switches. Very little 

is purchased from outside sources. 




















MICRO SWITCH service to its customers 
is very often above and beyond the service 
normally required. 


For 20 years MICRO SWITCH has been first 
in the development, design and 

Quality control engineers using comparator to check precise production of precision switches. 

contour and dimension of snap-action switch spring. 











MICRO SWITCH field engineering offices and 
hundreds of Authorized Distributors 
blanket the country. There is always 

a MICRO SWITCH man near you. 
















A NEW Limit Switch 
you can replace 
in SECONDS 


Ten catalogs containing full technical data 
for every series of switches are available 
to purchasing directors. A request will 
bring you as many sets as your 
department requires. 


MICRO SWITCH introduces the 
revolutionary new ‘Plug-in 
Limit’’...an important 
timesaver for limit switch 
users. This precision limit 
switch can be replaced in 20 
seconds— with accurate posi- 
tioning and no need for ad- 


The two words “‘MICRO SWITCH” are not a 
generic term. It is the name of a division of 
Minneapolis-Honeywell Regulator Company. 





justments. Has variety of 
)4 actuators to meet require- M i C se 0 S W | T C i 
ments. Full details in Bul- 
letin 20. Send for it. A DIVISION OF MINNEAPOLIS-HONEYWELL REGULATOR COMPANY H 
In Canada, Leaside, Toronto 17, Onterio * FREEPORT, ILLINOIS 
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CASE HISTORIES FROM 
MT. VERNON FILES 


The minute this new Automatic Electrolux Cleaner 
has absorbed so much dirt it can no longer operate 
at high efficiency, it stops and the cover pops open. 
Replacing the sealed paper dust bag with a new one 
sets it up for further operation. It is one of several 
exclusive Electrolux features which includes 20% 
greater suction power than any machine the com- 
pany has ever made. This is due in part to the in- 
creased speed and power of its electric motor. 

The additional power and the automatic features 
of this new cleaner were not, however, achieved at 
the expense of added weight, because it is remark- 


ably light for an appliance of such power and flexi-_ 


bility. By using die castings for the motor frame, 
elbow and adapter, both weight and manufacturing 
costs were kept down. As you can see these parts 
are complex. The motor frame alone, for example, 
involves apertures of various sizes and shapes, lugs, 
curved members, straight members, flanges, fillets, 
vanes and shoulders all combined into a very light- 
weight yet extremely rigid, strong unit. The other 
parts, although smaller, are also “toughies”. But 
die casting is the most economical method of pro- 
ducing these intricate parts which combine strength 


SALES REPRESENTATIVES Mr. Robert V. Moore 


2317 Plumb 2nd St., Brooklyn 29, N. Y. 


Mr. Grant Eller Mr. Jerome J. Theobold 


6 East 194th St., Cleveland, Ohio 9 East Genesee St., Skaneateles, N. Y. 
For More Information Write No. 185 on Inquiry Card—Page 32 
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“Brain” stops new Electrolux automatically! 


with light weight and holding to such close tolerances 
that little or no machining is reqiured to finish them. 

Mt. Vernon can help you make the most of these 
and other die casting advantages by a complete 
four-fold service of: (a) consultation—to help with 
design and production problems; (6) die making— 
on modern tool and die equipment handled by skilled 
personnel; (c) castings—aluminum and zinc, guar- 
anteed “on grade” at all times; (d) machining facili- 
ties—for handling any machining operations your 
castings may require. As in the case of Electrolux, 
a switch to die castings may profit you tremen- 
dously. Let’s talk it over. 


MT. VERNON 
DIE CASTING CORP. 


STAMFORD, CONNECTICUT 


Mr. Anker Anderson Mr. David H. King 
Cascade Road, Stamford, Connecticut 75 Willow Street, Guilderland, N. Y. 


Mr. William Savers Mr. George E. Hahl 
101 Briarcliff Road, Rochester, N. Y. 39 South Munn Ave., East Orange, N. J. 
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The answer is easy: when it’s an ELASTIC STOP® 
nut. ESNA makes and stocks more types, shapes and 
sizes (in a larger variety of materials and finishes) 
than any other lock nut manufacturer. In fact, all of 
the nuts shown here are standard production parts. 

Every one of these fasteners is self-locking any 
where on the bolt, will remain tight under severe vi- 
bration... yet they can be dis-assembled and re-used 
many times. What's more, the performance of the red 








locking insert has proved itself in critical applications 
on American heavy industrial equipment for more 
‘than twenty-five years. 

All ESNA nuts are carefully controlled in manufac- 
ture as to finished dimensions, class of thread fit and 
finish. This control pays off —in uniform quality every 
time you order. 

Simplify and speed up your purchases by sending 
for a free catalog on ESNA’s extensive line. 


ELASTIC STOP NUT CORPORATION OF AMERICA 


——-—- Clip Coupon for Complete Catalog -——-——=— 


| 


i 

| 

| 

(‘F) , 
poly 
RADEMA 

! 


Elastic Stop Nut Corporation of America 
Dept. N26-215, 2330 Vauxhall Road, Union, N. J. 


ne your free, complete ELASTIC 


Name_ : Title 
Firm 
Street_ 


City_ — es 
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MNS hee Onriny Catomatcr 


ELMIR 


HARDINGE Style ‘'S’’ Sure-Grip 
Master Collets and Pads 


HARDINGE Style ‘‘B’’ Master Feed Fingers 
and Pads 


Model 601 New Britain Automatic 
Britain-Gridley Machine Division. 


Your automatics perform best with HARDINGE Master 
Feed Fingers and Master Collets. The name HARDINGE 
is your guarantee of accuracy and durability . . . 
allows you to reap the full benefit’ of the inherent 
accuracy of your machines. 

HARDINGE Master Collets are the only masters 


with no work pressure on the screw... last 
longer . . . retain accuracy. 


HARDINGE Master Feed Fingers and Pads save 30% 
to 80% over conventional solid feed fingers. 


All sizes for all automatics. 
Prompt Delivery from these Stock Locations: Atlanta, 
Boston, Chicago, Dayton, Detroit, Elmira, Hartford, Los Angeles, 


Minneapolis, New York, Oakland, Philadelphia, St. Louis, 
Toronto, Montreal. 


HARDINGE BROTHERS, INC., ELMIRA, N. Y. 


“PERFORMANCE HAS ESTABLISHED LEADERSHIP FOR HARDINGE” 


For More Information Write No. 187 on Inquiry Card—Page 32 
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ADHESIVES, SEALANTS, COATINGS 


A 12-page catalog lists adhesives, sealants, paints 
and coatings according to Government specifica- 
tions. The company’s products numbers are cor- 
related to specifications and product title. 
Magic Chemical Cc. 
Write No. 1 on Inquiry Card—Page 32 


BOXES (PLASTIC) 


An assortment of rigid plastic boxes for packag- 
ing a wide variety of products is covered in a 16- 
page, 3-color catalog. Dimensions, illustrations 
and prices of all are supplied 
Bradley Associates, Inc. 
Write No. 2 on Inquiry Card—Page 32 


CASTINGS (STEEL) 


The 1958 edition of “Fundamentals of Steel Cast- 
ing Design” is supplemented with data derived 
from recent S.F.S.A. research work. The booklet 
has been meticulously revised 
Steel Founders’ Society of America 
Write No. 3 on Inquiry Card—Page 32 


CERAMIC THROW-AWAY INSERTS 


V-R Bulletin No. 5710 discusses triangular and 
square throw-away inserts for negative rake tool- 
holders. Made of Ceramic VR-97. an aluminum 
oxide material, they permit speeds of 2000 S#'PM. 
Vascoloy-Ramet Corp. 

Write No. 4 on Inquiry Card—Page 32 


CLOTHES (WORK) 


The latest advances in acid-resistant and lint-free 
industrial apparel are aescribed and illustrated in 
a catalog. Garments in 100°% Orlon, Dynel and 
blends of Orlon and Dacron are covered 
Workion, Inc. 
Write No. 5 on Inquiry Card—Page 32 


COMPARATORS (THREAD) 


Catalog TC-1 describes in 12 pages a variety of 
precision thread comparators of both external and 
internal types.-They gage all thread forms and 
classes from diameters as small as No. 0. 
Hanson-Whitney Co. 
Write No. 6 on Inquiry Card—Page 32 
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CONVEYOR SYSTEMS 


Step by step hints on the selection. installation 
and operation of conveyors are contained in Bul- 
letin No. 500 (20 pages). A question and answer 
check list permits plotting of a conveyor line. 
The Oliver Corp. 
Write No. 7 on Inquiry Card—Page 32 


CONTROLS 


All types of industrial controls are treated in a 
2-color, 46-page catalog. Specifications are given 
for diaphragm, hydramotor and magnetic valves; 
also for air and gas regulators. 
General Controls 
Write No. 8 on Inquiry Card—Page 32 


COPPER, COPPER ALLOYS 


Corrosion resistance of copper and copper alloys 
is discussed in a 32-page reference booklet, B-36 
R. It enables proper selection of the copper alloy 
best suited for a specific use. 
The Anaconda Co. 
Write No. 9 on Inquiry Card—Page 32 


DRILL, REAMERS, END MILLS 


Catalog No. 58, multi-colored, devotes 100 pages 
to giving sizes and dimensions of a full line of 
general purpose drills, reamers and end mills. 
Another catalog discusses carbide units. 
Greenfield Tap & Die Corp. 
Write No. 10 on Inquiry Card—Page 32 


DRIVES 


Packaged drives for equipment requiring adjust- 
able speed or speed synchronization are covered 
in Bulletin No. 20,000 (8 pp). The drives offer less 
expensive installation. 
Clark Controller Co. 
Write No. 11 on Inquiry Card—Page 32 


DROP FORGED FITTINGS 


All questions concerning drop forged fittings for 
wire rope and chain are answered in Catalog No. 
950-2. It includes specifications, dimensions, rated 
capacities and weights. 
American Hoist & Derrick Co. 
Write No. 12 on Inquiry Card—Paje 32 
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DYNEL FIBER 


A 16-page illustrated booklet, “The Story of 
Dynel,” includes information on how the fiber is 
made, its properties, use and care in industrial 
fabrics. Performance is emphasized. 
Union Carbide Corp. 
Write No. 13 on Inquiry Card—Page 32 


ELECTRICAL INSULATING MATERIALS 


Repair and maintenance shops will find Catalog 
23 an excellent reference volume. It contains full 
descriptions, photos, prices and ordering data for 
a line of electrical insulating materials. 
Insulation Mfrs. Corp. 
Write No. 14 on Inquiry Card—Page 32 


FANS 


A line of high temperature heat fans, “Dura- 
Temp” are described and illustrated in Bulletin 
HF 100. Capacities run from 600 to 30,000 cfm and 
temperatures handled range up to 1650 F. 
General Blower Co. 
Write No. 15 on Inquiry Card—Page 32 


FASTENERS 


The 12-page, 814 x 11, illustrated 2-color catalog 
(Form 8-415) describes a line of fasteners, blind 
rivets and driving tools for the aircraft industry. 
Also included are descriptions of power tools. 
Huck Mfg. Co. 
Write No. 16 on Inquiry Card—Page 32 


FASTENERS 


A 42-page, fully illustrated catalog contains com- 
plete design and purchasing information on rivets 
and riveting machines. A questionnaire helps de- 
termine which type fastener to use. 
Judson L. Thomson Mfg. Co. 
Write No. 17 on Inquiry Card—Page 32 


FORK TRUCKS 


Tips on operating fork lift trucks more safely are 
contained in an 8-page, 2-color brochure. It is 
illustrated with cartoon type drawings. Booklet 
serves as a fork truck driver training manual. 
Lewis-Shepard Products, Inc. 
Write No. 18 on Inquiry Card—Page 32 


GEARING 


The 2-color bulletin, No. 700-C, contains details. 
on an extensive line of worm gearing, supplied in 
individually matched sets. They provide high load- 
carrying capacity on small center distances. 
Cone Drive Gears 
Write No. 19 on Inquiry Card—Page 32 


GRINDERS 


A 6-page bulletin (PG-257) tells how grinding 
departments can increase diamond wheel life from 
20% to 30%, get from 30% to 50% more tool 
grinds per hour and obtain better finishes. 


Wesson Co. 
Write No. 20 on Inquiry Card—Page 32 


HYDRAULICS, LUBRICATION SYSTEM 


Profusely illustrated, a 20-page, 2-color manual 
supplies instructions for general hydraulics and 
lubrication systems: for automated machine tools. 
Lubricants are discussed. 
Snyder Tool & Engineering Co. 
Write No. 21 on Inquiry Card—Page 32 


LEVELS 


A full line of level instrumentation and systems 
is covered in a 16-page booklet. It discusses ap- 
plications of capacitance devices in quantitative 
control of granular solids, liquids and powders. 
Robertshaw-Fulton Controls Co. 
Write No. 22 on Inquiry Card—Page 32 


MAGNETS 


A booklet, “Applied Magnetics,” presents pictori- 
ally 24 basic designs for holding magnets which 
can be used to derive holding assemblies with any 
required pull force. 
; The Indiana Steel Products Co. 
Write No. 23 on Inquiry Card—Page 32 


MICROHONING 


An illustrated 32-page service and equipment 
catalog discusses Microhoning, a stock-removal 
method of abrading. Data is supplied on machines, 
tools, fixtures, abrasives and coolants. 
Micromatic Hone Corp. 
Write No. 24 on Inquiry Card—Page 32 
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YOUNGSTOWN QUALITY 


Producers of Quality 
Carbon and Alloy Steels 
for over Half-a-Century 


PAVES THE WAY 


The Motor Grader and Tractor-Scraper—shown working on the 
site of Houston’s multi-million-dollar “Shopping City of Gulf- 
gate”, are designed for rugged service requiring tough strong 
steel construction. 


Caterpillar Tractor Co. uses Youngstown quality steels in the 
construction of these powerful: machines. Youngstown Alloy 
Steel for the gears of the steering and driving mechanisms help 
to provide durable, trouble free mechanical operations. Yoloy 
“M” Steel Plates, one of the Yoloy family of high strength steels, 
are used for structural strength, resistance to shock and abra- 
sion and also for ease in forming and welding the many intricate 
parts in this type of fabrication. 


Youngstown’s Alloy and Yoloy Steels are produced in a variety 
of forms and qualities to meet your particular specifications. Our 
Service Engineers are available upon request to discuss your 
Alloy and High Strength steel problems—why not call them 
today. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 


For More Information Write No. 188 on Inquiry Card—Page 32 


Fesruary 3, 1958 





WESTERN OFFICE EASTERN OFFICE 


HArrison 7-2179 


eliminates 
bottoming 
costs! 


NYLOK ijasteners 


Now you can cut the cost of special set-ups, drill breakage. preci- 
sion bottoming, tapping, and chip removal simply through the 


use of ® NYLOK® fasteners. 


The illustration shows how the resilient Nylon pellet wedges load 
and non-load bearing threads tightly together in a stronger, leak- 
proof joint. In actual applications, drilling and tapping costs are 
cut drastically with still further savings realized through reduced 
production and assembly time. 


® NYLOK® Fasteners Seal As They Lock...without sealants 


® NYLOK® fasteners seal gas, oil, air and alcohol. Stay locked 
at any depth —need not be fully seated — don’t vibrate loose. nite 
they can be removed and reused. Nylon insert is adaptable to 
any © threaded fastener. Won't shrink, dry, age or turn seit. 
Unaffected by temperatures to 250°F...cannot damage threads 
or seating surfaces. Simplifies fast assembly. Perfect for hopper 
feed and power driving. 


Compare the features of NYLOK with those of other 
fasteners. Write for literature detailing advantages. 

Many other advantages of @ NYLOK fasteners are being 
realized in a variety of applications. It will pay you 

to get the facts. 


€ "THE NYLOK CORPORATION’* 


BUFFALO BOLT COMPANY 
Division of Buffalo-Eclipse Corporation. NORTH TONAWANDA, N. Y. 


e 5 convenient service centers 


Chicago New York City 
REctor 2-1888 


SELF-LOCKING ® 
SELrF-LocKine ®) NYLOK® tasteners 


For More Information Write No. 189 on Inquiry Card—Page 32 


CENTRAL OFFICE 
North Tonawanda 
JAckson 2400 (Buffalo) 





Catalog Files 





PACKAGING 


Packaging cost reduction — from 
original package design to final 
product shipment — is the subject 
of a vest pocket booklet, titled “How 
to Ship More Economically in Cor- 
rugated Boxes.” 


Hinde & Dauch 
Write No. 25 on Inquiry Card—Page 32 


PRESSES 


Bulletin AFP-101 covers a full line 
of high-speed precision “Flexo- 
presses,’ both C type and straight 
side. It includes data on C type from 
15 to 75 ton and on straight s‘de 
from 75 to 200 ton. 


The Precision Welder & Flexopress Co. 
Write No. 26 on Inquiry Card—Page 32 


TRANSFER MACHINES 


Line and rotary transfer machines 
and special production machines are 
illustrated and described in a 12- 
page, 2-color booklet. Included is 
an automatic line machine perform- 
ing 3 types of jobs. 

The Producto Machine Co. 


Write No. 27 on Inquiry Card—Page 32 


TRANSFORMERS 


Some of the research facilities for 
producing a wide line of trans- 
formers along with their design and 
construction features are’ covered in 
a 19-page, illustrated bulletin. 


Allis-Chalmers 
Write No. 28 on Inquiry Card—Page 32 


WELDING 
Catalog No. 160 covers applications 


_of oxyacetylene welding and cutting 


torches, air-acetylene torches, ma- 
chine cutting torches, welding and 
industrial regulators, adaptors, etc. 


Modern Engineering Co. 
Write No. 29 on Inquiry Card—Page 32 
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Try DoALL 90 -7007% 
on Your Next Job! 


How the CLAW-TOOTH blade ‘ ie POSITIVE 
reduces contour L ‘RAKE ANGLE 


or cut-off sawing costs... 

CUTS ALL MATERIALS-— Steel, titanium, 
brass, iron, asbestos, plastics, wood, rubber 
and many other metals and non-metallics. 

EXTRA FAST CUTTING—The claw-like, 
positive rake angle teeth literally “pull 
themselves” into the work—providing more 
penetrating power and smoother chip flow. 


ae 0 rel aot mops ven en'gahn tile, 


EXTRA LONG LIFE—Made sharp to stay i i into work 
sharp—scientifically designed tooth and 

gullet shape gives you longer blade life. DoALL, elaw"? teeth 
Teeth are securely anchored to the flexible Tare pelt-penetrating. 
back to take heavy cutting loads without » They | thernselves 
breakage. “s 


EXTRA EASY CUTTING—Its “bite-in” 
cutting efficiency requires less feed pres- 


sure, resulting in more output with less 
work per operator. 


ACCURACY OF SET + .002”—Only 
DoALL guarantees this set accuracy. It 
means you get straight, accurate cutting of 
virtually any material . . . freedom from 
binding . . . ability to produce a predeter- 
mined kerf size and surface finish. 


CLEAN, BURRLESS CUTTING—Means 

less finishing and grinding costs. 

GUARANTEED UNCONDITIONALLY Available in CARBON or HIGH-SPEED STEEL 
—to be completely free of defects in mate- ‘ oe 

rial, workmanship, heat treating and | They'll saw faster on any machine! 
packaging. . 

There’s a DoALL saw band for every machine and 
job ... but the blade that handles more jobs better is 
100’ or 500’ coils in ex- the CLAW-TOOTH! For cut-off jobs or contour saw- 
clusive DoALL *'strip-out"’ ing, the versatile CLAW-TOOTH blade can reduce 


boxes for convenience, both your sawing costs and blade inventory. 
safety and blade protec- . ‘ 


am Available in 44” to 1” blade width—2, 3, 4, and 
6-pitch. For lowest cost per square inch of cutting, 
specify DoALL CLAW-TOOTH. Or, if you have a spe- 
cial sawing problem, ask about DoALL’s free blade 
selection service—complete recommendations will be 
to fit any band sawing furnished for your job. 


machine. Individual pack- Call DoALL locally for details, or send for FREE 
ages or cartons of six : 


aaceied Uiaies catalog listing complete line of DoALL band tools. 


Convenient ‘‘strip-out'’ Containers -—— 


Custom Welded Lengths — 


in The 
‘Yellow wy 


4 @- 
"THE DoALL COMPANY, Des Plaines, Illinois 


i ee - 
: a leans 
~<a ak J . os. " Y= 9 = 
THIS IS A SHOP SUPPLIES 
TYPICAL DoALL STORE MACHINE TOOLS coccccccaccseee CUTTING TOOLS seccccecceccees INSTRUMENTS coccccceseesIN STOCK 
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There’s a wide selection of carbon and alloy steels to choose 
from when you work from Frasse stocks! You’ll find a complete 
size range of carbon bars and shafting—as well as commercial 
and aircraft quality alloys...ready for immediate delivery to 
your plant. 


In all, you can pick from 20 different grades—any one of 2001 
sizes. Frasse has a size and grade suitable for any application... 
and steel specialists who can assist you with grade selection and 
methods of fabrication. 


You get... broad selection, speedy availability, practical engi- 
neering collaboration. Add them up—and it’s Frasse for carbon 
and alloy steels. Check the grade listings shown-— place your next 
order with Frasse. It’s a practice you’ll find convenient—and far 
more economical than maintaining your own inventory. 

















Peter A. F VaSSE|\\| & Co., Ine. 



































NEW YORK 13, N. Y. PHILADELPHIA 29, PA. BUFFALO 7, N. Y. 
17 Grand St. 3911 Wissahickon Ave. P.O. Box K, Sta. B 
WaAlker 5-2200 BAldwin 9-9900 BEdford 4700 


LYNDHURST, N.J. © BALTIMORE,MD. «¢ 


© e00 2°. 


CARBON STEEL BARS 
Cold Finished 


C1018 e C1045 e B1112 e B1113 
C1212 e C1213 e B1113X e C1117 
C1137 e Ledloy 





ALLOY STEEL BARS 
Cold Drawn and Hot Rolled 


AISI 4615 e 8620 ¢ E9310 e E4130 
4140 e 4142 e E4340 e E8740 
4140 H.T. ¢ 4142 H. T. 


Ps PLUS... 


Precision Shafting 
Special Finish 
Turned & Polished Shafting + Drill Rod 
4130 Aircraft Quality Sheets 


SYRACUSE 1, N. Y. HARTFORD 1, CONN. 
P.O. Box 1267 P.O. Box 1949 
HOward 3-8655 JAckson 9-6861 


ROCHESTER, N.Y. 
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lres your new ANSWER 


PHOTOGRAPHED ACTUAL SIZE 
BALL CIRCLE DIAMETER: %¢ inch. 





WORLD’S SMALLEST ball/bearing SCREW SOLVES 
CRITICAL MINIATURE 


POSITIONING/CONTROL PROBLEMS 


An unprecedented achievement in minimum size and 





weight—maximum efficiency, dependability and ser- 


x Pa hs vice life for ultra-precise controls. 


NUT TRAVELS: When rotary motion is applied to the screw, 
the b/b nut glides along the oxis of the screw on roll 

ing steel balls, converting rotary force and motion to lineor 
force and motion with 4/5 less torque than ocme screws. 


It's another first from Saginaw—and the 
possibilities it opens up for improved 
electrical and electronic controls are 
limited only by your imagination! Radar 


smaller motors and gear boxes. /f's so 
precise, you can position components 
within .00005 inch per inch of travel. 


It's so dependable, you can rely on re- 
nut fixed—screw travels 








SCREW TRAVELS: When rotary motion is opplied to the 
b/b nut, the screw glides clong its longitudinal axis on 
rolling steel balls, converting rotary force and motion.to 
lineor force and motion with unprecedented efficiency. 


AGiAnary 


® 


ring 





tuners, missile and rocket guidance and 
telemetering systems, automatic switch- 
gear, electronic machinery controls are 
just a few of the applications where this 
new miniature Saginaw b/b Screw will 
solve critical positioning / control problems. 
It's so compact and light, you can save 
substantially on space and weight. It’s so 
efficient, (over 90%) you can use much 


markably long service life even in adverse 
environments. 


You will find our 1958 Engineering Data 
Book extremely helpful in planning 
applications, or experienced Soginaw 
engineers will gladly make specific re- 
commendations without obligation. Just 
phone, write or mail the handy coupon. 


SEND TODAY FOR FREE 36-PAGE 
ENGINEERING DATA BOOK... 


or see our section in Sweet's Product Design File 


Saginaw Steering Gear Division 


General Motors Corporation 

b/b Screw and Spline Operation 

Dept. 7P, Saginaw, Michigan 

Please send new engineering data book on Saginaw b/b Screws and 


Splines to: 


“NAME 


COMPANY 





R 
SAGINAW STEERING GEAR DIVISION OF GENERAL MOTORS « SAGINAW, MICHIGAN are 4 Cal > ke 


WORLD'S LARGEST PRODUCER OF BALL BEARING SCREWS AND SPLINES CITY —_.ZONE STATE 
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MORE STRIKING 


Mah 


y 


C/R Soft Hammers 


C/R Jawhead Hammers are the best “soft” hammers you 


can buy. They speed work, reduce fatigue and increase 
safety — and never mark or spoil finished work. Oversize 
solid hickory handles are longer, stronger with heads- 
locked on for life. They'll actually save you money in 
better work and longer life. , 
C/R RAWHIDE FACES: made of specially processed water 
buffalo rawhide compressed to sizé under hydraulic 
pressure. No other known material will transmit greater 


striking power. 


NEW! NYLON FACES: for all C/R 
Hammers, interchangeable with raw- 
hide faces. Unusually resistant to 
heat, oils, moisture and most acids. 


Buy C/R Jawhead Hammers 
Changes faces in seconds! from your local industrial sup- 
plier or write for this illus- 

trated brochure. 


HAMMER DIVISION 
CHICAGO RAWHIDE MANUFACTURING COMPANY 


1239 Elston Avenue @ Chicago 22, Illinois 


tn Canada: Distributed by Chicago Rawhide Mfg. Co Canada, ltd., Hamilton, Ont. Cc H I CAG @ 
Export Sales: Geon International Corp., Great Neck, N Ww H I 1D) E 


ew York 
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Suppliers in the News 


C. (Gard) Coughlen has joined 
the sales force of the Manutfactur- 
ing Division of Precision Steel 


7 a 


C. Coughlen 


Warehouse, Inc., Downers Grove, 
Illinois. Mr. Coughlin will service 
industrial supply houses in Ohio 
and Michigan. 


Link-Belt Company, Chicago, 
Illinois, has opened a new district 
sales office in a new office building 
at 2025 Canal Street, New Or- 


Warren K. Guy 


leans, Louisiana. Warran K. Guy 
has been named district manager. 
R. J. Tricon Company, company 
industrial distributor in the New 
Orleans territory for many years, 
will continue to maintain large 
stocks of company products to 
serve industry in the area. 
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John F. Kerrigan, Hamden, 
Connecticut, has been appointed 
representative for The 
Standard Transformer Company, 
Warren, Ohio. He will handle 
the company’s complete line of 
transformers in Connecticut. 


sales 


The appointment of Donald 
Ahrens as manager of 
Paasche Airbrush Company, a 
division of Cline Electric Manu- 


sales 


Dorrald Ahrens 


facturing Company, Chicago, has 


announced. Mr. Ahrens 
started with the parent organiza- 
tion in 1951 as administrative as- 
sistant in the war products divi- 
sion. He Paasche as a 
field service trouble shooter in 
1955 and soon became manager of 


been 


came te 


the Chicago sales force. 


The Radio Receptor Co., Inc., 
subsidiary of General Instrument 
Corp., Brooklyn, New York, has 
selected Donert Associates, New 
York City, as sales representative 
to radio, television and phono- 
graph original equipnient manu- 
facturers for its selenium recti- 
fiers and germanium and silicon 
diodes in the New York metro- 
politan area. Kahgan Sales Co. 
will continue to represent the 
company products in the indus- 
trial power trade. 


Baldwin-Lima-Hamilton Cor- 
poration, Philadelphia, Pennsyl- 
vania, has named Ralph N. Con- 
ner southwestern district man- 


Ralph N. Conner 


ager. Formerly assistant manager 
of this district, supervising sales 
in southern California and the en- 
tire states of Arizona, New Mex- 
ico and Colorado, Mr. Conner has 
been with the corporation for 18 
years. 


Dewey H. Nelson has been pro- 
moted to assistant manager of the 
Becco Chemical Division, Food 
Machinery and Chemical Corpora- 


Dewey H. Nelson 


tion, Buffalo, New York. Mr. Nel- 
son will continue in the capacity 
of sales manager, a position he has 


held since November, 1956. 
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Suppliers in the News 


Eugene G. Sheasby has been ap- 
pointed general manager of sales 
of Bliss & Laughlin, Inc., Harvey, 
Illinois. Mr. Sheasby has 13 years 


Eugene G. Sheasby 


of varied steel industry experi- 
ence with U. S. Steel Supply Com- 
pany, Chicago and Pittsburgh, 
and most recently as vice presi- 
dent and general manager of sales 
of the Fort Duquesne Steel Com- 
pany in Pittsburgh. 


Remy J. Allemann has been 
transferred to the World Bestos 
Division of Firestone Tire and 
Rubber Company, New Castle, 


Remy J. Allemanm 


Indiana. In his new position as 
sales engineer in the original 
equipment field, Mr. Allemann 
will work directly with manu- 
facturers and handle the sales of 
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the division’s vibration dampers 
and snubbers, molded friction 
components, special clutch facings 
and other industrial friction mate- 
rials. 


Pratt & Whitney Company, 
Inc., West Hartford, Connecticut, 
has named Clinton E. Smith ad- 
ministrative sales manager for 
the company’s machinery, cutting 


Clinton E. Smith 


tool and gage divisions. It is a 
newly established executive post 
to coordinate the administration 
of the company’s expanded sales 
organization that now includes 
21 branch offices in principal 
cities. At the same time the com- 
pany also announced a major re- 
vision of sales territories for the 
divisions. William C. Muilin has 
been placed in charge of instru- 
ment gages and automation gag- 
ing systems in the East-West ter- 
ritory, which includes company 
branch offices ir. Boston, Ro- 
chester, Buffalo, Syracuse, New 
York, Philadelphia, Pittsburgh, 
Charlotte, Jupiter, Houston, Dal- 
las, Los Angeles and San Fran- 
cisco. Albert F. Miller, Jr. will 
manage cutting tool and conven- 
tional gage sales in this same ter- 
ritory. Both will make their head- 
quarters in Hartford. Alford H. 
Johnson, located in the company’s 
Chicago office, will manage all 
gage and cutting tool sales in the 
mid-continent sales territory. He 


will coordinate the sales activities 
of branch offices located in Chi- 
cago, Milwaukee, Detroit, Cleve- 
land, St. Louis and Birmingham. 


Jefferson Chemical Company, 
Inc., New York, has appointed 
J. R. Carlson to the newly created 
position of sales manager. At the 
same time announcement was 
made of the appointment of P. R. 
Monaghan as regional manager of 
the Eastern region. All regional 
managers and the manager of the 
company’s Alkali sales division 
will report to Mr. Carlson. He 
will be located at the company’s 
headquarters in Houston, Texas. 
Mr. Monaghan will be located in 
New York City. 


Elmer W. Ellsworth has been 
named sales manager of Stanley 
Electric Tools division of The 
Stanley Works, New Britain, 


E. W. Ellsworth 


Comn. He succeeds Fred O. Fuller 
who has retired. Mr. Ellsworth 
joined the division in 1929 and 
later was assigned to the New 
England, New York territory. 
From 1943 until the end of World 
War II he was manager of prior- 
ities for the electric tools division 
and returned to the home office 
again in 1947 as assistant to the 
sales manager of the division. He 


became assistant sales manager in 
1950. 
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No matter what you make from Cold Rolled Steel 


An ALAN WOOD Representative can help! 


If you produce this gadget ... housewives duction. He can provide you with the latest 


will love you. Your market would be end- 
less. But there would be problems about 
the kind of steel to use. Better call your 
A.W. Representative. Your A.W. Repre- 
sentative may order a metallurgical study 


information on cold rolled steel and its 
application, plus experienced advice on the 
gauge, size and type to order. Call him 
today. Your A.W. Representative is always 
available ... never out of touch with your 


of your problems and bring about savings 
that build new profits and increased pro- 


location. 


A.W. Cur Nats 
Standard & 
Hardened 


Iron Propucts 
“Swede” pig iron 


Sree. Propucts 
Plates (sheared 


A.W. Dynalloy 

(high strength 
ALAN WOOD STEEL COMPANY “é:. 
steelmasters for more than a centuryand a quarter*« CONSHOHOCKEN, PA, ft roiled a 

wy wh AE wo , * SODA ArT Yel . m Cold rolled sheets 

DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia Cold rolled strip 
New York + Los Angeles « Atlanta « Boston «+ Buffalo «+ Cincinnati ROLLED STEEI 
~ . ‘ = FLoor PLATE 
Cleveland + Detroit + Houston + Pittsburgh « Richmond « St. Paul A.W. Avorip 
San Francisco + Seattle pay 


Montreal and Toronto, Canada—A. C. Leslie & Co., Limited 


Mine Propucts 
I 


metallurgical 


A.W. SupEr- Penco Metal 
DIAMOND pattern PRopucTSs Division 
Steel ca s 


Coat CHEMICALS lockers & shelving 
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WAGNER l 
POLYPHASE | 
MOTORS 7 
a 


Type DP 
1 to 125 hp. 


These open type motors give 


DOUBLE PROTECTION... 
can be used in many places 
that formerly required 
splashproof motors 


Wagner Type DP Motors offer the double protection of 
rugged corrosion-resistant cast iron frames and dripproof 
enclosures so well designed that the DP Motor can handle 
many applications that formerly required splashproof motors. 


These Wagner Motors are built in the new NEMA ratings 
that pack more power into less space, are lighter in weight 
and are easier to maintain—only occasional lubrication is 
required. 


SLEEVE BEARING MODELS AVAILABLE 
The entire line of ratings through 125 hp. is available with 
steel-backed, babbitt lined sleeve bearings that have high 
carrying capacity and provide quieter operation. 


Let a Wagner Sales Engineer show you how these motors can 
be applied to your needs. Call the nearest branch office or 
write for Wagner Bulletin MU-223. 


1 to 125 HP—1750 RPM—40°C NEMA FRAMES 182 through 445U 


Wagner Electric @rporation 


6360 Plymouth Ave., St. Lovis 14, Mo., U.S.A. 


WMSB-a 


BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 


DOUBLY PROTECTED — Wagner DP Motors offer the 
double protection of completely dripproof enclosures and 
rugged cast iron frames that can take rough handling 
and resist corrosion 


CAN BE RELUBRICATED — These motors can be re-greased 
when desired for longer bearing life. Fresh grease can be 
added—old grease removed—through openings provided 
in the ball bearing housing. 


COOL RUNNING — Specially designed baffles direct cool- 
ing air through the motor to protect the stator windings. 
Blowers, cast as part of the rotor, move large volumes of 
air without noise or vibration. 
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Blind assembly costs 
cut in half with 
SPEED GRIP’ 

Bolt and Nut Retainers 


A tip-in . . . a sidewise pull . . . and this new 
front-mounting Sprep Grip Bolt and Nut 
Retainer is locked in the panel without 
special tools or skills. 

The exclusive Speep Grip locking feature 
provides enough lateral drift to compensate 
for normal production misalignment of the 
parts to be fastened together. 


Blind-panel assemblies no longer require 
awkward, time-consuming acrobatics for 
fastening. The problems caused by dam- 
aged threads in welded, staked, or clinched 
fasteners are eliminated. SPEED GRIPS can 
be slipped into place anywhere on the 
production line. 

These convenient, time-saving SPEED 
Grips are available to fasten a wide range 
of unit sizes and bolt diameters to a variety 
of panel thicknesses. Ask your Tinnerman 
representative for samples and engineering 
data. All major telephone directories list 
your closest Tinnerman Sales Engineer. 
Or write to 


TINNERMAN PRODUCTS, INC. 
P.O. Box 6688 + Dept. 12+ Cleveland 1, Ohio 





TINNERMAN 


LOCK INTO 
POSITION 


FASTEST THING IN FASTENINGS® 
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When you buy from U. S. Steel 





STEEL, PLUS IN ACTION: FACILITIES 


‘he purest commercial steel obtainable is in these 
parts for a 100”, double-focus, mass spectrometer 
magnet. We made the steel, poured it in one huge 
ingot, formed it and machined it. Both parts were 
machined flat and parallel with less than a .001” 


variation. The ends are within .002” of a true square. 
The surfaces were polished to a 30-micro-inch fin- 
ish! It took complete steel-making facilities to meet 
these “almost impossible” -specifications required 
by the Argonne National Laboratory. 


American Bridge - American Steel & Wire and Cyclone Fence « Columbia-Geneva Steel - Consolidated Western Steel - National Tube 


Oil Well Supply - Tennessee Coal & Iron + United States Steel Homes + United States Steel Products + United States Steel Supply 
United States Steel Export Company + Universal Atlas Cement Company 
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- you get STEE, 


SERS, 4 PLES IN ACTION: 
RESEARCH 


The head of a pin would appear about 
47 feet in diameter if examined under 
this instrument. It’s an X-ray probe 
micro-analyzer now in use at U. S. 
Steel's Fundamental Research Labor- 
atory at Monroeville, Pa. U. S. Steel's 
Research teams use it to study the 
microstructure and behavior of steels 
for today’s and tomorrow's special 
uses. 


STERE, 4 PLUS IN ACTION: 
MARKETING ASSISTANCE 


“Practical Dreamer” is the title of 
U. S. Steel's technicolor movie pro- 
moting steel products for modern 
kitchens. It will be seen by thousands 
of kitchen-planners at theaters, clubs, 
and on TV. Result: Increased de- 
mand for the kitchen products made 
by our customers. 


SESS» PLUS IN ACTION: 
TECHNICAL ASSISTANCE 


The River Queen's 55-cubic- yard 
bucket can scoop up 80 tons in one 
bite! It’s the biggest shovel ever built 
by Bucyrus-Erie Co., heavier than a 
Navy destroyer and as high as a thir- 
teen-story building. USS American 
Steel & Wire Division designed and 
made a wire rope strong enough to 
handle the tremendous stresses. It’s 
flexible, as well as abrasion-resistant, 
so it gives long trouble-free service. 


United States Steel 


Fesruary 3, 1958 
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CUT REPLACEMENT COSTS IN HALF 


Du Pont Nylon 


reinforced work gloves 
outlast others 2 tol 


More and more purchasing agents are discovering costs in half. Make sure your gloves are built to 
what actual on-the-job wear tests prove: Canton last ... for superior quality and durability ask your 
flannel work gloves reinforced with 50% Du Pont resource for Du Pont nylon reinforced work gloves 
nylon in the wearing surface can last when you buy. E. I. du Pont de Nemours 
2.2 times longer than ordinary cotton & Co. (Inc.), Textile Fibers Department, 
Canton flannel gloves—cut replacement Wilmington 98, Delaware. 


REG. U. $. Pat. OFF 


BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 
90 minutes everybody will be talking about—the Du Pont Show of the Month, “‘Aladdin’’, Friday, February 21, 7:30-9:00 P.M., E.S.T., on CBS-TV. 





For More Information Write No. 199 on Inquiry Card—Page 32 
PURCHASING 











Hyars uncompromising quality controls assure 


more concentric races for longer, smoother service 





The photograph above illustrates something of 
interest to every purchasing man who wants to be sure 
of maximum performance for every dollar he invests in 
roller bearings. It shows a trend gage electronically 
controlling a HYATT bearing race O.D. grinding 
operation, to assure greater concentricity than ever 
before achieved in quantity production. 


Scrupulous control of internal diameters and 
clearances is one of the major reasons why HYATT 
Hy-Rolls run, smoother, last longer, and prevent 
troubles caused by the excessive heat and 
SEPARABLE vibration frequently generated by inferior bearings. 
OUTER RACE For lowest bearing cost per hour of service, 
standardize on HYATT Hy-Rolls. Hyatt Bearings 
Division, General Motors Corporation, Harrison, N.J.; 
SEPARABLE INNER RACE , ° 4: we : - 
Pittsburgh; Detroit; Chicago; Oakland, California. 


1908-1958 


THE RECOGNIZED | LEADER) IN CYLINDRICAL BEARINGS c@ya-= = 


FORWARD FROM FIFTY 


YAT Hiy-ROLL BEARINGS 
FOR MODERA INDUSTRY 
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FEBRUARY 3, 1958 





TAPPING SCREWS 


MACHINE SCREWS 
& NUTS 


DRIVE SCREWS - 
STOVE BOLTS 


CARRIAGE BOLTS 
WOOD SCREWS 


a , 


DOWEL SCREWS 
HANGER BOLTS 


‘ s 
| IN FASTENERS 
| SOUTHERN IS 


quality 


lf quality is an important element 
in your assembly operations, it will 
pay you to see how Southern 
Screw's Quality and Service has 
worked wonders for many industries. 
Southern Screws can do the same 
for you. 


There are no better fasteners than 
USA-made Southern Screws. Over a 
billion in stock, available from our 
warehouses in New York, Chicago, 
Dallas and Los Angeles . . . Let us 
quote Southern quality screw prices 
on your requirements. Compare with 
the cost of conventional screws. 
Address: Southern Screw Company, 
P. O. Box 1360, Statesville, N.C. 


SCREW COMPANY 
For More Information Write No. 201 
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f.0. b. “filosofy of buying” 


iy HE LIGHTS have all been put 
away, and all the new toys broken 
by now, but there are still a few 
footnotes to Christmas that are 
pertinent to P.A.’s to whom the 
season brings problems: 

@ Some kind of a record for 
embarrassing moments was set by 
Swift & Company when it tried 
to handle the gift problem from 
both ends. Everyone on the ven- 
dor list received a polite, friendly 
letter before Christmas asking 
that they cooperate with Swift on 
a “no gift” policy. Exactly two 
weeks later, a sales letter was 
sent to the same list, just as po- 
litely (and firmly) advertising 
food products of Swift as suitable 
gifts for executives to give em- 
ployees, customers and friends. 
Did we hear somebody say some- 
thing about teamwork in modern 
industry? 

@ Wolverine Tube Division of 
Calumet & Hecla, Inc., presented 
its customers with an invaluable 
gift—a summer vacation for 250 
underprivileged children. To ev- 
ery customer went a card ex- 
plaining the “gift you cannot 
see”—“For the seventh year our 
Christmas gift for you will be to 
send 250 children for two weeks 
of fun at the Detroit Free Press 
Fresh Air Camp next summer.” 

e The Christmas “gift prob- 
lem” is by no means a dead 
horse. Our annua! survey on the 
subject brought the greatest 
number of returns ever. Reprints 
of the article based on the survey, 
“Who'll Shoot Santa Claus—The 
Salesman or the P.A.” and a sec- 
ond article, “Purchasing, Sales 
Unite to Beat Gift Problem” have 
been ordered in record numbers. 
A number of companies plan to 
distribute the articles widely. 
Possibly prophetic note: Majority 
of requests for reprints have 
come from sales departments. 

@ A printed card displayed 
prominently under the desk-glass 
of a well-known P.A. for an engi- 
neering-oriented company reads: 

When someone is honestly 55% 
right that’s very good and there’s 
no use wrangling. And if some- 
one is 60% right, it’s wonderful, 


it’s great luck and let him thank 
God. But what’s to be said about 
75% right? Wise people say this 
is suspicious. Well, and what 
about 100% right? Whoever says 
he’s 100% right is a fanatic, a 
thug, and the worst kind of rascal. 

—from an old Jewish legend 


1 
S ems there’s nothing a pur- 
chasing agent won’t expose him- 
self to in order to do a better job. 
A release from the office of Gov- 
ernor Foster Furcolo announces 
that the State Purchasing Bureau 
of Massachusetts (shouldn’t that 
be Commonwealth Purchasing 
Bureau?) will hold a “Food Dem- 
onstration Day” at the Lemuel 
Shattuck Hospital in Jamaica 
Plain. Forty vendors will demon- 
strate their products to about 250 
state personnel in food buying. 
Bernard Solomon, state pur- 
chasing agent, estimates that a 
single supplier demonstration will 
be the equivalent of 50 calls that 
would otherwise be made by a 
salesman to various institutions. 
A buffet lunch will be served at 
noon, comprised of sample insti- 
tutional food products. With all 
due respect to Massachusetts, one 
might observe that this is an ef- 
fective way of curbing the dan- 
gerous tendency of purchasing 
people to accept free lunches 
from suppliers. , 


VaLur ANALYSIS is making 
good progress among industrial 
purchasing agents—but it Still has 
a long way to go before becoming 
a universally accepted (or at 
least practiced) concept. There’s 
encouraging news from the other 
side of the desk, however. More 
and more suppliers are studying 
the idea, analyzing it in terms of 
their relations to their customers, 
and adapting its principles to their 
selling operations. Enthusiasm for 
the concept is evident even among 
suppliers of MRO products. Scott 
Paper Company, for example, is 
doing a lot more on value an- 
alysis than just paying lip service 
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to it in advertising campaigns. It’s 
actually trying to instruct its 
salesmen in the fundamentals of 
value analysis and train them to 
apply the technique in developing 
a sale. As part of their basic edu- 
cation in the subject, Scott's sales 
group heard a talk on value an- 
alysis by PURCHASING'S Senior 
Edi‘or Stuart Heinritz during a 
recent sales meeting. 


. € 
U TAH FOUNDATION, a pri- 


vate, non-profit public service 
agency, concerned with the study 
of state and local government 
activities, devoted its October 
1957 report to an examination of 
the state purchasing departiment 
While the report concedes com- 
mendable economy in direct ad- 
ministrative costs and notes only 
a few actual irregularities 
(breaking down some big require- 
ments into multiple small orders 
to avoid mandatory _bid-and- 
award procedures applicable to 
orders amounting to $1,000 or 
more, it found a number of 
shortcomings in policy and pro- 
cedure—lack of standardization, 
little advance planning and con- 
solidation of requirements, in- 
adequate records, poor timing, 
and an excessive number (more 
than 50‘°) of orders that were 
_merely a confirmation of pur- 
chases already made. There is a 
strong inference that Utah might 
do much better by hiring a com- 
petent, full-time, professional 
purchasing executive rather than 
relying on the part-time attention 
of a designated number of the 
Finance Commission to direct the 
services of a clerical buying staff 
The conclusion: 

“Purchasing is a scientific func- 
tion affording the opportunity for 
substantial economies if sound 
procedures are followed. Such 
procedures have been well de- 
veloped and formulated into 
widely accepted principles and 
practices. Business concerns with 
large purchasing volume employ 
purchasing agents skilled in these 
techniques. The state of Utah can 
achieve important savings in the 
expenditure of public funds by 
establishing modern purchasing 
procedures staffed by competent 
personnel trained in this technical 
function.” 
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STRAINERS 
GASKETS 
ARRESTORS 





FILTERS 
SHIELDS 
BARRIERS 








TRAPS 
GUARDS 
SCREENS 


Just to name a few . . . and most of the parts we are making 
to special order don’t really have a name! Our real specialty 


is fabricated wire cloth parts, made to your specifications. 


Any metal, almost any size, almost any shape... we can 
probably assemble it for you . . . faster, better and at a lower 
cost, than you can do it yourself. 


For more information, just send for our latest Fabricated Parts 
Catalog. 


NEWARK 
fetaccuracy 





COMPANY 


351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
For More Information Write No. 202 on Inquiry Card—Page 32 
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NiO) 7-15 
a al-miut-l om 


WAREHOUSES 
Strategically placed throughout the United States 
and ae insure quick delivery of tensional 
and heavy duty strapping as well as tools and 
other strapping supplies. 











POWER TOOLS 

For stretching and cutting both heavy duty and 
tensional strapping, the latest pet Ris in 
modern production strapping. 


QUALITY STRAPPING 
As a division of Sharon Steel, Brainard's inte- 
grated production insures a constant supply of 


ra: high quality, heavy duty and tensional strapping 
in all standard sizes and gauges.. 


Brainard's Steel Strapping is more than a product, it is 

a system of specifically designed tools beh accessories BRAINARD STEEL STRAPPING DIVISION 
for the most modern of packaging and material handling. WARREN OHIO 
Brainard's Strapping service is available throughout the: 
United States and Canada. 








Please send me more information about 
BRAINARD Steel Strapping. 


NAME______ 


Broinand Steel Strapping <r 


Brainard Steel Division, Sharon Steel Corporation ADDRESS 
Larchmont Avenue, Warren, Ohio 569 TITLE 
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Highlights 





J What's New in Business? 


Timely and authoritative analysis and interpreta- 
tion of business trends are musts for today’s 
P.A. For a capsule course on how the economy 
is going and what the outlook is, be sure to check 
the popular Pulse of Business section. Start it 
now in its new spot—on page 7. 


J The P.A. as a Technical Man 


Without taking sides in the old argument—"“is 
it easier to make a buyer out of an engineer or 
an engineer out of a buyer’”—we’re sure every- 
one will agree that purchasing people today need 


more technical knowledge than ever. Two 


articles (on pages 72 and 76) kick off a new 


series designed to help buyers broaden their 
technological knowledge. 


J Short Cuts for Buyers 


Many readers report picking up good ideas regu- 
larly from our “Short Cuts for Buyers” articles. 
With our new publishing frequency you'll be 
getting more. In this issue we feature two: a 
technique for testing samples of tools, materials, 
and other small purchases before ordering; and 
a simple way to cut down on a lot of trouble 
in handling purchase orders. See pages 85 and 86. 


J New Breed of Buyer—Materials Specialist 


There’s been a lot of talk, and not enough action 
on making materials managers out of purchasing 
agents. But meanwhile a new and perhaps more 
significant trend has been developing—making 
materials specialists out of buyers. A revealing 
article on page 78 describes how one organiza- 
tion makes its buyers responsible for the whole 
procurement cycle (including purchasing, pro- 
duction control, material control, etc.) on the 
commodities they buy. 


v/ Get the Most Out of Your Forms 
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If administrative systems in many a purchasing 
department could describe their own condition, 
they’d put it in terms we humans know well— 
sluggish and run-down. An article on page 69 
tells you how one purchasing agent keeps his 
forms system in tip-top shape and gets the most 
out of them. 





NEW DESIGN 
OPPORTUNITY 


With Monarch Aluminum 
Permanent Mold Castings 


Modern methods in mold designing— 
metallurgy—and mass production op- 
erations make Monarch Permanent 
Mold Castings more versatile to fully 
meet today’s end-product require- 
ments competitively. 


From complicated industrial castings 
to finished consumer product castings, 
ready for assembly, Monarch’s wide 
range of services offer ‘‘ More Casting 
Value per Dollar’’. 


This new approach to casting evalua- 
tion and ‘‘One Source” production in 
permanent mold—Aluminum Die Cast- 
ing and Zine Die Castings is presented 
in a new brochure, ‘‘Manufacturing 
Achievements in Molten Aluminum”’. 
Write for Your Copy Today. 


MANUFACTURING 
in MOLTEN 


ACHIEVEMENTS 
ALUMINUM 


MONARCH ALUMINUM MFG. COMPANY 


9205 Detroit Avenue Cleveland 2, Ohio 


For More Information Write No, 204 
on Inquiry Card—Page 32 
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fe JUST ENOUGH’ 


eae: = =PACKAGING 
A) ( SAVES MONEY: 


Naturally you're concerned 
about how much shipping pro- 
‘tection you give fragile prod- 
ucts. But more packaging than 
needed cuts your profit margin. 


Gaylord’s engineering and re- 
search staff can come up with 
exactly the right amount of 
corrugated packaging to do 
your job. A few of many suc- 
cesses: lighting fixtures, elegant 
glassware, costly oscilloscopes. 


Find out now if you're overdo- 
ing a good thing. Call your near- 
by Gaylord packaging engineer. 


Lighting fixtures, with fluorescent | 
Felealek-meld-mlat-ie-lli-le Mel a-Mel-lol t-te mia) 

Hi, just the right amount of Gaylord 
corrugated packaging 


\\\N 


CONTAINER CORPORATION * ST. LOUIS 


KRAFT PAPER AND SPECIALTIES e KRAFT BAGS AND SACKS 


||| pe ‘ 
il 4 ‘i CORRUGATED AND SOLID FIBRE BOXES « FOLDING CARTONS 
| I, 


io 
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Value Analysis as a Selling Tool 


255, Some POET EE A ONG SPRINT A 


Onz OF THE MOST interesting and significant recent develop- 
ments in industrial selling is the adoption of value analysis techniques 
asa selling method 


In selling, as in purchasing, the value theme is not new. But the 
systematic development and application of analytical methods to 
improve product values is a distinctly modern approach. With this 
approach, value becomes more than a theme. It becomes a fact, a 
policy, and a highly effective marketing tool. 

Progressive suppliers are of course aware of the value analysis 
movement in purchasing. Many of them have acquired an intimate 
knowledge of the method through participation in such analyses at 
the invitation of purchasing agents. Now a few have recognized the 
advantage of training their sales representatives in the techniques 
that enable them to offer exactly what the purchasing agent is 
seeking maximum value 


One selling organization that recently tested this method in one 
of its sales territories reports enthusiastic acceptance on the part 
of buyers and notable results in terms of actual sales. Small wonder, 
for the salesmen were selling in exactly the way that the buyers 
were striving to buy. They regarded the requirement as a mutual 
problem, and they analyzed it with the mutual objective of value. 


In this test, the supplier discovered that value analysis works 
just as advantageously for the seller as for the buyer. It enabled 
the salesman not only to demonstrate value, but to discover and 
develop new aspects of value. It enabled the company to tailor its 
products and services more precisely to the buyer’s need, and 
thus to strengthen its position’ as a favored supply source on initia- 
tive and merit 


In 1958, this sales force will go out armed not only with samples 
and price lists, but with a complete value analysis manual pertinent 
to their products 


Not long ago, a prominent industrial leader referred to the widen- 
ing acceptance of value analysis as “The Purchasing Revolution.” It 
is quite possible that we are now on the threshold of a Marketing 
Revolution based on the same techniques. That would surely be 
welcomed by all purchasing men. It is one of the brighter prospects 
in the present business outlook 
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How to avoid 


the Purchasing-Production 


Squeeze 


Control of inventory costs is going to be 
more important than ever during the 
coming months. 


Production, as always, will want to be 
sure there’s enough of the right materials 
to keep production rolling. 


Management will, of course, want to 
keep investment in inventories under 
careful control. 


This two-sided responsibility makes 
more difficult the job of buying in the 
most economical quantities to meet pro- 
jected requirements. 


There’s a good way out when it comes 
to steel: Ryerson immediate service. 


With Ryerson carrying your steel in- 
ventory, you eliminate the risk of over- 


buying, minimize the cost: of possession, 
yet assure your machines all the steel the 
schedule calls for. You can draw on 
Ryerson stocks for the kind of steel you 
want, in the quantities you want, and 
get it exactly when you want it. 


You gain complete flexibility of steel 
supply without long-term commitments. 
Should production call for a change in 
the kind of steel needed, you won’t be 
caught with large stocks you cannot use. 
Ryerson carries the nation’s largest stocks 

. is known for fast, dependable delivery 

. can help you combine orders for still 
lower costs. 


A phone call to Ryerson is the first 
step in tightening steel inventory control 
and reducing your over-all steel costs. 


©) RYERSON STEEL 


Member of the <Q» Steer Family 


Principal Products: Carbon, alloy and stainless steel—bars, structurals, plates, sheets, tubing—aluminum 
industrial plastics, metalworking machinery, etc. 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN. * PHILADELPHIA * CHARLOTTE 
CINCINNATI * CLEVELAND + DETROIT + PITTSBURGH * BUFFALO * INDIANAPOLIS * CHICAGO + MILWAUKEE ° ST. LOUIS 
LOS ANGELES * SAN FRANCISCO + SPOKANE « SEATTLE 


y, 
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Irs HARD to believe” says 
genial Bill Langefeld, director of 
purchases for the Maytag Com- 
pany, Newton, Iowa, “that al- 
though we manufacture many of 
the major parts for our home 
laundry equipment, we still had 
to buy to the tune of $60,000,000 
in 1956. To do this big job effi- 
ciently, our buying tools must be 
as sharp as those that turn out 
close tolerance pieces in our 
shops.” 

At Maytag, six men do the buy- 
ing. Four assistant buyers and 
clerical people bring the total pur- 
chasing personnel to 28. The as- 
sistant director of purchases and 
the buying supervisor are respon- 
sible for certain commodity pur- 
chases in addition to administra- 
tive duties. 

Purchasing uses two traveling 
requisition forms, one for tools 
and maintenance, one for produc- 
tion parts. This is how the tool 
requisition works: 

Requisitions are kept in the too] 
crib—they control the ordering 
quantity. A master card in the tool 
crib tells what is used and the dies 
it is used on, so that when a die 
is obsoleted the master card will 
show a change in inventory re- 
quirement. 

When there is a tool require- 
ment, the card comes directly to 
purchasing. The buyer accumu- 
lates the cards, checks on urgency 
of requests, consolidates an order 
with one or two companies for 
quantity discounts. The card then 
goes to a typist pool of order writ- 
ers. The completed order and req- 
uisition card are returned to the 
buyer. He signs the order and re- 
turns requisition card to origi- 
nator. 

A larger traveling requisition 
form is used for production parts. 
The “Requisition Record” part of 
the form is filled in by inventory 
control. The “Order Record” part 
is filled in by purchasing when the 
purchase is negotiated. This form 
is designed for flexible handling. 
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Make Your 


“ Functional 


By C. D. Francisco 


The basic forms,: traveling requisition, purchase 
‘order, follow-up and. others are an important part 
of purchasing. There are almost as many different 
ways of using. these tools as there are purchasing 
departments. As you read the following article, 
compare. How functional are your form designs? 


‘ 


Director of Purchases Langefeld—administrator, negotiator, executive. 





For example, when a blanket pur- 
chase is negotiated, number (9) 
is circled in the upper right corner 
under “Shipping Instructions- 
Schedule.” Then a “Purchase Or- 
der Release” form is made out in 
triplicate. All three copies go to 
the vendor, who returns the ac- 
knowledgment copy only. Buyers 
use this copy for follow-up. Thus 
when delivery changes are nego- 
tiated he has the latest informa- 
tion. The vendor's field salesman 
also gets a copy uf purchase order 
release from home office. It’s im- 
portant for him to be kept up to 
date so that best possible service 
can be rendered. 


Time-Saving Expediting 


Maytag has an expediting sys- 
tem—but it doesn’t take up the 
buyer’s time. A girl, who posts 
shipping notices to the follow-up 
copy of the purchase order, checks 
the purchase orders once a week 
for the buyers. If any, orders are 
questionable, she sends out a fol- 
low-up form which is pre-printed 
with twenty different requests for 
clarification. These include deliv- 
ery promises, incorrect invoices, 
sales taxes, incomplete shipments, 
many others. Basic reference data 
are typed on the form, and only a 
flick of the wrist is needed to 
check the information requested. 
The answer comes back on the 
same form. 

This form saves a lot of expedit- 
ing costs. Only unusual circum- 
stances require the buyer’s atten- 
tion. 

Purchase order forms get the 
functional treatment too. Maytag 
uses a seven part form; numbered 
with suffixes “-P” for production 
items, “-M” for maintenance-Plant 
1, “-A” for maintenance-Plant 2. 
(You can carry this designation 
alphabetically to as many plants 
as you are operating.) The first 
copy goes to the vendor, second 
copy to requestor. The third copy 
(receiving report master) goes to 
receiving. In the case of partial 
shipments, receiving just runs off 
a copy from the master on a du- 
plicating machine, listing the items 
received, and sends copies to pur- 
chasing at the end of each day. 

The fourth copy is filed in a nu- 
merical file for cross reference. 
Somebody may call for informa- 
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Both requisitions carry cumulative information on reverse side. 


. 


Duplicating master eliminates re-writing 
basic information for each partial shipment. 
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Maytag’s purchasing department features cen- 
trally located files, equally convenient to all. 
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tion and know only the order 
number. The fifth copy goes to the 
accounting department. The sixth 
copy goes to inventory control on 
all -P orders. On others it is used 
in a historical information file 
along with the drawing, corre- 
spondence, invoice copies, etc. 

The seventh copy, which is the 
follow-up copy, goes into an un- 
usual file. This is a stiff copy, 
made of heavy kraft paper. It 
makes a “stand-up” file—easy to 
get at, and filed alphabetically by 
vendor. This file is in seven sec- 
tions, A to Z. If one section of the 
file is being used, the others are 
still available. 

In a progressive company, pur- 
chase order changes are the order 
of the day. Price changes, cancel- 
lations, quantity changes, draw- 
ing changes. All these have to be 
geared to a fluctuating economy. 
Consequently, change order forms 
have to be used to meet changing 
requirements. Maytag uses two 
forms for change orders—one for 
price changes, cancellations, quan- 
tity changes. The other for draw- 
ing revisions only. But both 
have eight copies with the same 
distribution. Copies 1 and 2 go 
to the vendor. Copy 3 is attached 
to the follow-up copy of the 
purchase order. It is replaced 
with the sisned acknowledgment 
eoov of the change order when 
returned from the vendor. Cony 
4 to receiving. Copy 5 to crigina- 
tor. Covy 6 to a numerical file 
Corv 7 to accounting, and copy 8 
to the historical file. 

Another good idea from Mav- 
tag purchasing jis an eauipment 
and contract file. This ‘s for nego- 
tiations on capital equipment, 
building contracting. demolition 
and related items. Maintenance 
and engineering departments of- 
ten need information on these con- 
tracts. If bids, correspondence and 
drawings are in separate files, a 
long tedious search takes place. 
This used to happen at Maytag. 
Now, all information is kept in 
one file, alphabetically by equip- 
ment manufacturer or contractor. 
The file contains analysis of bids, 
original proposals and copies of 
drawings, specifications and pur- 
chase order. 
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By T. C. DuMond 


. Inpustry HAS become so 
complex that a team of specialists 
is now necessary to shepherd mod- 
ern designs through the many 
stages which convert them from 
dreamy ideas into perfectly func- 
tioning, saleable products. Pur- 
chasing can contribute much to 
this team effort—if it knows 
enough about technical matters 
to suggest better, less costly or 
more rapid methods of producing 
parts and components. 

How can this be done? 

Basically, there are two meth- 
ods—and many _variations—by 
which purchasing personnel can 
provide technical assistance to 
other departments. 

Many companies now have for- 
mal value analysis programs. 
Their value analysts serve as liai- 
son between purchasing and en- 
gineering and production. The 
purpose of value analysis is to 
find more economical methods of 
making products without any 
sacrifice in quality or function- 
ability. Designers are often forced, 
under the pressures of develop- 
ment time tables, to use methods 
and materials they know well 
rather than to seek the ideal com- 
bination. On the other hand, value 
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How to Buy Fabricated 


Parts and Materials 


Purchasing can be a major force on the team that has 


the job of keeping a company’s products competitive. 


But it won’t even get in the game unless it knows the 


technical aspects of getting better parts and materials 


at lower costs. 


This is the first in a series of 
articles on the technical aspects 
of purchasing. The material that 
will be presented is meant to 
provide a “refresher course” for 
experienced buyers and _ basic 
instruction for trainees or buy- 
ers new to specific commodities. 
Mr. DuMond is the author of 
the well-known book, ‘“Fabri- 
cated Materials and Parts” 
(Reinhold Publishing  Corp., 
New York). A mechanical en- 
gineer, he has spent many years 
in technical writing and editing. 
He has published two other 
books on engineering materials 
and fabricated shapes. 


analysts can look at their com- 
pany’s products more objectively 
—and perhaps more leisurely— 
and often develop plans or sug- 
gestions for cost saving changes. 
Value analysis is usuolly a func- 
tion of the purchasing department. 


Purchasing Research 


Where there is no formal pro- 
gram, the technically trained pur- 
chasing man can often save many 


times his salary by doing research 
of a similar type. There is really 
no one place to start this activity. 
Products which have been made 
for years are fully as susceptible 
to change as are new designs 
which come straight from the de- 
signer’s board. A note of caution: 
Don’t try to force your ideas and 
discoveries on the designer or 
production man. Be armed with 
good sound facts and figures to 
prove your case and then pro- 
ceed to do a little selling; you'll 
get much farther. 

One of the principal areas in 
which technically trained pur- 
chasing men can be extremely 
useful is in the selection of fab- 
ricated materials and parts cast- 
ings, forgings, screw machine 
parts and a myriad of others. 
New developments in old manu- 
facturing processes and a steady 
introduction of new methods and 
new metals and alloys make the 
problem of selecting the ideal or 
most practicable method for any 
part more complex. So do the 
constant changes in labor rates 
and materials prices. Too, design- 
ers, like other humans, are prone 
to stick to those things they know 
best. Thus, if they have used sand 
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castings and forgings for years, 
they tend to continue using them 
until forced by facts or circum- 
stances to try something different. 
The purchasing department can 
be one of the major forces to cre- 
ate these changes and the pres- 
sures can be great if there is sound 
proof that cost reductions are 
possible—even in the face of ris- 
ing labor costs and more expen- 
sive materials. 

Let’s look at a couple of exam- 
ples of the problems and possible 
results: 

First, take the turbine bucket 
which has caused untold head- 
aches to countless designers, en- 
gineers and purchasing men. One 
company recently listed the meth- 
ods employed to make this one 
product. They included precision 
forging, powder metallurgy, in- 
vestment casting, upset forging 
and machined and ground parts. 
All of these methods were satis- 
factory under certain conditions. 
A final choice depended upon a 
combination of other factors such 
as those to be discussed later. 
Other parts can be made by an 
equal number of methods, if not 
more. The problem then is, in 
essence: What method is best 
considering all of the factors 
which must be weighed in making 
a decision? 


Savings Can Be Made 


Although this is an extreme 
example from the costs standpoint, 
the point it makes is true regard- 
less of the material involved. The 
only difference is in the amount 
that can be saved. An airplane 
manufacturer needed a long ti- 
tanium part which seemed logi- 
cal to make as a one-piece forg- 
ing. In its finished form the part 
weighed about 25 pounds. How- 
ever, because of the .complexity 
of shape and the amount of ma- 
chining required to achieve the 
final shape, the part started out as 
a forging weighing 575 pounds. 
With titanium at $12 per pound, 
this represented a cost of $6900 
of which $6300 was subsequently 
wasted through machining. By 
making three smaller forgings, 
which were relatively simple in 
shape, and then joining them by 
welding to produce the original 
design, service requirements 
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were met and costs were reduced 
to a small fraction of the original 
cost. Not only was the scrap loss 
reduced, but a vast amount of 
machining was eliminated. 

What are the major factors to 
be considered in choosing the 
method by which a part is to be 
made? There are some 18 to 20 
selection factors all of which must 
be weighed to reach a proper de- 
cision. Some of these factors are 
more ‘important than others, but 
yet all should play a part in mak- 
ing a final choice of method. 


Major Factors 


We start with a relatively sim- 
ple problem: A part must be 
made by the most economical 
method and of a material that will 
meet specifications dictated by 
service requirements. Were cost 
not a factor, it is possible that 
one consideration alone would 
lead to a final, satisfactory choice. 
However, this ideal situation is 
seldom before us. 


Materials—In many instances 
the first point to be considered is 
the material. Where high tempera- 
ture, corrosion, wear, lightness or 
other special services conditions 
are involved, the choice is likely 
to be restricted to a few materials. 
Where no special problem exists, 
any number of materials might 
be used. On a weight basis, irons 
and steels are usually least expen- 
sive. However, aluminum is often 
lowest in cost on a volume basis. 
Aluminum is capable of being 
formed by at least 18 different 
methods; other material can only 
be formed by a few methods. 

Shape—Simple shapes can be 
made by any of many methods. 
But as complexity of a part in- 
creases, the ways to manufacture 
decrease. In other words, the more 
complex the shape the more dif- 
ficult it becomes to find an eco- 
nomical method of making it. And 
if a particular material must be 
used, the shape in which it must 
be furnished may put a definite 
restriction on production meth- 





Which Material 
For 
Which Process? 


Low Carbon Iron and Steel 
High Carbon Steel 
Alloy Steels 


Sand Castings 

Shell Mold Castings 
Permanent Mold Castings 
Plaster Mold Castings 
Die Castings 
Investment Castings 
Drop Forgings 

Press Forgings 

Upset Forgings 

Cold Headed Parts 
Cut Extrusions 

Impact Extrusions 
Powder Metal Parts 
Stampings 

Screw Machine Parts 
Electroformed Parts 
Sectioned Tubing 
Spinnings 

Welded & Brazed Parts 
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Cast and Malleable Irons 


Copper 


Tool and Die Steels 
Brass 


Nickel-base Alloys 
Refractory Metals 


Stainless Steels 
Zinc Alloys 


Magnesium 
Titanium 
Noble Metals 


Aluminum 


Bronze 
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ods. As indicated previously, not 
all materials can be fabricated by 
all forming methods. In some in- 
stances two or more subassem- 
blies might be produced and then 
joined together by welding or me- 
chanical fastening to provide the 
major assembly. 

Quantities—Often the number 
of parts required dictates or re- 
stricts the choice of method of 
production. Some methods which 
are most economical for the pro- 
duction of thousands of similar 
parts are too expensive when rel- 
atively few parts are needed. For 
this reason, it is often good to buy 
a year’s production needs at one 
time, particularly if the quantities 
involved justify a high production 
rate method. 

Tooling Costs—Tooling custs for 
parts range from a few to many 
thousands of dollars. In some 
cases, high tooling costs are jus- 
tified to obtain high production 
rates, superior surface finish or 
some other attribute. In other in- 
stances, high tooling costs would 
be enough to rule out a particular 
production method. Sand cast- 
ings, generally, are among the 
lowest in tooling costs, while die 
castings and forgings often in- 
volve very high costs. Other high 
production methods fall some-. 
where in between. Usually the 
purchaser pays original tooling 
costs and the parts supplier pays 
for maintaining the tools dies and 
patterns. 

Direct Labor Costs—Some pro- 
duction processes need little 
skilled labor. Where the method 
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is still reasonably close to being 
an art, considerable direct labor 
of a highly skilled nature is prob- 
ably required. Where high labor 
costs are met, the process should 
offer other advantages to justify 
the expense and to keep overall 
costs in line. Many of the casting 
processes have high labor costs 
because of the considerable hand 
work involved. Extruding, cold 
heading and automatic screw ma- 
chine production involve lower 
labor costs because they are near- 
ly automatic. 

Finishing Costs—Should the 
part require a certain degree of 
finish you must pick a method 
capable of producing such a fin- 
ish or to plan on subsequent fin- 
ishing operations. Obviously, if 
the part does not show, does not 
require a high degree of smooth- 
ness to match a mating surface, 
or have to meet extremely close 
dimensional tolerances, there is 
no absolute need for a fine finish. 
Money paid to obtain it would be 
wasted. Among the processes of- 
fering superior finishes are die 
castings, powder metallurgy, cold 
heading, extruding, investment 
casting and shell molding. Gener- 
ally sand castings and forgings 
require subsequent finishing to 
obtain proper finishes and dimen- 
sions. 

Scrap Loss—At todays metal 
prices, scrap generation can be 
very expensive. In some processes 
and with some materials, scrap 
recovery can be high, thus reduc- 
ing costs somewhat. The reverse 


is also true. In other processes 


aw 
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New developments make the selection of the most practicable method 
for any part a complex problem. These parts might have been made 
in a number of ways—in this case, they are all of powdered metal. 


practically no scrap is produced. 
All other things being equal, this 
could be the deciding factor and 
one which is often overlooked. 
Generally, processes involving 
machining are the most wasteful 
as far as scrap is concerned, Ex- 
truding wastes practically no ma- 
terial, which is also true of a few 
other methods. Most casting proc- 
esses are capable of reusing scrap 
with practically no loss of mate- 
rial. 

Size—With one or two excep- 
tions, all processes for the pro- 
duction of parts have definite size 
limitations. But the ranges are be- 
ing extended all of the time. Some 
methods cannot form extremely 
small parts and others are good 
only for the production of mod- 
erately small pieces. These limi- 
tations will automatically elimi- . 
nate certain processes, although 
for average parts there usually 
will be several available choices. 
There is practically no upper limit 
to the size of part which can be 
produced by sand casting. When 
extremely small parts are con- 
cerned, one of the precision proc- 
esses is the most likely choice. 

Precision—Al|though some man- 
ufacturing methods are inherent- 
ly capable of producing to a high- 
er degree of accuracy than others, 
precision is a relative term and 
must be spelled out quite careful- 
ly. Usually, when the capabilities 
of the various methods are listed 
and when tolerance limits they 
are capable of are referred to, the 
tolerances cited are those to be ex- 
pected under average conditions. 
Most methods can be made to pro- 
duce to greater accuracies, but this 
involves more time, more atten- - 
tion and probably more scrapped 
parts than normal. So costs sky- 
rocket. Unless a specific proc- 
ess is essential to produce the 
part, its normal tolerance limits 
should not be exceeded, except 
where a premium in price can be 
justified. Normally, forging is not 
considered a highly precise meth- 
od, but there are semi-prezision 
forgings and precision forgings, 
with costs rising directly with the 
degree of precision. 

Mechanical Properties— All ma- 
terials have certain minimum me- 
chanical properties such as ten- 
sile strength and hardness, ac- 
cording to the form in which they 
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are used. Cast metals are usually 
less strong than rolled, and forged 
metals are strongest of all. Of 
course, not all metals are avail- 
able in all forms. But when there 
is a choice, the form selected can 
considerable the 
properties that can be expected 
Often parts are supplied in ma- 
terials and that provide 
much more strength than is need- 
ed. Switching to a less costly 
process, which gives enough in 
the way of mechanical properties 
is often a certain method of re- 
ducing costs. 


Surface Detail—When surface 
detail is important, a method 
must be selected that can repro- 
duce that detail. Often you must 
get the necessary detail in some 
other way such as coining, stamp- 
ing, etching or machining. Electro- 
forming is reputed to be the best 
method for reproducing detail. 
Plaster mold casting, shell mold- 
ing and die casting can also re- 
produce detail with a reasonable 
degree of accuracy. 


Rate of Production—When parts 
are needed by the millions, you 


have effect on 


forms 


‘ of course use a method capable 
of continuous high speed produc- 
tion with little human supervision 
Otherwise, shoot up and 
assembly lines are always in dan- 
ger of being slowed down for lack 
of parts. Many production meth- 
ods are inherently slow, so unless 
one of them has certain “musts” 
as far as your problem is con- 
cerned, it should be avoided 
Screw machines, cold headers and 
stamping presses are usually rated 
as capable of producing parts at 
the rate of 3,000 per hour or more. 
These always be 
‘ achieved, of course. Spinnings and 
electroformed parts and some 
castings cannot be made at a rate 
any faster than 100 per hour, if 
that high. There are, naturally, 
some exceptions to these limita- 
tions. 


costs 


rates cannot 


Getting into Production—Most 
of the factors discussed up to this 
point are concerned, at least to 
some degree, with design and 
costs. One other factor might be 
of major importance and that is 
the time required to convert a 
design into a finished product. In 
other words, how long will it take 
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SELECTION FACTORS FOR VARIOUS METAL FORMS 


“Indicates the-types of parts rating as best, from a cost standpoint, in 


each category 


medium, and (3 
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Sand Castings 
Cold Headed Parts 
2 Drop Forgings 
2 Press Forgings 
2 Upset Forgings 
2 Stampings 
2 Spinnings 


2 Screw Machine Parts 


2 Welded & Brazed 
Parts 
3 Electroformed Parts 


Perm. Mold Castings 
Plaster Mold Castings 


Die Castings 
Impact Extrusions 
Investment 
Cut Extrusions 
Sectioned Tubing 
Powder Metal Parts 
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Screw Machine Parts 


Powder Metal Parts 


Plaster Mold Castings 


Die Castings 
Investment Castings 
Cut Extrusions 
Impact Extrusions 
Stampings 
Spinnings 
Electrotormed Parts 


2 Perm. Mold Castings 


2 Sectioned Tubing 
Welded & Brazed 
Parts 
Cold Headed Parts 
Upset Forgings 
Press Forgings 
Drop Forgings 
Sand Castings 


Other 


Castings 


ratings are 
highest in cost 


TOOL AND DIE COSTS 
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Cut Extrusions 
Sectioned Tubing 
Welded G& Brazed 
Parts 

Sand Castings 
Investment Castings 
Spinnings 

Perm. Mold Castings 
Plaster Mold Castings 
Cold Headed Parts 
Impact Extrusions 
Powder Metal Parts 
Screw Machine Parts 
Electroformed Parts 
Die Castings 

Drop Forgings 

Press Forgings 

Upset Forgings 
Stampings 


SCRAP LOSS 
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Powder Metals Parts 
Cut Extrusions 
Sectioned Tubing 
Welded & Brazed 
Parts 

Electroformed Parts 
Impact Extrusions 
Cold Headed Parts 
Investment Castings 
Die Castings 

Plaster Mold Castings 
Perm. Mold Castings 
Stampings 

Spinnings 

Sand Castings 

Drop Forgings 

Press Forgings 

Upset Forgings 
Screw Machine Parts 
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being best, 


DIRECT LABOR 
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Powder Metal Parts 
Sectioned Tubing 
Impact Extrusions 
Cut Extrusions 

Cold Headed Parts 
Die Castings 

Perm. Mold Castings 
Drop Forgings 

Press Forgings 

Upset Forgings 
Powder Metal Parts 
Stampings 
Electroformed Parts 
Welded & Brazed 
Parts 

Spinnings 

Investment Castings 
Sand Castings 
Plaster Mold Castings 


RATE OF OUTPUT 
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*Die Castings 

*Screw Machine Parts 
*Cold Headed Parts 
*Stampings 

Cut Extrusions 
Impact Extrusions 
Powder Metal Parts 
Sectioned Tubing 
Plaster Mold Castings 
Perm. Mold Castings 
Sand Castings 
Investment Castings 
Drop Forgings 

Press Forgings 

Upset Forgings 
Welded & Brazed 
Parts 

Spinnings 
Electroformed Parts 





after all other details are decided 


money 


saving 


short cuts 





that 


upon before parts become avail- 
able. Necessary times for getting 
into production can range from a 
few hours to several weeks or 
even months. Those methods in- 
volving precision tools and dies 
are, of course, the ones in which 
long delays are likely to be en- 
countered. With simple shapes, a 
few hours might be all that is re- 
quired to start producing by such 
methods as investment casting, 
spinning and screw machining. 
Finally, don’t be reluctant about 
consulting suppliers of metal parts 
and shapes. Their past experience 
is likely to be of help to you in 
reaching a decision. They will 
probably also be able to suggest 


might not be familiar to those 
who are only casually acquainted 
with a process. Any reliable or- 
ganization can be depended upon 
to turn down attempts to use the 
process it specializes in if the pro- 
posed application is not reason- 
ably sound. Many materials sup- 
pliers also have available engi- 
neering advisory services that are 
able and willing to give you a 
hand. 

Subsequent articles in this se- 
ries will discuss in detail the ad- 
vantages and limitations of the 
major metal forms and will point 
out how the factors discussed here 
apply to specific production 
methods. 
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Buying Quality 


Specific suggestions any purchasing department can 
use to make certain quality is what it should be. 


Waar DOES quality control 
mean to the purchasing? An aw- 
ful lot has been written about it 
but most of the time it has been 
presented from either the pro- 
duction or inspection viewpoint. 
The emphasis has been on record 
keeping, inspection techniques— 
with an occasional side glance 
at complicated statistical methods. 
It is often difficult to see just what 
the purchasing department’s role 
should be. 

The engineer can write quality 
into his specifications. The inspec- 
tor can test for it. But only the 
buyer can make sure the desired 
quality is there when the material 
is delivered. Quality enters the 
product only once, at the point of 
manufacture, and it is up to pur- 
chasing to make certain the man- 
ufacturer has the information 
needed to produce the desired 
quality. 


Spell Out Quality Needs 


To make certain it gets the 
quality it wants the purchasing 
department should: 

e@ Determine that material or- 
dered is adequately described 
and that specifications are 
complete, clear and realistic. 
Inform vendors of quality re- 
quirements and _ inspection 
methods and advise them 
promptly when material is 
rejected and the reason for 
rejection. 

Cooperate with other depart- 

ments in establishing material 

standardization to determine 
desired quality and eliminate 
special requirements. 


By John Van de Water, General Buyer, 


Worthington Corporation 


Discuss with the requisitioner 
‘quality requirements which 
appear excessive, incomplete 
or unclear. 
Select vendors capable of sup- 
lying materials of the desired 
quality. 
Place the burden of proof on 
the vendor. Ask for quality 
certifications (analyses, tests, 
inspection reports, etc.) when- 
ever it is possible and con- 
sistent with economical buy- 
ing. This will relieve the shop 
of extensive testing and in- 
spection work. 
Maintain quality performance 
records on vendors as a guide 
to future buying. These rec- 
ords should cover reject rates, 
rework, backcharges, field 
complaints, etc. 

As part of its responsibility for 
quality, purchasing should make 
certain that vendors have as much 
information as possible on: 

Material standards 
Performance standards 
Chemical analyses 
Physical properties 
Dimensional tolerances 

These may be described by re- 
ference to published standards 
(e.g. ASA, ASTM, NEMA) or by 
full descriptions in the purchase 
order itself. 


Keep the Vendor Informed 


As no manufacturer can be ex- 
pected to meet absolute’ stan- 
dards, the tolerances or acceptable 
variations must be indicated as 
well, along with the buyer’s in- 
spection procedures. A complete 
quality specification should in- 


clude as much of the following 
information as possible: 
1. Quality required 
a. Standards 
b. Tolerances 
c. Acceptable rejection rates 
. Methods by which the buyer 
will determine acceptability 
a. Inspection technique 
b. Sampling method 
c. Size of sample 
3.° Tests to be applied at buyer’s 
plant 
a. Tests standards 
b. Test equipment used 
This information will help the 
vendor produce material of ac- 
ceptable quality. He will be able 
to subject his product to the ap- 
propriate tests and reduce costly 
rejections at the receiving plant. 


Cut Inspection Costs ~ 


We know that with statistical 
techniques 100 per cent inspec- 
tion is not necessary. Although 
this is not the place to discuss 
the techniques in detail it should 
be noted that they will include 
frequency distribution curves, 
control charts and acceptance 
sampling. The particular method 
used is usually determined by: 

Desired quality level 

Cost of item 

Nature of product 
Quantity received 

Degree of certainty needed 
Past performance of vendor 

With a vendor who uses ac- 
ceptable inspection procedures of 
his own and whose past perfor- 
mance has proved him depend- 
able, the buyer can cut costs con- 
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siderably by reducing his inspec- 
tion to all but a minimum. It is 
not recommended that inspectiop 
be eliminated altogether, regard- 
less of how reliable the vendor's 
reports may be. Human fallibility 
being what it is, some checks 
should be made at all times. 

Material standardization can 
contribute greatly to quality buy- 
ing. The tendency in manufac- 
turing today is to produce more 
and more, end products from a 
limited number of standard parts. 
When standardizing design and 
dimensions it is important to 
standardize quality as well. It is 
desirable to eliminate special 
goods as much as possible. When 
industry quality standards are 
adhered to quality control be- 
comes simpler and less expensive. 
Increased vendor experience in 
manufacturing to a given speci- 
fication means better controls and 
a more uniform product. 


Help in Selecting Vendors 

Accurate quality descriptions 
can also help in selecting vendors. 
Bids will be based on the same 
standards and vendors will have 
the opportunity to take exception 
to conditions they can’t meet. 
Without an effective quality con- 
trol system quality considerations 
cannot enter into vendor selection 
and as a result price will not be 
properly evaluated. 

Vendor performance records 
are therefore essential in buying 
quality. They need not necessa- 
rily be maintained by the pur- 
chasing department. In many 
ways this is a logical responsi- 
bility of the inspection group. Yet 
the information must be readily 
available for purchasing to do a 
complete job. 

A thorough quality buying 
program will be welcomed by 
suppliers because the vendor will 
know the buyer’s requirements 
exactly and the basis on which 
material is accepted or rejected. 
He will be able to produce a more 
acceptable product and increase 
buyer satisfaction. He can set up 
his own quality controls and offer 
material of guaranteed quality. 
He can stress those points of 
quality which are significant to 
the buyer. He will know what to 
do .to retain the business. His 
performance will be rated by 
facts and not by opinion. 
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US. BASIC INDUSTRY INC 


Quality Requirements 








Part Name _ meaner Ste 
359l- 

Part No ~ 
B-1259 





Drawing No 


Critical Features _4: © & % Dimensions 





Hardness 



































Tolerances See drawing 

Acceptable Quality Level ls maximum rejection 

Inspection Method Acceptance sampling 
Sample plan “B" attached 

Special Tésts - None 














Test Equipment Limit gages 





Hardness tester 














Complete specifications and a detailed explanation of quality re- 
quirements are needed to help the vendor do an acceptable job. 





U.S. BASIC INDUSTRY INC Inspection Department 


VENDOR PERFORMANCE RECORD 


Period Covered 








Vendor A. J. Corp. From: 8/1/57 
To: 8/30/57 
Part N Purchase | Quantity Date Total % Rejected Acceptable 
ort NO. | Order No.| Received Defective Quality Level 
3295 P-1295 102 8/2 1 -98% is 
2651 F-1301 106 8/5 ie) ---- is 
2651 F-1301 153 8/20 2 1.31% is 
2651 F-1301 195 8/23 2 1.02% is 
1285C F-1325 1006 8/27 8 +79% 5% 
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Information on vendors in the form of performance records is a must 
for any purchasing department doing an all-out job of buying quality. 
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Are Buyers Becoming Obsolete? 


They are at G. E.’s Evendale plant. 


Buyers are being replaced with materials speciélists. 
A & I 


- 
[ HE TITLE of buyer could be- 
come obsolete at General Elec- 
tric’s Jet Engine Department in 
Evendale, Ohio. On the depart- 
ment’s J-79 engine project, for ex- 
ample, there aren’t any buyers at 
all! The buying job is being done, 
of course. But the official title of 
the men doing it is “material spe- 
cialist.” This is not just a gimmick 
to make buyers feel they’re big 
shots. It’s a brand new job classi- 
fication that covers everything a 
buyer used to do plus a lot more. 
The material specialist is basi- 
cally responsible for both buying 
and the production and material 
control activities traditionally per- 
formed at manufacturing staff 
level. 

The creation of the material 
specialists was one of the products 
of a big reorganization at Even- 
dale. Before the change, purchas- 
ing and production control were 
distinctly separate functions as 
they are in most other organiza- 
tions. 

Production control took master 
schedules, calculated purchase re- 
quirements, and prepared requisi- 
tions. Purchasing went ahead from 
there. Both groups had to work 
closely with engineering. Engi- 
neering changes by the thousands 
are normal in aircraft develop- 
ment and Evendale J.E.D. is no 
exception. Continuous ‘coordina- 
tion was essential between the 
three groups. A multitude of 
schedule changes, quality control 
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The change isn’t nominal. 


problems, etc. complicated the re- 
lationships further. 


Fewer Channels 


Communication is now much 
simpler. One man—the material 
specialist—takes care of both pur- 
chasing and production control 
problems. The problem of pur- 
chasing’s and production control's 
authority overlapping certain 
problems is eliminated. No longer 
is there any confusion over who 
should handle what. Nor is there 
any question of who’s responsible 
for what. Materials responsibility 
centers entirely on the materials 
specialist; buck passing is a thing 
of the past. 

This simplified approach to pro- 
curement has brought dramatic 
reductions in overhead. Under the 
old set-up, J.E.D.’s budget called 
for 607 people by the end of 1957. 
With the new organization, there 
are just 275 people in the inateri- 
als sub-section. In other words, 
the same job is being done by less 
than half as many people as would 
be needed in a conventional or- 
ganization. And it’s being done 
better, because information now 
passes through fewer hands be- 
fore action is taken. The “middle 
man” in procurement has been 
done away with by a radically dif- 
ferent approach tc materials man- 
agement. 

With the new set-up. the ma- 
terials sub-section under Materi- 
als Manager G. E. Hotaling has 


It represents a brand new approach to materials management. 


these nine basic responsibilities: 

1. Scheduling production of 

each part, 

2. Buying, 

3. Inventory control, 

4. Vendor follow-up and expe- 

diting, 

5. Receiving and shipping, 

6. Assembly & test scheduling 

and follow-up, 
7. Stores control, 

8. Internal department expedit- 

ing, 

9. Programming manufacturing 

' capacities. 

In most organizations, you’d 
find each of the above nine func- 
tions performed by a _ separate 
group. Although some functions 
might be under a given depart- 
ment (e.g. follow-up and expedit- 
ing might be under purchasing), 
the organization would still be one 
in which nine different jobs are 
done by nine different groups of 
people. Since all these functions 
are inter-related, there’s got to be 
communication among groups. 
And that’s exactly how the need 
for paperwork is created. Within 
the nine inter-related functions, 
there are theoretically 36 possible 
channels of communications. 

(To the mathematically inclined this 
is calculated with the formula (n-1) 
(n-2) + (n-3) . etc. If you’re not 
mathematically inclined, you can verify 
this graphically. Put 9 points on a 
piece of paper and draw every line 
necessary to connect each point with 
every other point. You'll wind up with 
36 lines.) 
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As you reduce the number of 
possible channels of communica- 
tion, you also reduce the paper- 
work potential. When J.E.D. cre- 
ated the materials specialist, it 
combined the first four of the nine 
functions listed into one job classi- 
‘fication. When one man handles 
scheduling, buying, inventory con- 
trol, and vendor follow-up and ex- 
pediting, he need communicate 
only with himself. This single step 
makes for an amazing reduction 
in possible channels of communi- 
cation. Reducing the number of 
functions from nine to six means 
that communications channels are 
reduced from 36 to 15. (If you 
don’t believe it, check the figures 
with the formula or by drawing a 
chart). 

The saving that 


comes trom 


fewer channels of communication 
is more than theoretical. This, of 
course, is proved by the substan- 
tial reductions in personnel Mr 
Hotaling was able to make. It’s 
also proved by this single 


fact 
by combining the purchasing and 
production control functions, the 
need for the 600,000 sheets of pa- 
per per year used in requisitton- 
ing was done away with 

Actually, with J.E.D.’s new set- 
up, there are nowhere near 15 
possible channels of communica- 
tions within the materials 
section. Organization by product 
rather than by function helps 
keep red tape at an absolute min- 
imum. 


sub- 


In a conventional purchasing 
organization, each buyer special- 
izes in one or more commodities 
He handles these commodities for 
all of the company’s products. His 
counterpart in production is also 
a specialist in a given group of 
commodities or suppliers. So is the 
expediter and all other materials 
personnel. With this type of or- 
ganization, you gain all the ad- 
But 
you also acquire a bureaucracy in 
the process—especially if the 
over-all business is a big one 


vantages of specialization 


Organize by Product 


With an organization setup 
along product lines, you sacrifice 
some of the advantages of spe- 
cialization. But if the operation is 
big, this loss is more than offset 
by enormous gains in efficiency 
because of the less complex setup 
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“Good vendor relations are essential when you buy in small quantities,” 
says G. E. Hotaling, materials manager of the G. E. Jet Engine Department. 
Here he greets Fred Baker, I-T-E Circuit Breaker sales representative. 


At J.E.D., all the buying is done 
in four groups reporting to Ma- 
terials Manager Hotaling. There 
are separate groups for each of 
three engine products—the J-79, 
the X-211, and the X-279. In ad- 
dition, there’s a general purchas- 
ing group under Purchasing Agent 
H. H. MclIlvain. 

Each of the project groups ap- 
proaches being a_ self-contained 
department. The ma- 
terials supervisor assigned to the 
project has over-all responsibility 
for: 

Getting basic requirements from 


materials 


-eltgineering, 


Locating supply sources—either 
within G. E. or from outside sup- 
pliers, 

Determining required delivery 
dates and quantities, 

Placing orders, 

Expediting and follow-up for 
delivery, 

Scheduling assembly build-ups, 

Handling liaison on engine test, 

Maintaining property and in- 
ventory control records. 

The biggest of the project 
groups is that assigned to the J-79 

under ex-Production Control 
Manager H. J. Shirley. Although 
he reports directly to Materials 
Manager Hotaling, Shirley .is ac- 
tually part of an over-all project 


team of materials personnel, en- 
gineers, and others assigned to the 
J-79. Shirley’s people are com- 
pletely responsible for all phases 
of procurement on their project. 
If something goes wrong at any 
stage in the process, they've got 
no one to blame but themselves. 

Shirley’s unit (which is bigger 
than most purchasing depart- 
ments) has three “line” groups 
that actually issue purchase or- 
ders. Again, ‘organization is by- 
product not function. One group 
handles the forward section of the 
engine, another the aft section, 
and a third group handles acces- 
sories, controls and miscellaneous 
items. Each of these groups is 
broken down further into sub- 
groups that are more specialized 
(by-product). For example, in the 
forward section group, there are 
four separate sub-groups. One 
handles gear boxes, another 
stators, etc. 


Need for "Generalists" 

With a product-oriented organ- 
ization, you get well-rounded peo- 
ple who know various phases of 
the product.. For example, stators 
are handled by Materials Spe- 
cialist D. C. Limbert. Mr. Limbert 
works with the 
they’re conceiving 


engineers as 
new design 
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stators, keeps abreast himself of 
all changes in stator technology 
and develops sources with the 
specialized know-how needed in 
this field. Physically, practically 
all of the project engineers and 
the materials specialists are lo- 
cated within a hundred feet of 
each other. This helps promote 
the desired teamwork. The mater- 
ials specialist knows what the en- 
gineer is planning long before 
there’s any sort of a formal go- 
ahead. In fact, he often has al- 
ready lined up preliminary quo- 
tations. 

When over-all program is ap- 
proved by management, the ma- 
terials specialist is all set to buy. 
He doesn’t have to waii for a re- 
quisition. All he does is figure out 
what his usage is from the bill of 
material and compute what his 
buy should be. He then simply 
issues the purchase order. The 
materials specialist’s direct re- 
sponsibility doesn’t end with the 
placing of the order by any means. 
It ends only when the material is 
-successfully used in an engine that 
has been completely approved 
and accepted by the Air Force. 
Thus each materials specialist is 
really a small scale materials 
manager. He’s got to determine 
his needs, make the buy, get de- 


J. E. D.’s new organizational set-up helps stimulate close teamwork be- 
tween materials and engineering personnel. Threshing out a problem here 
are Tom O’Mera, buyer, and Dick Smith and Bill Gulick of engineering. 


livery, control his inventory, mini- 
mize obsolescence, and keep on 
top of engineering changes so as 
to keep from getting caught short. 

There are very few phases of 
the job of getting materials into 
an engine that the materials spe- 


Over-all procurement progress on a particular program is kept track of 
by special charts at J. E. D. Here H. J. Shirley, materials supervisor of the 
J-79 engine, reviews progress with Art Finn, materials specialist, and 
Howard Constable, programming control supervisor. 














cialist or his assistant don’t do 
themselves. They do, however, get 
reports on the progress of their 
parts through assembly and test 
from a special group under the 
project materials supervisor. And, 
of course, such activities as ship- 
ping, reeeiving, and stures are or- 
ganized functionally under the 
materials manager. However, 
even though they do noi physical- 
ly move and handle their parts, 
the ultimate responsibility rests 
with the materials specialists. 


Many Accomplishments 


According to Materials Manag- 
er Hotaling, the reorganization 
has done more than just reduce 
overhead. The less complex set-up 
has helped improve inventory 
turnover, reduce obsolescence 
and has also meant fewer short- 
ages. Engineers and materials 
specialists are able to get together 
and work out a lot of deals infor- 
mally with little or no paperwork. 
In a more elaborate organization, 
this would be impossible. 

Another big advantage of the 
new set-up is its flexibility. In the 
fast-moving aircraft industry, 
products become obsolescent at 
an accelerated rate. For contrac- 
tors, this makes for constant shifts 
of personnel. With a project-type 
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The Jet Engine Department’s current organization. Note that the only line 
activities that aren't organized on a product basis are shipping, receiving 
and stores and manufacturing programming and material records. Each 
materials supervisor has a group of materials specialists reporting to him. 


materials organization, it’s easy to 
take trained people from ax older 
project and let them form the nu- 
cleus of a new project group. Ma- 
terials specialists have much 
broader skills than either buyers 
or production control men Con- 
sequently, they can more readily 
adapt to new products and new 
contracts. J.E.D.’s biggest contract 
right now is for the J-79 engine. 
But this engine will inevitably be 
superseded by others. As the J-79 
phases out, it won’t be too hard 


‘to transfer people to new engine 


projects that are growing in im- 
portance. “The greater flexibility 
of our new set-up may ultimately 
to be its biggest advan- 
says Hotaling. 


prove 
” 
tage, 


More Decentralization 


Because of its many advantages, 
Hotaling is so sold on the new 
set-up he’s trying to broaden its 
scope. Currently the decentral- 
ized concept is applied only to 


Materials and services that can’t be assigned to any specific engine project 
are bought by J. E. D.’s central purchasing group. Key personnel include, 


left to right, Harry Thomas, 
Klebe, Ernie Peters, and Joe Share. 
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Purchasing Agent Howard Mcllvain, Dick 
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production parts actualiy used on 
engines. All the other buying is 
done by Purchasing Agent H. H. 
Mcllvain’s group. Purchases made 
for the over-all plant—factory 
and office supplies, ete.—can’t be 
assigned to any particular prod- 
uct so they must be handled on 
an over-all basis with a more con- 
ventional purchasing organization. 
But a decentralized approach is 
still possible on a few items. And 
Hotaling is going to try it. For 
example, he’s decentralized ma- 
terials activities in facilities engi- 
neering and in central engineer- 
ing. 

Hotaling would like to have the 
materials function broken down 
as far as possible by product. This 
doesn’t mean, however, that he 
wants to do away with the staff 
specialist. Currently, Mr. Hotal- 
ing has two highly specialized 
activities reporting directly to 
him. And he intends to keep them 
that way. E. B. Whaley is in 
charge of over-all manufacturing 
programming for all projects. 
Also reporting to Hotaling is J. T. 
Walsh whose specialty is systems. 
The individual project groups 
(e. g. the J-79 group under Har- 
vey Shirley) each have their cen- 
tral purchasing services sub- 
groups to keep files of key rec- 
ords, etc. These deviations from 
the general organization pattern 
are not, of course, inconsistent 
with Hotaling’s philosophy of 
making the materials specialist a 
miniature materials manager. 
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NO. 3 IN A SERIES 


Defining What to Buy 


One of the most important aspects of purchasing is 
clearly specifying what it is that you want to buy. 
Here are some guides that will help you in deter- 
mining how you should prepare your material 


descriptions. 


By Stuart F, Heinritz 


= HE PURCHASING AGENT’s basic function 
is to buy the hundreds of material items, product 
components, and operating supplies needed in 
the conduct of the business. Obviously, before 
he can do any part of his job, he has to know 
what is needed. And this information must come, 
in the last analysis, from the departments where 
the needs arise and where the purchased mate- 
rials and supplies are to be used. 

In the simplest terms of procedure, a purchas- 
ing transaction may start with a request or 
authorization to buy, setting forth the type and 
quality of item required in sufficient detail to 
provide the buyer with an adequate ordering 
description. This is the traditional requisitioning 
method that is still used, out of necessity, in most 
purchasing departments, but only to a very 
limited extent. For simple and elementary as this 
procedure would seem to be, it is cumbersome, 
inefficient, and unnecessary save in the excep- 
tional cases of unusual, special, or initial require- 
ments where there is no previous experience of 
usage or purchase. 

The vast majority of material requirements in 
a manufacturing program are repetitive. The 
quantities needed and the rates cf use may vary, 
though in most cases they can be anticipated 
fairly accurately on the basis of past experience 
and projected manufacturing plans. But the in- 
formation as to the required and acceptable type 
and quality to be purchased does not present a 
brand new problem with each successive requisi- 
tion. It can be, and for efficient purchasing it 
must be, agreed upon and set down eas a matter 
of record in advance of the specific need. 
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The formulation of these material descriptions 
—the definition of what to buy—is very important 
to purchasing, and the purchasing department 
properly claims a share in this determination. 
While it is true that they define specific needs of 
other departments, which must be satisfied in 
order that those departments may meet their 
production and operating responsibilities, it is 
likewise true that they automatically set up 
specific purchasing requirements, and that pur- 
chasing too has a responsibility for good perform- 
ance that is not measured solely by literal con- 
formity with a specification. Effective purchasing 
performance depends largely on what the pur- 
chasing agent is asked to buy, what he asks the 
supplier to furnish. The definition is therefore a. 
mutual concern of the user and the buyer, to 
be worked out together, for the two interests 
are not at all incompatible. If it can be written so 
as to satisfy the need and at the same time to 
make possible a buying advantage, everybody 
benefits. Here are a few of the basic principles 
to be applied. 


The Criterion of Suitability 


The writing of any material description starts 
with a need to be fulfilled. The order to the sup- 
plier will call for a specific item, but before the 
purchase comes to the ordering point, the prob- 
lem is a functional one and should be approached 
from this angle. In almost every case there are a 
number of alternative products or methods or 
grades that will satisfy the need and do the in- 
tended job. Some may be better than others for 
the purpose, and some may be preferred by the 


PURCHASING 





How Good Does It Have to Be? 


That’s the question every buyer should ask himself when he receives 
a requisition specifying the quality of the item to be purchased. When 
specified quality is in excess of actual requirements, it’s wasteful pur- 
chasing. Yet this condition exists more often than it should. Frequently 
the fault starts in the engineering department where designers are ac- 
customed to thinking in terms of using the best. But the “best” in many 
cases may be too good. If the buyer doesn’t check to find out whether the 
quality specified is actually required, he’s not doing his job. This of course 
does not mean that purchasing should pressure for use of material or items 
that are inadequate for the job, but buyers should make certain that they 
are not paying higher prices for something that’s better than it has to be. 


user, and these are certainly factors to be con- 
sidered. Similarly, some will have the advantages 
of easier availability or lower cost, and these 
purchasing factors should be weighed with equal 
interest and care. When utility or suitability are 
equal, the purchasing advantages should be the 
deciding factor. ; 

In purchasing science, the term “quality” de- 
notes suitability for the purpose. This is tied in 
directly with the functional need. Any grade or 
quality that is inadequate for the purpose is of 
course disqualified from the scope of the material 
definition. But conversely, any costs incurred for 
quality in excess of the actual requirements for 
adequacy and suitability is sheer waste. 

To state the purchasing objective as minimum 
quality consistent with the need is not to imply 
any downgrading of material or product, for the 
criterion of suitability has already set the low 
limit. “Minimum quality” unfortunately has a 
negative connotation. Actually it has the positive 
meaning of complete suitability, and this is the 
quality that belongs in the basic material defini- 
tion. It does not preclude the procurement of 
superior quality, and the purchasing agent should 
constantly seek greater values. But to write un- 
necessarily high quality into the definition of the 
requirement is not only unrealistic in itself; it 
sets a requirement of uneconomical purchasing 


Fabricated Components 

The principles outlined have been considered 
chiefly in reference to the common “bread and 
butter” items that, numerically at least, make 
up the bulk of the usual purchasing program. 
[hey apply directly to almost all of the non- 
product items and materials purchased, and to a 
majority of the general product materials and 
parts. 

Fabricated components present a somewhat 
more complex problem, for the definition is fixed 
by blueprint and design and by the specification 
of materials that guides the supplier. But the 
principles of good specification and good pur- 
chasing can still be applied. 
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As before, we start with a functional need that 
determines the product type and quality to be 
purchased. Suitability is the first requirement. 
Here, suitability may have to be measured in 
terms of performance, and this may well be made 
a part of the purchasing specifications, as it 
frequently is in the case of plant production 
equipment. In the design of the component there 
is room for considerations of standard production 
methods, standard materials and parts. And if the 
volume warrants and the cost of dies or tooling 
is not prohibitive, it is still good buying policy 
to maintain alternative sources of supply. 


Formal Specifications 

In many manufacturing operations there are 
at least a few materials and components so im- 
portant and basic as to require formal! specifica- 
tions to define and assure adequate quality. 
Formulation of these specifications is an engi- 
neering responsibility. But the purchasing agent 
will still want to ask a few questions about the 
specification that he has the responsibility of 
meeting in his buying. 

Are the precision and tolerance requirements 
closer than necessary, adding cost without com- 
mensurate value? Has the principle of minimum 
quality for the purpose been observed? 

Does the “tailor-made” specification call for a 
tailor-made product? Could it be tied in by ref- 
erence to existing standard engineering specifica- 
tions that would broaden sources of supply for 
greater availability without sacrifice of quality? 

Does the specification include special features 
or proprietary details of design or composition 


that limit it to the product of a single manu- 


facturer? If so, can these details be liberalized, 
or alternatives listed, so as to invite and make 
possible wider competition? 

Are the specified methods of acceptance testing 
reasonable enough to avoid excessive inspection 
costs and rejections while still giving adequate 
assurance of quality? Can manufacturer’s certi- 
fication and warranties be relied on for this pur- 
9 


pose? 
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Have the specifications been drawn with a prac- 
tical consideration of suppliers’ production meth- 
ods and problems, so as to make the business 
attractive to suppliers? 

Have suppliers been consulted for their sug- 
gestions as to the practicability of the specifica- 
tion? Is the specification subject to review and 
possible revision on the basis of suppliers’ rec- 
ommendations? 

The definition of material requirements, 
whether embodied in a formal specification or in 
a routine requisition, is a very important matter 
to the purchasing man. It is not his business to 
tell the plant and technical men what they want 
or should have. But by bearing in mind the need 
that prompts the request, and by contributing the 
benefits of his purchasing and market know-how, 
he can help to make that definition a better one. 
And that will help him to do a better job of 
purchasing to satisfy plant and production needs. 


The Criterion of Standards 


The second criterion that purchasing applies 
to the material definition is that of standard com- 
mercial practice, which largely determines the 
cost and availability of the item. A requirement 
may be defined so precisely as to become unique, 
and correspondingly difficult and expensive to 


procure, when there are standard items suf- . 


ficiently close in every practical respect as to be 
entirely suitable. 

The principle of standardization has been ap- 
plied to the quality grading of materials, to the 
composition of chemical compounds and metal 
alloys, to the design and dimensions of all sorts 
of hardware and electrical products. so as to 
provide a wide range of selection suited to almost 
every general use. Such standard items are mass 
produced at minimum cost. They are quickly 
available from manufacturers’ or distributors’ 
stocks without the waiting time to get an order 
into the manufacturer’s production schedule plus 
the actual production cycle. They are equally 
available from many alternative sources, increas- 
ing the reliability of supply and introducing the 
desirable element of competition. They permit 
operation on closer inventories and minimize the 
risk of loss through obsolescence. They eliminate 
the hazard and delays entailed by feulty ship- 
ments of special items which have to be replaced. 

Any material description that does not conform 
to existing commercial and technical standards 
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should be questioned. Can a standard material 
or item be used for this purpose? There may be 
good reasons why this question must sometimes 
be answered in the negative, but in a surprising 
number of cases the answer will be “Yes”, with 
no compromise of suitability, and resulting in 
a much more practicable and economical defini- 
tion of the requirement from the purchasing 
viewpoint, 


The Criterion of Alternative Sources 


Often the simplest way to define a require- 
ment and to order an item is by the manufac- 
turer’s brand name or catalog number. This is 
a perfectly good and acceptable practice except 
for one very important point. If such a definition 
is absolute, it binds the buyer to a single source 
of supply. A cardinal principle of good purchasing 
is selectivity, the ability to procure an item from 
alternative sources and to distribute his purchases 
among several suppliers if necessary to increase 
his assurance of supply and service and to main- 
tain a competitive position. 

Therefore the purchasing agent always seeks 
to modify such a definition by adding the words 
“or equal’, and he promptly sets out to find 
alternative materials or products that will qualify 
under the broader definition and will give him — 
scope for choice. There can be no logical objec- 
tion to this purchasing policy and procedure so 
long as the words “or equal” actually mean what 
they say and the need is fully satisfied. The point 
at issue is who shall determine what qualities or 
products are equally suitable. 

As indicated at the very beginning of this ar- 
ticle, the ultimate responsibility for this decision 
lies with the using department. The procedure 
therefore is for purchasing to explore the market 
and to make its recommendations until, on the 
basis of test and trial, agreement is reached on 
one or more additional items approved as equally — 
suitable and as acceptable alternates for the one 
originally specified. This may still be the pre- 
ferred product, but it is no longer the only one 
acceptable under the “or equal” definition. The 
result is an “approved list” of acceptable items or 
suppliers, and purchasing is now free to select the 
source for any given order from this list and 
within the approved material description. 


The Principle of Flexibility 


A final point to be stressed in respect to the 
definition of material needs is that no such spe- 
cification should be considered as permanently 
fixed. There is always the possibility that re- 
quirements or operating methods may change, 
and that the better way may be found. New prod- 
ucts and new sources are constantly becoming 
available, and must not be overlooked. So both 
the need and the suitable materials should be un- 
der constant review to avoid stagnation and lost 
opportunities as technology, design, and customer 
preferences advance and change. But in this con- 
tinuing review and analysis, the criteria of suit- 
ability and value are the same. 
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Why Not Make 


Orders Horizontal? 


E very DAY, thousands of 
buyers and follow-up men reach 
down into file drawers, pull out 
copies of purchase orders, turn 
them 90 degrees in order to read 
the information on them, then 
turn them back again and re-file 
them. But they don’t do this at 
Ryan Aeronautical Co. in San 
Diego. Buyers can read the infor- 
mation on an order just by look- 
ing down at it right in the file 
drawer. 

It’s easier to read orders at 
Ryan because they’re typed the 
way you read them—horizontally. 
So there’s no need to pull orders 
from files and turn them 90 de- 
grees to read them. 

Why didn’t someone think of 
this before? Why do 99% of the 
purchasing departments use ver- 
tical style orders that you can’t 
file vertically? “There’s a good 
reason for vertical orders,” says 
Ryan’s R. W. Carr. “In order to 
use the horizontal type, you've 
got to have typewriters with extra 
wide platens,” he explains. “And, 
in our case, we also need type- 
writers equipped to handle our 
pin-feed forms.” 

Since most purchasing depart- 
ments already have a substantial 
investment in the narrower platen 
typewriters, there probably won’t 
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Mostly because of habit, 99% of today’s pur- 
chase order forms aren't designed to promote 
easy follow-up. They can’t be readily read with- 
out pulling them from a file and rotating 90 
degrees. 





be any rush to get on the horizon- 
tal order band wagon. But the 
horizontal set-up is something to 
consider when planning the pur- 
chase of new typewriters. It’s 
more convenient and costs noth- 
ing if you’ve got the equipment to 
handle the wider forms. 


Ryan’s purchase order form is made 
from an 842” x 12” multilith master. 
Duplicate typing of basic informa- 
tion for receiving reports is elimi- 
nated by using a 342” x 842” master 
over the price column of the master. 








THE RYAN ABBOMAUTICAA COMPANY 
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Take the Hunch Out 








HEPPENSTALL COMPANY 
PITTSBURGH |, PA, 


FROM: Pgh. Planning Department DATE: 7 November, 1957 


TO: Pgh. Purchasing Department SUBJECT: Trial Hack Saw Blades. 
(William Fitzgerald) 





The following blades are sample biades left at our plant for trial 
purposes. All blades have been tried in the Machine Shop, Die Block 
and/or Shear Knife Departments, All blades have been tried under the 
same conditions, feeds, speeds and on general run of shop material, 
which are used on regular blades. These blades have been classed 
according to performance as follows: 


NAME OF BLADE LENGTH NO, TEETH PERFORMANCE 
18-21-24" 6-T -4T Good 
18" 6-T Good 
1g" - 24" 6T -4T Good 
21" . 24" 6T - 4T Good 
18-21-24" 6T - 4T Good 





mooaw> 


18" ~ 24" 6T - 4T Fair 
18" - 24" 6T -4T Fair 
26" 4T Fair 


za” 


24" 4T 
24" 4T 
18-21-24" 6T 
18-21-24" 6T - 
18-21-24" 6T 
24" 6T 
18" 6T 
18" 6T 


*Not acceptable 


VOZErR«” 


*These blades, although not satisfactory for the variety of meal which we 
cut, could possibly be good for cutting softer metal. 


There are two (2) other type of blades which we are trying, but on which 
data is not complete, These with the data which we now have are as follows: 
Q 18" 4T Good life and performance in 

Shear Knife. . 
R 2a" 3T Not as good as present blades 
on run of shop material. More 

complete data will follow . 


E. E. Leierer 
EEL:va 
cc: Gen, Mgr. Operations 
Gen. Supt. 
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Typical report of tests made on new materials or products. Planning 
Department analyzes test results, then -sends report to purchasing. 


Purcuasinc—it it’s doing its 
job—should be the idea center in 
a company. It’s expected to come 
up with new products, new ma- 
terials, new techniques. Practi- 
cally speaking, however, that isn’t 
as easy as it sounds. The P. A. is 
always faced with the problem of 
not knowing for certain ‘whether a 
new product or new material is 
really an improvement over what 
the company has been using. 
Take the case of a vender who 
comes in with a new type of 
grinding wheel. He makes an im- 
pressive sales pitch and the P. A. 
has a feeling that it may be just 
exactly what’s needed. But—he 
can’t be sure. He’s not an expert 
on grinding wheels, so to a large 
extent he has to operate on hunch. 
Result is that frequently noth- 
ing is done. Time. of course, is a 
factor. The P. A. just can’t take 
the time to make a thorough in- 
vestigation so he may file the data 
on the grinding whee! until he 
gets a chance to make an intensive 
study. He never gets that chance. 
Or, the P. A. may feel that he 
doesn’t want to take the risk of 
trying something new. He’s satis- 
fied with the grinding wheels he’s 
been buying—so why go out on a 


PURCHASING 





By pretesting new products and new materials, the purchasing depart- 


ment at Heppenstall Co. is able to experiment with innovations ut 


might normally pass over. The program is helping purchasing to do 


an imaginative, quality-oriented buying job. 


of Buying 


limb? There’s some 
kind of reaction, but it isn’ 


ative buying 


Pretesting Is the Answer 
At Heppenstall Co., Pittsburgh, 
this problem has been solved t 
large degree by pretesting on the 
When a vendor 


comes in with a new product or 


pre duction line 


new material which looks pron 
ing, purchasing places a small or- 
A memo is sent to the plant 
superintendent explaining that 


der. 


item ha 


been ordered for test purposes 


Another memo is sent to tne plan- 
which nas the 
for both analyzing 
the test results and making a r 


ning department 
responsibility 


port on the findings 

When the material or product 
arrives, the storekeeper is advised 
that it is for test purposes. He 
keeps a record of when the iten 
and the plant superin- 
tendent or foreman checks its pet 


is issued 


formance on the production line 
Aside from key 
people who have to know that the 
item has to be tested, Heppenstall 
tries not to make a special case 
out of it. Every effort is made to 
treat the material as normally as 
possible, ; 


informing the 


> 
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Vendors whose products are tested by Heppenstall receive 
a written report on the results. 


Once the test has been com- 
pleted, the results are sent to the 
planning department. The results 
are analyzed and a report of the 
findings is sent to purchasing. 
(See Fig. I). Purchasing can then 
order the new 
item in production quantities or 


whether to drop it 


decide whether to 


In addition, purchasing sends a 
report of the test results to’ the 
vendor with an explanation of 


why the item has been accepted 
or rejected. (See Fig. II). Pur- 
chasing also sends a memo to the 
four other Heppenstall plant pur- 
chasing agents advising them of 
the test results. 

As a result of this program, 
purchasing is able to do an imagi- 
native, quality-conscious, buying 
job. The department can afford to 
take a chance without too much 
risk. In effect it’s taken the hunch 
out of buying. 





Local associations teamed up with Michigan State University in a 
cooperative effort. The result: an education program that can’t be beat. 


The Professor, The P. A. and the - 








education i= 
tndustral purchamag 


nema PURCHASING SEMINAR 
wc NEWS ITEM: 


Neveasber 18-32 KELLOGG CENTER FOR CONTINUING EDUCATION Kellogg Center for ee 
bs > 

and December 2-6, 1957 MICHIGAN STATE UNIVERSITY/EAST LANSING Education, on the campus oO 

Michigan State University, will 

be the center of activity when a 
two-week Purchasing Seminar 

Prominent purchasing agents and specialists from in- The Seminar will be heid in Michigan State's beautiful ° 

dustry and the Michigan State University faculty will Kellogg Center for Continuing Education This modern program begins on November 18. 

lead the two week seminar. A sound education in the busiding contains housing facilities for participants. as well 


fundamentals of industrial purchasing will be offered a2 meal and meeting room accommodatiwns All classes 
for those entering the purchasing field or for those except the field trips will be heid at the Center 


OS I eae What’s behind this seminar 


sesuisigatten uid Wine. ane gual dnomamens ott Mntaede makes it more than just a news 


The ° ; ia 
Suuien tonne eames cee acai inbibaieneamen ae item. It’s a cooperative program 
intervening week of Thankagiving unscheduled ° s 
a a Group dinners on November 18 ad December 6 are to integrate theory and practice 
included the fee Other a u - 
ee Kellogg Canter State Roum or Cafstera ot « reansnhl that may well be one of the best 
Peter Silas th ak Ro Seta Senay cost 


_ ' moans of its type in the country. ; 
So diene tees Michigan State offers, as a part 
College of Business and Public Service of its business administration cur- 
sii aaaateactaiatel riculum, an opportunity for stu- 

dents to major in purchasing. 

Judging by the job opportunities 

for graduates with this major, the 

Michigan State program is a big 

Program for the seminar shows wide variety of subjects covered. success. For graduate students 

there are also more advanced 

courses in purchasing and materi- 
als management. 

Two other programs, an evening 
course and the new purchasing 
seminar, represent the cooperative ° 
effort of various local purchasing 
agents associations and MSU’s 
College of Business and Public 
Service and its Continuing Edu- 
cation Service. 
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Purchamng Agents Assocation of Central Michigan! College of Bumness and Puble Service Contramng Educatwe Seriwe 
Michigan State Umvernty/ Kast Lennng 











Kellogg Center for Continuing Education extends its educational facilities 
to 60,000 people each year, accommodates 400 educational conferences. 


Associations Cooperate 


For all of these courses, the lo- 
cal association members cooper- 
ate. At the last session of each 
class, members give a talk on 
some practical aspect of purchas- 
ing. The associations also provide 
field trip programs for purchasing 
students, contribute to a scholar- 
ship, and invite professors who 
teach purchasing td district con- 
ferences. One association has hon- 
ored an associate professor at 





Purchasing Profession 


MSU by appointing him co-edu- 
cation chairman, which carries 
with it a membership on the 
board of directors. 

Michigan State: 

Provides purchasing graduates 
for business. 

Offers basic and advanced 
courses in purchasing for pur- 
chasing personnel in the Lansing, 
Saginaw, Grand Rapids and Ber- 
ton Harbor areas. 

Provides facilities for some of 
the local association meetings plus 
certain district meetings. 

Pays staff members’ N.A.P.A. 
memberships plus some of their 
expenses for research and travel. 

Fortunate indeed are the Cen- 
tral Michigan association and the 
university to have a young associ- 
ate professor of management, Dr. 
John H. Hoagland, whose enthusi- 
asm for purchasing knows no 
bounds. To the success of the co- 
operative program he contributes 
his time, research, vigorous lead- 
ership and a background of busi- 
ness and education that reads like 
“Who’s Who in America.” “I can 
not over-emphasize,” Dr. 
Hoagland, “the need to develop 
competent faculty personne] in all 
areas of business, and particularly 
in the area of purchasing.” 


says 


Top Notch Teacher 


When local associations and 
universities get together for a co- 
operative program of purchasing 
education, the question invariably 
“Who should teach the 
course?” Some associations have 
felt purchasing agents should 
teach purchasing courses. Dr. 
Hoagland comments on this: “It 


arises, 
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Michigan State’s Beaumont Tower 
—symbol of higher education. 


Purchasing Agent Leonard Butters, Union Steel Products Company, Albion, 
Michigan escorts a group of M. S. U. students on a purchasing field trip. 


seems to me that our best ap- 
proach is to help educate the 
teachers or professors who are 
making education their life career. 
They, in turn, should carry a 
much more lasting and greater in- 
terest in the field than the pur- 
chasing agent, whose main occu- 
pation is not teaching. This obvi- 
ously takes time, but I believe it 
is for the greatest good in the long 
run.” 

The purchasing seminar is the 


newest venture in the Michigan 
State-local association cooperative 
programs to bring a sound educa- 


tion in industrial purchasing to 
those entering the purchasing 
field or those who wish to review 
and expand their knowledge of 
purchasing. Experience in such 
programs will lead to progressive- 
ly better ones, for there’s an at- 
mosphere of purchasing here 


that’s hard to beat. 
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Contract Stipulations Sometimes 


Limit Seller’s Liability 


If you buy something that’s defective and it damages 
someone, who's liable--you or the manufacturer? 


The answer depends on the contract stipulations. 


P auntep ON the face of in- 
voices of a manufacturer of oil 
well equipment was, “Under no 
circumstances are we responsible 
for any damages beyond the price 
of the goods. No damages or 
charges of any kind either for 
labor, expenses or otherwise, suf- 
fered or incurred by the customer 
in repairing or replacing defective 
parts or occasioned by them, will 
be allowed.” 

This disclaimer of liability fol- 
lowed the statement, “All goods 
and materials are carefully tested 
and inspected before leaving the 
point of manufacture. The only 
guarantee that is given by us or 
for which we are in any way 
liable is to replace such goods 
as prove defective when used for 
the purpose for which manufac- 
tured f.o.b., at point of delivery 
to carrier of goods being replaced 
or allow credit for such goods at 
our option.” 

For use in sinking sixteen wells 
in southern California to a ten 
thousand foot depth an oil com- 
pany purchased from this manu- 
facturer double suspension plugs. 
These plugs from which is sus- 
pended the oil well tubing, are a 
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by Albert Woodruff Gray 


doughnut shaped outer plug tap- 
ered on the outside to fit the tub- 
ing head and on the inside to hold 
a smaller tapered plug which in 
turn is screwed to the top of the 
tubing. Three of these plugs failed 
to hold and in each instance the 
tubing dropped to the bottom of 
the ten thousand foot well hole. 


Limited Liability? 
In its defense to the suit by this 
oil company for damages the 


equipment manufacturer set up 
this written limitation of its liabil- 







This clause says we 
have no recourse. 


ity. In affirming a judgment 
against the manufacturer the Cali- 
fornia court said of disclaimers 
of this character, 

“In cases where the public in- 
terest or some statutory prohibi- 
tion are not involved it is per- 
missible for a party to contract 
to absolve himself from liability 
for future negligence. Neverthe- 
less the law does not look with 
favor ‘upon attempts to avoid 
liability or secure exemption from _ 
one’s own negligence and such 
provisions are strictly construed 


That new machine we bought 
just injured someone. 


WITH THE PROPER CONTRACT STIPULATION, 
IT'S POSSIBLE FOR A SELLER TO SOMETIMES EVEN ‘EXEMPT 
HIMSELF FROM HIS OWN NEGLIGENCE. 
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Dollatwise buyers 
Save money with 


NN. j a a oO 


THE BALANCED TOWEL 





}—=-.| You can save money with any Nibroc towel. 
With Nibroc in the natural shade, of pure cellu- 
| lose fibre...in multi-fold and single-fold. With 
|, : Nibroc white, in the new “white magic” finish 
—— ...in multi-fold and C-fold. 


Perfect balance in absorbency, wet strength, softness, 


reduces waste—lowers cost. New delayed action dis- 
penser cuts usage—up to 20%. When bought with 
Sofwite” and Softan™ Toilet Tissue the unit price is less. 
Result: Even more savings! Ask, too, about Nibroc indus- 
trial wipers, windshield wipers, cabinets. 

Look under “Paper Towels” in Yellow Pages for name 
of nearest distributor. Or, write Dept. GN-2, Boston. 





BROWN |i COMPANY 


150 Causeway Street, Boston 14, Mass. 
Mills: Berlin & Gorham, New Hampshire 
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against the person relying upon 
them. It is also well settled that 
a document is to be construed 
strictly against its drafter.” 

Then referring specifically to 
the provisions disclaiming all 
liability endorsed on the invoices, 
the court added, “In the event 
imperfections in the goods escape 
detection despite careful testing 
and inspection the language an- 
nounces that the manufacturer’s 
responsibility shall be restricted 
to replacement of the defective 
goods or the amount of the pur- 
chase price. 

“In short, having warranted 
that its goods are carefully tested 
and inspected and no specific dis- 
claimer of express or implied 
warranties appearing, this lan- 
guage is clearly designed to pro- 
tect the manufacturer from the 
measure of damages flowing from 
breach of warranty by limiting 
its liability to the price of the 
goods sold. But the manufac- 
turer’s liability in the instant case 
is predicated not alone on breach 
of warranty but on negligence, 
which proximately caused the 
damage here sustained. 

“The main problem is whether 
there is any clear indication that 
the manufacturer was attempt- 
ing to shed its ordinary responsi- 
bility to a customer by exempting 
itself from the consequences of its 
own fault. 

“The language falls far short of 
manifesting that it was the intent 
of the parties that the manu- 
facturer was to be relieved of its 
own negligence. Certainly there is 
no mention of negligence nor a 
clear and explicit indication that 


It’s legal for a seller to make provisions limiting his 
liability for negligence. However there are restric- 
tions on what the seller can state in the provisions: 
the law wants to protect others against unreason- 


able danger. 


the manufacturer was attempting 
to relieve itself from the conse- 
quences of its own fault. As 
author of the words employed the 
manufacturer had it in its power 
to relieve itself from all obliga- 
tions or liabilities including that 
of negligence by the use of proper 
language.” ; 
Buyer Liability 

In contrast to the circumstances 
surrounding this sale and use of 
oil well equipment is a recent 
decision by the Supreme Court 
of New York State. It involved 
the sale of electrical equipment 
in which‘ there had been sur- 
charged in red ink across the face 
of the orders, “Read carefully 
conditions on back of this order,” 
with the further direction, “Furn- 
ish and deliver materials billed, 
subject to conditions on the back 
of this order.” ° 

On the back of the order was 
endorsed, “In consideration of this 
order the seller-agrees to save us 
harmless from all claims for per- 
sonal injuries on the part of him- 
self or his employees while on our 
premises in carrying out the work 
called for herein whether or not 
such injuries are attributable to 
our negligence.” 

In repairing a steamship along- 
side the premises of the purchaser 
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a workman was injured. Here the 
purchaser of this equipment set 
up this release in its defense. In 
its decision that the purchaser 
was absolved of any liability for 
damages for the injury of this 
workman which under this agree- 
ment were chargeable against the 
seller, the court said, 


“It is a general principle of law 


. that a perso may by agreement 


exempt himself from his own 
negligence, the only requirement 
is that the language of the agree- 
ment must be clear and un- 
equivocal. This is plain, clear and 
unambiguous language and must 
be given a plain meaning.” 

In another instance a limitation 
of this character was contained in 
a contract for the purchase of a 
motor coach. When suit was 
brought for damages from a fire 
when the gasoline tank became 
free of its supports, dragged on 
the ground and was ignited by a 
spark from contact with the pave- 
ment the manufacturer interposed 
the provision in the purchase con- 
tract. 


Liability Under Warranty 


“Standard Warranty. We war- 
rant each bus manufactured by 
us to be free from defects in mate- 
rial and workmanship under nor- 
mal use and service. Our obliga- 
tion under this warranty being 
limited to making good at our 
factory any part or parts thereof, 
including all equipment or trade 
accessories except tires, supplied 
by the truck manufacturer, which 
shall within 90 days after making 
delivery of such vehicle to the 
original purchaser or before such 
vehicle has been driven 4,000 
miles, whichever event shall first 
occur, be returned to us with 
transportation charges prepaid- 
and our examination shall dis- 
close to our satisfaction to have 
been thus defective, this warranty 
being expressly in lieu of all other 
warranties, express or implied, 
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Getting more service hours per dollar 





HOW TO BUY 
FLEXIBLE METAL HOSE 


3 simple steps can help you select metal hose 
for best results and longer service life 


The important job of selecting the most economical, the 
one right flexible metal hose for your product or trans- 
fer problem can be greatly simplified by following 
these 3 steps: 


4 Send exact specifications 
Complete and exact statement of operating conditions 
will go : ir in saving you money on flexible metal hose. 
First, it assures you that the connector you get will 
live up to your expectations. And, second, that manufac- 
turers won't bid on hose that’s “over-engineered.” You'll 
save in the long run because you'll get the right assem- 
bly tor every job. 
Here is the information we need before we can give 
you our best suggestions: 


A PHYSICAL REQUIREMENTS: 
1) Over-all length (including fittings) 
2) Diameter (1.D. and O.D.) 
3) Fittings—size, type, style of thread 
4) Tolerances pe rmitted 
5) Quantity required 


OPERATING REQUIREMENTS: 

1) Material to be conveyed 

2) Operating pressure $- is there shock? 

3) Operating temperatures 

4) Movement—lateral and longitudinal 

5) Vibration conditions? 

6) Expansion and contraction re quireme ntsP 
7) Corrosive atmosphere? 


Send sketch of proposed installation if available. 


BASIC TYPES 





CORRUGATED and 
STRIP-WOUND. In a 
wide range of sizes 
and styles in any 
workable metal: 
Bronze, Brass, Alumi- 
num, Stainless Steel. 
Various fittings. 


Information Write No. 
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2 Use standard metal hose where possible’ 

Many standard connectors have been developed to 
meet problems common to many finished products—i.e., 
vibration. Often a standard metal hose will answer your 
needs as well as a special item could. We can often save 
you money if we know operating requirements. 


3 Call the Man from Anaconda to help you 
select, specify, test 


When se lecting or specifying flexible metal hose, you'll 
find American’s staff of trained engineers of invaluable 
assistance. Their advice and suggestions may help you 
solve or avoid many costly problems. 

NEW INFORMATION 

American Flexible Metal Hose and Tubing Catalog 
puts all the information you are looking for—both tech- 
nical and general—at your fingertips. Get your copy— 
today, free of charge. Mail coupon below. 58166 


gEVER CONNE 
vt ORS myst move 


AMERICAN 


aA y FLEXIBLE METAL HOSE AND TUBING 


\ an ANACONDA product 


THE AMERICAN BRASS COMPANY 
American Metal Hose Division, Waterbury 20, Conn. 


Please send me your free, 60-page Cat ilog G-560 con- 
taining basic information on all types of metal hose and 
tubing. fittings, ete. 


NAME & TITLE 
ADDRESS 
COMPANY 


CITY, ZONE, STATE 


Bed 
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and of all other obligations or 
liabilities on our part and we 
neither assume or authorize any 
other person to assume for use 
any liability in connection with 
the sale of our vehicles.” 

In a recent decision of this 
action the Federal Court ruled 
that in spite of the negligence of- 
the manufacturer no_ lawsuit 
could be maintained in the face of 
this contract provision. 

“In making the warranty the 
selier may put any limitation he 
chooses on the character of the 
warranty or the time during 
which it is to remain in effect and 
the measure of his responsibility 
on the warranty is fixed by its 
terms. 

“Where a vehicle is sold under 
a limited warranty the purchaser 
cannot insist on any warranty 
other than that expressed in the 
contract, so a contact providing 
for certain warranties and ex- 
pressly excluding all other war- 
ranties express or implied, has 
been held to exclude any war- 
ranty that an article sold shall 
be fit for a particular purpose in- 
tended by the purchaser. 











“Just sign the dotted line, sir, and [ll get out of, er . . 


94 





“Since no lawsuit can be main- 
tained in this instance for breach 
of an implied warranty by reason 
of the excluding provisions con- 
tained in the purchase agreement, 
the purchaser must recover, if at 
all, on the ground of negligence. 
There is no doubt that there is 
set forth actionable negligence. 
The only question is whether the 
seller could and did by its con- 
tract relieve itself of liability for 
negligence to this 
buyer.” 


particular 


In conclusion the court said, 
“There is no rule of public policy 
which invalidates provisions limit- 
ing liability for negligence or 
otherwise, as between the buyer 
and the seller. The buyer is under 
no compulsion to buy from a 
seller. And if the buyer desires to 
buy from the seller the buyer 
has a choice of accepting the 
seller’s terms or going elsewere. 
It is my judgment that the pro- 
vision of the ‘Standard Warranty’ 
expressly releasing the seller from 
all other obligations or liabilities 
on our part’ is all inclusive, em- 
bracing any claims which might 





. your hair.” 


arise either for breach of war- 
ranty or breach of duty based on 
negligence.” 


A Recent Case 

In a suit before the Federal 
Court in Iowa for decision a few 
months ago, brought against the 
Allis Chalmers Mfg. Co., it was 
claimed that this company was 
liable for injuries suffered by an 
employee of the Iowa Public 
Service Company in the operation 
of switch gear equipment, which 
had been installed by the com- 
pany. . 

This contract provided in part, 
“The liability of the company 
arising out of the supplying of 
said apparatus or its use, whether 
on warrants or otherwise, shall 
not in any case exceed the cost 
of correcting defects in the ap- 
paratus as above set forth. The 
company shall not in any event 
be liable for indirect or 
quential damages.” 
the court said 
of the exceptions to this rule per- 
mitting agreements for the ab- 
from liability for neg- 
ligence, that, 

“A bargain for exemption from 
liability for the consequences of 
negligence, not falling greatly be- 
low the standard established by 
law for the protection of others 
against unreasonable risk of harm, 
is legal. 


conse- 


-In its decision 


solution 


“A bargain for exemption from 
liability for the consequences of 
a wilful breach of duty is illegal 
and a bargain for exemption 
from liability for the consequences 


of negligence is illegal, if 


“(a) The parties are employer 
and employee and the bargain re- 
lates to negligent injury of the 
employee in the course of the em- 
ployment. 


“(b) One of the parties is 
charged with the duty of public 
service and the bargain 
to negligence in the performance 
of any part of its duty to the 
public for which it has received 
or been promised compensation. 

“(c) A bargain by a common 
carrier or other person charged 
with a duty of public service limit- 
ing to a reasonable agreed valu- 
ation the amount of damages re- 
coverable for injury to property 
by a not wilful breach of duty, 
is lawful.” 


relates 
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from 
’ paper mills... cotton pickers 


Torrington makes the right anti-friction bearing 
for every basic need! 


It may be self-aligning Spherical Roller Bearings in a paper machine producing record tonnages. Or compact, 
high-capacity Cam Follower Needle Bearings activating the intricate mechanical fingers that take the back- 
breaking work out of cotton picking. 


Between these two examples lie all kinds of requirements. To meet the broad range of needs, Torrington 
makes every basic type of anti-friction bearings. 


This wide range of experience enables you to rely on Torrington for engineering recommendations 
based on your specific application requirements. Your Torrington representative has valuable experience— 
rely on him for assistance. The Torrington Company, Torrington, Conn.—and South Bend 21, Ind. 


TORRINGTON BEARINGS 


District Offices and Distributors in Principal Cities of United States and Canada 


SPHERICAL ROLLER + TAPERED ROLLER + CYLINDRICAL ROLLER + NEEDLE + BALL + NEEDLE ROLLERS + THRUST 
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New Concept in Metal Joining 


Manual joining of two pieces of aluminum sheet is 
begun by heating area surrounding joint to 810 F. 


InterAct wire is moved along the interface of the 
joint. Reaction temperature is below melting point. 


Seconds after reaction temperature is reached, the 
reaction is completed. Joint is then washed off. 


) 


Ir IS now commercially feasible to join non- 
ferrous metals to each other at low temperatures. 
A new non-ferrous metal joining material and 
the process by which it is used makes this pos- 
sible. The joining material, called InterAct, is 
a product of Intertectics, Inc., Bedford, Ohio. 

The joining process does not involve welding, 
soldering or brazing. However, it creates a per- 
manent metallurgical bond which in most cases 
is stronger than the metal being joined. The 
process forces actual chemical ion exchange be- 
tween the metals. 

The metals being joined don’t have to be 
similar in type of analysis. 

Since the reaction takes place at a temperature 
lower than the melting point of either metal, 
deformation is held to a minimum. 

Chemically, the joining material is a reaction 
eutectic. A reaction eutectic is a material which, 
when heated, in contact with similar and dis- 
similar metals, reduces the surface oxide layer 
of the metals and causes them to flow together 
at temperatures lower than the melting point 
of either metal. 

The joining material forms a permanent joint 
between all non-ferrous metals (excluding those 
which have high silicon or nickel contents) and 
certain metals in the so-called “rare earth” 
family. 

Joining can be done manually or automatically. 
Manual joining of two aluminum sheets is shown 
here. 
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The completed joint represents an actual chemical 
union between the two pieces of aluminum sheet. 
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PD TOLERANCE CONSUMED 
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Typical illustrations from new SPS booklet show effect of lead error on PD tolerance, explain 


why plus and minus errors do 


not cancel and why lead error is not necessarily progressive. 


Lead error: what it is; how to 
detect it— new SPS booklet tells all 


A lead error of only .002 in. within length of thread engage- 





ment increases the effective diameter of a Class 3A 4-20 
screw so that it will not go into its tapped hole. Smaller errors 
in lead—say .001 or .0005 


smaller diameter screw threads. Lead error accounts for over 


can play equal havoc with the 


50°, of today’s thread assembly problems, causing rejects, 
production delays, and excessive wear on power wrench- 
ing tools. 


SPS has prepared a new booklet on this important but little- 
understood subject that should be helpful to anyone making, 
buying or using threaded fasteners. It explains the anatomy 
of lead error, its mathematics, its common causes, and the 
means for detecting and preventing it. Exposed are such falla- 
cies as the theory that plus and minus lead errors cancel (they 
add) or that most lead error is progressive (it’s mainly erratic). 


All SPS UNBRAKO socket screw products are made to a true 
Class 3A fit with precisely controlled lead. Complete stocks 
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are carried by industrial distributors. Unbrako Socket Screw 
Division, STANDARD PRressep STEEL Co., Jenkintown 31, Pa. 


Form 2294: “A New Look at Lead 
Error — Thread Tolerance Thief No. 
1." 16 pages with many illustra- 
tions. Write for free copy today. 
TL 


We also manufacture precision titanium fasteners 
write for free booklet 


Jenkintown - Pennsylvania 


Standard Pressed Steel Co. « The Cleveland Cap Screw Co. « 
Columbic Stee! Equipment Co., Inc. © Nutt-Shel Corporation « SPS 
Western © Standco Canada itd. ¢ Unbrako Socket Screw Co., Ltd 
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Ceiling’s the limit... 


with Hinde & Dauch boxes. How do your boxes 
stack up? Sturdy H & D boxes have stacking 
strength built in. They stand straight. For top 


to bottom product protection, better see H & D 


_HINDE & DAUCH 


Division of West Virginia Pulp and Paper Company 


Authority on Packaging « Sandusky, Ohio 
1S Factories ¢ 42 Sales Offices 
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Tool Mist Unit Increases 
Cutting Life 


A mist coolant system is avail- 
able for use on drill presses, 
lathes, grinders, milling machines 
or other types of machines that 
require a coolant. It has a control 
valve with needle adjustments to 
regulate the flow of both air and 
liquid. Manufactured by Wesco 
Tool & Mfg. Co., 2820 San Fer- 
nando Blvd., Burbank, Calif., the 
system makes it possible to apply 
coolant in combination with air 
in such a way that the coolant 
dissipates in the air, eliminating 
need of a -coolant pan. This has 
opened a new field for dry opera- 
tion machines. : 
Write No. 31 on Inquiry Card—Page 32 


Long-Wearing Flooring 
Material 


An extremely tough, long-wear- 
ing, trowel-applied flooring ma- 
terial is available from Selby, 
Battersby & Co., 5210 Whitby 
Ave., Philadelphia 43, Pa., in 9 
colors and more than 40 formula- 
tions. The material is a laboratory 
controlled formulation of mag- 

(Please turn to page 102) 
For More Information Write No. 212 
on Inquiry Card—Page 32> 
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Threads 


Om mu, 


'Ca TIONS 


in APPLIANCES 
“Chinen, 








Without SCR ADS not one of these products for 
modern living would be possible. And, only aps generate 
internal screw threads with the speed and precision demanded 
by modern production methods. 

But, today your precision tapping jobs cannot be entrusted to 
just any tap. Your taps must be backed by precision engineering, 
precision measuring tools and time earned know-how. There is 
a big difference in using just any taps and using TAPS by 
GREENFIELD. 


GREENFIELD tor ana vie conr. 


GREENFIELD, MASS. 
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CDF PRODUCTS OF TEFLON 


CDF produces an unequalled range of electro- 
mechanical parts of Teflon*--such as spaghetti 
tubing, glass-based laminates, flexible insulating 
tapes, sheets, rods, tubes, and finished parts. Now 
also available: cementable Teflon in supported 
and unsupported forms; can be cemented to itself 
and to most other materials with commercial ad- 
hesives. If you have a potential use for a product 
made from unsupported or reinforced Teflon 
from tapes to high-heat-resistant printed-circuit 
laminates your CDF sales engineer is the man to 
call. Meanwhile, write for the new CDF Teflon 
Folders. 


Heart of the best printed circuits — 


CDF METAL-CLAD LAMINATES 


Printed-circuit dependability begins at the base, 
and that’s where CDF excels. Only CDF offers the 
combination of Teflon* resin and woven glass 
cloth for use under sustained temperatures of 
200° C. In addition, CDF offers a full range of 
metal-clad laminates to meet every known demand 
of printed circuitry. High foil-bond strength with- 
stands soldering heats, reduces assembly rejects. 
Full line of metal-clad grades woven-glass and 
paper-base with Teflon*, epoxy, and phenolic 
resins. Assembly costs go down when the job is 
done on CDF Metal-Clads! Write for CDF Metal- 


Clad Folder. 


* > * > "4 j > . > rie > »8j . 
duPont trademark for its tetrafluoroethylene resin *duPont trademark for its tetrafluoroethylene resin 














CDF DILECTO LAMINATED PLASTICS 


Resins available in Dilecto. 
Phenolic Epoxy 
Silicone Melamine 


for electrical and mechani- 


cal applications Polyester 


Teflon 
DILECTO®, made in scores 
of .grades, is the highest- 
quality laminated plastics 
made for rigorous duty in 
electrical, electronic, and 
mechanical equipment. 
Characteristics vary with 
the grade, so get the expert 
assistance of your CDF sales 
engineer. 


Bases for Dilecto: 
Woven Glass Fabric Glass Mat 
Woven Nylon Fabric Asbestos Mat 
Woven Asbestos Cotton Mat 
Fabric 
Woven Cotton 
Fabric 


Paper (either 
cellulose or 
asbestos) 


CDF gives fast technical and delivery service 
on sheets, tubes, rods, or complete fabricated 
parts of Dilecto plastics. Write for Catalog D-55-B. 

*duPont trademark for its tetrafluoroethylene resin 











PLASTICS 
FABRICATION 
BY CDF SAVES 
YOU TIME, 
MONEY, WORRY 


Let CDF’s well-equipped machine shops assume 
the complete responsibility for delivery of plastics 
and/or fibre parts on time and as specified. No 
time is lost at CDF between raw-material pro- 
duction and final fabrication; in fact, special pro- 
duction runs are often scheduled to coincide with 
machining, to save the customer money on finished 
parts. When you let CDF do it for you, there’s 
no problem of shortages, rejects, waste. Undivided 
responsibility pays off for you! 


CDF HIGH-HEAT 
ELECTRICAL 
TAPES 


Flexible insulating tapes for hand or automatic 
winding, made of silicone rubber, silicone varnish, 
Teflon*, and Micabond, with and without back- 
ings. Color identification CDF tapes of unfused 
Teflon are made in twelve colors for circuit 
identification. Call your CDF sales enginee7, 
or write for test samples. 


“duPont trademark for its tetrafluoroethylene resin 
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DIAMOND VULCANIZED FIBRE 


keeps costs down 


Known for over sixty years as the standard of quality in fibre, 


Diamond® Vulcanized 


Fibre is made in many grades (bone, 


fish-paper, trunk, commercial, built-up) and is available in sheets, 
rods, tubes, strips, rolls, or formed specialties. Write for Catalog 


DVF-55. 


L 0 W- C 0 S T V U L C 0 l D Resin-impregnated Fibre. 


Vulcoid (made only by CDF 


combines the desirable electrical 


properties and mechanical adaptability of vulcanized fibre with 
the great moisture-resistance and dimensional stability of phenolic 
laminates. UL-approved as Class A insulation in electronic equip- 


ment. Write for Bulletin V-55. 








CDF CELORON 
MOLDED PRODUCTS 


Celoron is a molded-macerated and/or combin- 
ation laminated base bonded with phenolic resins. 
High strength, long life, and low cost are the 
characteristics of molded electro-mechanical parts 
made from CDF Celoron®. Its good electrical 
properties make Celoron an ideal molded insulator, 
while its high mechanical strength makes it an 
excellent material for gears, couplings, intricate 
static-free loom parts, etc. Get samples and Cat- 
alog C-56 by writing to CDF or asking your CDF 
sales engineer. 





For a better motor or generator— 


_ CDF MICABOND 
INSULATING PARTS 


CDF mica V-rings and slot linersinsulate America’s 
best-selling motors and generators. Finest-quality 
mica splittings insure highest heat-resistance and 
insulation under severe operating conditions. 

Forms of Micabond® available: Sheets; Tubing: 
Tapes (with backings of cotton, silk, paper, woven 
glass, and Mylart polyester film; Fabricated Parts 
of various shapes. CDF supplies and fabricates 
Micabond to your strictest specifications—on 
time and at low cost. Call your CDF sales engineer 
or write for samples of Micabond and Catalog 


M-55. 


tduPont trademark 














BALTIMORE 14,.MD_ NOrthfield 5 
2451 s Road 
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THERE’S A CDF SALE 
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S OFFICE NEAR YOU 
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NEW YORK DISTRICT SALES OFFICE 
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CONTINENTAL-DIAMOND FIBRE 


A SUBSIDIARY OF THE -A¥m4/ COMPANY 


NEWARK 41, DELAWARE 
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The cause of a big failure is often very small. 


The live fibers in Western felts resist wear, age, 
and weather. They never fray or ravel. As long as 
your machine lasts, they will be there, performing faithfully. 


Felt carries only clean filtered oil to all bearing surfaces. 
Used as a seal, felt keeps oil in, and dust out . . . permanently. 


Our 57 years of experience is ready to help you. 
Your inquiry will place one of our Sales Engineers 
at your service. Write today. 


NOTHING PROTECTS MOVING PARTS LIKE FELT 


WESTERN 
Wt. 
| CO” WORKS 


4021-4139 Ogden Ave., Chicago 23, Ill. 


— r~—*n 


| LOOK 
Branch Offices || __ in the in Principal Cities 
Yellow Poges’ 
= 
.. 2) 


MANUFACTURERS AND CUTTERS OF WOOL FELTS 


For More Information Write No. 214 on Inquiry Card—Page 32 





Products 





(Continued from page 98) 


nesium oxychloride cement. It 
provides durable, resilient, slip- 
resistant floors in _ industrial 
plants, warehouses and other 
establishments. It can be applied 
over wood, concrete or steel and 
is an economical flooring material 
for both new installations as well 
as for resurfacing old floors. 

Write No. 32 on Inquiry Card—Page 32 


Attachment Integrates 
Truck with Conveyor 


A rider-walker lift truck with 
an attachment to integrate the 
unit with conveyor lines carrying 
bulky, fragile materials is on the 
market. The unit is a high lift 
platform equipped with a swing- 
ing boom. Attached to the boom 
is a one-half ton capacity hoist. 
The boom slews through 180 de- 
grees, permitting positioning of 
the hoist over a conveyor line on 
either side of a truck. The Ma- 
terials Handling Division of Yale 
& Towne Mfg. Co., 11,000 Roose- 
velt Blvd., Philadelphia 15, Pa., 
developed the attachment. 

Write No. 33 on Inquiry Card—Page 32 





You need only one card 
to request additional in- 
formation on any item in 
this issue. Use the reader 
service page 32. 
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Inspection Glass 
Magnifies Three Times 


S 


A newly introduced spectacle 
loop, called the 3 D 3 Opticaid, 
is designed for industrial use 
where high magnifying power at 
a comfortable working distance is 
wanted for inspecting production 
output, precision parts or ex- 
amining delicate operations—all 
at convenient arms length with 
both hands free to work. It mag- 
nifies 3 times and has separate 
lenses for each eye. It gives 
greatly magnified vision in three 
dimensions with needle sharp 
clarity. The manufacturer is Ed- 
roy Products Co., 480 Lexington 
Ave., New York, N.Y. 

Write No. 35 on Inquiry Card—Page 32 


Machine Accurately 


Cuts Off Tubing 


Walter P. Hill, Inc., 22183 Tele- 
graph Rd., Detroit 19, Mich. has 
designed a fully automatic cut- 
off machine to produce accurate, 
burr-free lengths of non-ferrous 
tubing at extremely high pro- 
‘duetion rates. For example, it 
will cut off 7” lengths of 2” diam 
copper tubing at the rate of 2,000 
pieces an hour. The length di- 
mension on the cut-off parts is 
consistently held to within less 
than 0.010”. Additional attach- 
ments for the machine provide 

(Please turn to page 106) 
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"Fe lahe 
better 


e HEAT RESISTANCE 

e ARC RESISTANCE 

e STRENGTH & WEAR RESISTANCE 
© STABILITY 


in molded 
electrical 
parts? 


Today’s new Ace Hard Rubber 

compounds are far more than “just good 

insulators” in electrical-mechanical parts. 

Look at these representative values: 

Tensile strength to 10,000 psi, moisture 

absorption as low as 0.04% , power factor 

0.006; arc resistance as high as 190; 

dielectric strength to 600 v/mil; surface 

resistance over 10° megohms; heat n 

resistance to 300 deg. F. Compounds ACE 

can be blended to give just the right dielectrics: 

combination of properties for each 

job...economically, too, because it’s High dielectric 
sheet and extruded 


never necessary to “over-design.” 
) g shapes ideal for © 


Practically any size and shape can myriads of © 
be molded, even with complicated punched or C:) 
inserts. Machinable to close machined parts. 
tolerances, with excellent 
dimensional stability. Why not 
check up on today’s new 
compounds for your designs? 


- 
~ - 
+ 
- 
+ 
= 


* “Z j 
bal j 
- 
| Ate 
: Roe 
i 


Design hints covering wide variety of 
Ace hard rubber, Ace plastics, and 
rubber-plastic blends are available in 80-pg. 
Ace Handbook. Write for your copy today. 


ACE rubber and plastic products 


» AMERICAN HARD RUBBER COMPANY 
S&S 93 WORTH STREET +» NEW YORK 13, WN, ¥, 


For More Information Write No. 215 on Inquiry Card—Page 32 











PUBLIC Office 





\ 


Republic Office Furniture stands up under 
toughest conditions of service. And because it 
is made of steel, it offers many advantages in 
durability, efficiency, convenience . . . and it is 
styled in steel for beauty and comfort. 

Republic Office Furniture is strong, sturdy, 
rigid. It combines smart styling and design with 
simple construction. Full-formed rolled edges 
are attractive, eliminate the tragedy of snagged 
hosiery and splintered fingers. 

And Republic Office Furniture has an 
especially hard finish that resists marks and 


} | ar ———— 
; ' -~ 
; 


Beautiful Finish Resists Mars and Marks for Over-the-Years Economy 


bumps. The handsome finish will not peel, 
chip or flake. Standard finishes are Platinum 
Gray, Willow Green, Sahara Beige as well 
as Neutral Olive Green, Walnut Grain and 
Mahogany Grain colors. 

Republic Office Furniture is made by 
Republic’s Berger Division with nearly 75 years 
of sheet steel manufacturing experience. For 
greater office equipment service, economy and 
satisfaction ... call your nearest authorized 
Republic-Berger Office Furniture dealer—or 
send coupon today. 


REPUBLIC 


7 


STEEL 
® 


BERGER DIVISION 


PuRCHASING 


Equipment Sets 


~e 


M Wolds Wideat Kange of Standard. Stabs 





- the Style in Steel and Service 


REPUBLIC TRANSFER CASES offer businessmen everywhere 
safe, compact, easy to use storage for inactive records 
Heavy-channel frame, reinforced drawer heads, all-welded 
steel construction and a full 25% inches of clear filing space. 


st 


REPUBLIC FILING CABINETS are available in a wide range of styles and 
sizes to meet any office filing requirement. Drawers coast on cradle type 
progressive ball-bearing suspension slides. All steel construction withstands 
exceptionally hard use. See your dealer — or send coupon today. 


STEEL 


and Steck Produca 
CANTON 5, OHIO 


REPUBLIC STEEL DESKS are handsome, smart, with sleek graceful lines, exclusive tapering 
pedestals and “eye-comfort” top. Stick-proof drawers slide silently on nylon glides. All-welded 
construction assures maximum durability and long life. Available in a variety of sizes for 
executive, secretarial and all purpose applications in choice of popular enamel finishes. 


REPUBLIC LIBRARY STEEL SHELVING is dependable, sturdy. It offers con- 
vertible convenience. Shelves can be adjusted to any book height. Other 
Republic Steel Shelving for laboratories, workshops, commercial and 
manufacturing areas. Send coupon for more information. 


REPUBLIC STEEL LOCKERS protect the valuables and personal belongings 
of employees at work in offices, factories, industrial plants. Bonderized 
finish offers economies and savings in minimum maintenance care. Avail- 


able in many types and sizes for every conceivable storage requirement. 


ST a ee ee ee ee ee ee 


REPUBLIC STEEL CORPORATION 

DEPT. C-4620 

3134 EAST 45TH STREET - CLEVELAND 27, OHIO 
[ Desks 

©) Filing Cabinets 


C) Shelving 
DC Lockers 


() Transfer Cases 


Name Title 





Company 





Address 











f------------- 
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LOOKIN’ FOR NUTS? 
7; 


In brass 
and 
aluminum 
nuts... 
you can't 
beat 


Feochex for 


precision and price! 


MASS PRODUCTION FACILITIES 
ASSURE PROMPT DELIVERY OF 
STANDARDS OR SPECIALS AT 
COMPETITIVE PRICES 


If you use nuts... Fischer can mass 
produce them in brass or aluminum 
to exacting specifications. 


Uniform accuracy of Fischer 
“turned” nuts permits new savings 
in assembly or fabricating operations. 
Produced by unique high-speed ma- 
chinery, Fischer precision nuts cost 
no more than those made by less 
accurate methods. 


Fischer nuts are countersunk on both 
sides, tapped square with face to 
Class 2 tolerances, burrless, cleaned, 
degreased and carefully inspected 
before delivery. 


there's no premium | 
for precision 
at 


SPECIAL MFG. CO. 


FISCHER SPECIAL MFG. CO. 

471 Morgan St., Cincinnati 6, Ohio 
Please send me your new 20-page @ 
CATALOG FS-1000 describing 

Fischer precision nuts. 
i 
Company___ 


i 





Products 





(Continued from page 103) 


a fully automated cut-off unit 
that will straighten, temper and 
round-form tubing from coiled 
stock. A hopper feed for long 
tubes up to 20’ long may also be 
had. 

Write No. 36 on Inquiry Card—Page 32 


Vertical Mill Has Right 
Speed for Job 


A vertical mill, in which an in- 
finitely variable spindle speed 
drive makes it possible to set the 
spindle speed exactly to the job 


specifications, is announced by 


Fenlind Engineering Co., 5602 
Pike Rd., Rockford, Ill. Any de- 
sired speed is obtainable from 85 
to 560 rpm in low range and from 
600 to 3,720 rpm in high speed 
range. The variable speed feature 


prolongs tool life and greatly im-. 


proves quality of work. No chang- 
ing of belts or gears is required 
in making a spindle speed adjust- 
ment. The operator sets the range 
selector in low or high range and 
rotates a handwheel control to 
desired speed. Thus adjustment 
time is reduced from about 1/2 
hour to seconds. 

Write No. 37 on Inquiry Card—Page 32 


And it really counts in molding plastic 
parts! Example: it's because Chicago 
Molded is one of America’s largest plastic 
molders, that you get on-time deliveries 
every time . . . more cost-cutting design 
ideas . . . facilities for fast, quality produc- 
tion of anything from the smallest to the 
largest parts made—in any quantity. On 
your next molding job, put size to work 
where it counts. Call: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 
1025 N. Kelmer Ave., Chicage 51, tll. 
Phone: Dickens 2-9000 


For More Information Write No. 218 
on Inquiry Card—Page 32 








FOR MORE INFORMATION 
ON PRODUCTS IN 
THIS ISSUE 
USE INQUIRY CARD 

PAGE 32 





Bands For 
Every Purpose 


ONE PIECE — SEAMLESS 
Outstretch - OQutlast all others 


We’'LL make bands for your 
special needs. All Plymouth 
Standard Bands meet Federal 
Specifications. NATIONALLY 
DISTRIBUTED — AT YOUR 
REGULAR SUPPLIERS. 


PLYMOUTH RUBBER CO., INC. 


Since 1896 
CANTON, MASSACHUSETTS. 




















For More Information Write No. 217 
on Inquiry Card—Page 32 


For More Information Write No. 219 
on Inquiry Card—Page 32 
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| FAC , Copperand Brass... . 
a today’s best metal bargains! 


Competitive analysis of metal costs in 

’ manufacturing “Dishmaster” dish washer 
device switched manufacturer back to 

brighter, more attractive brass and away 

from plated steel and othe: ibstitutes 


PROO » Manville Manufacturing 
a switches back to Brass for 


a better product at lower cost... drops steel! 


The “Dishmaster” made by Manville Manufacturing 
Co. of Pontiac, Michigan, includes many small parts 
again being made of brass. Direct comparison of costs 
with cadmium-plated steel showed that brass was 
once again the bargain buy in metal. For example, 
cost of the retaining ring shown here was reduced 
$11.50 per thousand when the manufacturer switched 
back to brass! Comparable component savings are 
being made all down the line! (Based on October ’57 
costs of brass vs. steel.) 


There’s no excuse for using substitutes for copper 
and brass; the genuine article is today’s best bargain 
. 9 in metals! Your nearest Chase man can show you spe- 
cifically how Chase alloys—made of Kennecott copper 
BRASS & COPPER CO. ; i PI 


‘an fit into your duction pic », Contact Chase 
WATERBURY 20, CONNECTICUT can fit int ye ur prc ducti n I icture ntact Chase 
SUBSIDIARY OF KENNECOTT COPPER CORPORATION locally or at Waterbury 20, Connecticut. 


The Nation’s Headquarters for Brass, Copper and Stainless Steel 
Atlanta Baltimore Boston Charlotte Chicago Cincinnati 


Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis Kansas City, Mo 
Milwaukee Minneapolis Newark New Orleans 


Los Angeles 
New York (Maspeth, L.1.) Philadelphia Pittsburgh Providence Rochester 


St.Louis San Francisco Seattle Waterbury 
For More Information Write No. 220 on Inquiry Card—Page 32 For More Information Write No. 221 on Inquiry Card—Page 32> 
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e-Augusterfer Corporation 


m 
een ae 


for all majo ng 
esda ue brace Pla nt 
under uction i 

ila deiphia - Pipe be ng handled 


Only Yale G-3 Gas 


@ Wide Angle vision | 
@ Fast cycle operation 
© Greater load stability 


Now full visibility, extra wateny and handling speed 
for efficient, big-load operations...at low cost 





Raw materials or finished goods 
‘ —versatile Yale high-capacity 


< _Gas Trucks handle any type load 
wi 


th extra speed, safety and efficiency 


Maximum visibility, easy maneuvera- 
bility, high speeds, safe stability—you'll 
find the combination of all these vital 
features exclusively in new Yale G-3 
Series High-Capacity Gas Trucks. 
Wide-Angle Vision—Yale’s revolutionary 
open-front design reduces frontal ob- 
struction. Upright channels are nested 
—hoisting cylinders wide-spaced — lift- 
ing chains located in front of cylinders, 
out of line of sight. Driver sits high in 
center—has 300% more visibility! 


YALE’ 


*REG.U.S. PAT. OFF 


Fast Cycle Operation—Yale G-3 Gas 
Trucks maneuver quickly into position 
... lift capacity loads at speeds up to 60 
feet a minute...travel as fast as 20 
m.p.h....spot loads accurately. This 
fast, smooth operation keeps materials 
on the move, saves time and handling 
dollars. 


Greater Stability—Low center of gravity, 
broad lifting base, high underclearance, 
side-thrust rollers, wide channel-roller 
spacing, large pneumatic tires — these 


and many other features that assure 
load stability are standard on Yale 
High-Capacity Gas Trucks. 


Yale G-3 Gas and LP-Gas Trucks come 
in capacities of 15,000 to 20,000 Ibs.— 
with fully automatic torque transmis- 
sion, fluid coupling or standard trans- 
mission. Complete line available in ca- 
pacities of 2,000 to 20,000 Ibs. 

Get the full story. Send for your free copy | 


of Bulletin #5230. The Yale & Towne Mfg. 
Co., Philadelphia 15, Pa., Dept. a.o52 


INDUSTRIAL LIFT TRUCKS AND HOISTS 








YALE & TOWNE 


VALE MATERIALS HANDLING DIVISION. THE YALE & TOWNE MANUFACTURING 


GASOLINE, ELECTRIC, DIESEL & LP-GAS INDUSTRIAL LIFT TRUCKS * WORKSAVERS 


WAREHOUSERS * HAND TRUCKS ¢ HAND AND ELECTRIC HOISTS 


2 CO. MANUFACTURING PLANTS: PHILADELPHIA, PA.; SAN LEANDRO, CALIF ; FORREST CITY, ARK, 








Increase Savings 


of Floorspace 


Office equipment represents a sizable portion 
of the dollars spent by purchasing agents, 
while floorspace is becoming increasingly 
more costly. Here are some extremely im- 
portant tips to help you keep up-to-date on 
dual savings possible with the recent innova- 


tions in this field. 


Tovay’s PURCHASING agent 
makes every attempt possible to 
reduce the amount of paperwork 
flowing through his department. 
The redesigning of forms, com- 
bining two or more forms when 
feasible, elimination of some no 
longer serving a worthwhile pur- 
pose; these are all steps which 
the alert P. A. is taking to help 
himself in this effort. 

However, this same P. A. knows 
that he will never eliminate pap- 
erwork entirely so he is also look- 
ing for ways of easier handling 
for the paperwork which he must 
have to function as a profitmak- 
ing department. 

Diebold, Inc., of Canton, Ohio, 
a leading manufacturer of office 
equipment recently introduced a 
new idea in open shelf filing 
which should prove of interest to 
the purchasing man searching for 
cost-saving ideas. 


110 


The new idea is based on a 
modular concept that is expressed 
through an exclusive feature that 
allows for expansion of filing 
space as additional filing space 
is needed; one shelf at a time if 
necessary, Filing capacity of these 
important purchasing records can 
grow and keep step with the com- 
pany’s growth. 

Through an inter-locking sys- 
tem, the open shelf filing units 
can be added side-to-side, top-to- 
bottom, or back-to-back. Individu- 
al units lock together quickly and 
securely to form the solidity and 
rigidity of unified construction. 

Available in two sizes to ac- 
commodate both letter and legal 
size file folders the filing units 
show important savings in space 
requirements. Additional savings 


are possible through the use of 
the basic open shelf filing prin- 
ciple itself. 

Another feature of the Diebold ° 
Open Shelf Filing is a removable 
posting shelf that locks into place 
where it’s needed and when it’s 
needed. The shelf unlocks with 
finger-tip action to transfer to 
other areas, eliminating the con- 
ventional, stationary pull-out ~ 
shelf. 

Filing guides will not pull out 
of position because of a special 
guide channel bar. The guide locks 
securely over the bar yet there 
is no obstruction of free side-to- 
side movement. 

Open shelf filing is particularly 
suited to either middle digit or 
terminal digit filing systems. 


PURCHASING 





HERE'S HOW 


Eastman Tag AL: 


gets faster processing from 


its new ADP order-billing-shipping system 


The Company’s original method involved 
manual calculating, writing, checking, and 
copying operations in various departments 
during normal order processing. Whenever 
changes were incorporated, the entire order 
was reprocessed. Cards were manually key- 
punched for many operations, making sec- 
ondary controls necessary. 


Automated Data Processing eliminated these 
disadvantages. It provided faster processing, 
machine calculation, accuracy, and cost con- 
trol with a minimum of manual operations. 

The new ADP system uses a 9-part Moore 
Production-Acknowledgment-Shipping Order 
as the initiating form. The Order is typed on 


an IBM Typewriter Tape Punch which auto- 
matically produces a by-product punched tape 
for conversion to punched cards. The cards 
prepare all subsequent records. . . including 
the Invoice and Statement. 


The Moore man, using Moore facilities, 
helped the Company’s systems men in the 
scientific design and construction of the forms 
that fit the Automated Data Processing 
system. The Moore forms are: a 9-part 
Speediset Production-Acknowledgment-Ship- 
ping Order; an 8-part Speediflo Invoice Form; 
a 2-part Continuous NCR Statement; an 8- 
part Continuous Marginal Punched Stock 
Goods Order-Invoice. 








If you would like to read the 
details in this booklet, write on 
your Company letterhead to the 
Moore Office nearest you. 


MOORE BUSINESS FORMS 


Inc 


NIAGARA FALLS, N.Y. DENTON, TEX. EMERYVILLE, CALIF, 


Since 1882 the world’s largest manufacturer of business forms and systems. Over 300 
Offices and factories across U.S., Canada, Mexico, Caribbean and Central -America. 

For More Information Write No. 222 on Inquiry Card—Page 32 
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Prominent Users of Strathmore Letterhead Papers: No. 132 of a Series 
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JOHNS-MANVILLE 
cCosrosaTion 


27 FAST 4078 STREET + NEW TORE F4, ML ¥ = TELEPHONE, LEXINGTON 2.7600 


A century of industrial 
leadership is expressed in 
this symbol which will 
keynote the Johns-Manville 
anniversary throughout 1958. 


Progress 
builds on Quality! 


You can tell a company’s character by the letter- 
head it keeps. Johns-Manville, a long-time Strathmore user, for 
example, recently selected still another fine Strathmore paper for 
its anniversary letterhead. Such continuing loyalty is, happily, com- 


mon with Strathmore users—among whom are an extraordinary - 


number of the most distinguished firms in the nation. They remain 
convinced, year after year, that their business correspondence on 
Strathmore is a quality character reference of the most expres- 
sive sort. , 


Johns-Manville protects against fire, weather and wear 
with asbestos building materials...safeguards water supplies with 
asbestos cement pipe...controls heat and cold with insulations, 
motion with asbestos brake lining. Johns-Manville makes homes 
more comfortable and helps industry produce better products for 
better living. 


STRATHMORE LETTERHEAD PAPERS: STRATHMORE PARCHMENT, STRATHMORE SCRIPT, 


THISTLEMARK BOND, ALEXANDRA BRILLIANT, BAY PATH BOND, STRATHMORE WRITING. . 


STRATHMORE BOND. ENVELOPES TO MATCH CONVERTED BY OLD COLONY ENVELOPE CO: 


STRATHMORE THIN PAPERS: STRATHMORE PARCHMENT ONION SKIN, STRATHMORE BOND 
ONION SKIN. STRATHMORE BOND AIR MAIL, STRATHMORE BOND TRANSMASTER, REPLICA 


GJ. 
TRATHMORE 


MAKERS OF FINE PAPERS 
STRATHMORE PAPER COMPANY, WEST SPRINGFIELD, MASSACHUSETTS 


BETTER PAPERS ARE MADE WITH COTTON FIBER 


For More Information Write No. 223 on Inquiry Card—Page 32 








An improved version of the 
desktop Copyflex machine, the 
Bruning Copyflex Model 110 is a 
product of the Charles Bruning 
Co., Chicago 4, Ill. It features a 
full 11-inch copying width which 
permits copying of all but the 
largest standard worksheets. A 
“touch feed” principle in its de- 
sign contributes to smoother oper- 
ation by allowing feeding of ex- 
posed paper: into the developer. 
slot with a mere touch of the 
hand. The Model 110 makes up 
to 300 letter-size copies per hour 
at a cost for material of less than 


- one cent per copy. Any number of 


copies can be made of the same 
original—all as sharp as the first. 
Write No. 38 on Inquiry Card—Page 32 


“How to Measure your Filing 
Costs and Efficiency” by Reming- 
ton Rand Division of Sperry Rand 
Corporation has a list of 19 check 
points to help management un- 
cover the strengths and weak- 
nesses of the filing operation. A 
reference chart provides at a 
glance the cost of operating a 
four-drawer file, depending upon 
the average salary of file clerks, 
and the average number of files 
handled by each clerk. Revealing 
that the average cost of creating 
the contents of a standard four- 
drawer file cabinet is nearly $10,- 
000, the manual stresses the im- 
portance of determining that full 
value is received from the filing 
system. 

Write No. 39 on Inquiry Card—Page 32 


Cushman & Denison Manu- 
facturing Company, New York 
recently published a completely 
descriptive, fully illustrated eight- 
page, two-color brochure on their 
line of Flo-master felt tip marking 
pens. 

Write No. 40 on Inquiry Card—Page 32 
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‘A beautiful product has a promise to keep” 


“Its performance must match its beauty. W 


apply this principle as much to the papers we 
use as to the products we desigi 


“Naturally 


crispness 


we want the visual be iut' ini 


of cotton fiber 
letterhe ids 


Iness 


paper in our bt 


But its strength ind permanence 


are important to us in drawing, tracing. and 
record-keeping papers as we I] 
‘lough, flexible 


traditional skill and = specialized 


cotton fibs rs, crafted 


| 
with 


mac h nery, 


create papers of balanced quality. Papers that 
as handsomely as they look and feel 


Set rER 


.. 1m business and social stationery, onion 
skin, index, ledger, drawing, tracing and blue 
print papers. 


| Or practical reasons... as well as prestige 


make sure the papers you use are made 


with cotton fiber—25% minimum up to 100‘ 


in the finest grades 


( / Paper’ Manufacturers, 122 E. 42nd St.. N.Y.C. PAPERS 


BETTER PAPERS ARE MADE WITH COTTON FIBER 


LOOK FOR “COTTON” OR 


For More Information 


3, 1958 


“RAG" IN THE WATERMARK OR LABEL 
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The young lady is 
to be commended 


BECAUSE 


REMARKABLE 


RESISTALL |. 


LINEN LEDGER 
IS WASHABLE! 





and withstands all such things as 
hard rubbing without roughening 


the surface . 


. plus 


Resistance to 


Boiling water 

Oil and grease 

Hard handling 

Many alkalis and acids 
Perspiration , 


RESISTALL Linen Ledger is made of 
100% new, white cotton fibers. 
Another famous L. L. Brown quality 
yalue. 


YOURS AT VIRTUALLY 


L. 


NO INCREASE IN COST 


L. BROWN 


Correspondence & Record 


PAPERS, 


| 


Since 1849 


— Adams, Massachusetts 
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Office Equipment 





A full-color, six-page brochure 
is being offered by the E. F. 
Hauserman Company, Cleveland, 
describing the firm’s new mov- 
able interior wall system. En- 
titled, “Horizon” the brochure 
illustrates the system’s complete 
movability and custom selection 
of panel materials, feature inserts, 
modules, post shapes, glass pat- 
terns, and panel colors. 

Write No. 41 on Inquiry Card—Page 32 





“For Building Business ea 
The Elbe File & Bindes* Co., Inc., 
Fall River, Mass., pub@hed an all- 
new, 116 page, loost¥leaf & sales 
presentation oy 4 It lists over 


1500 stock items ; hundreds of 
made-toorder bigers. The fea- 
tures: 1. lusive: tiise-leaf 


planning se fe Helpful idea 
sections for} “office and 
sales efficient ecial sections 
dealing with Sales es s, custom-made 
products, 4 r Bsing specialties, 
business giffeZ-and visual aids; 

eit new stock lines and 


For Building Business with 


e BINDERS 
° FOLDERS 
. PRESENTATIONS | 


| BLISHED — | 
| Just PU caions nee 


ery business need 
Write Todey 


INDER CO., INC. 
‘a a massacostis | 


oo 


a P-2 
For More Information Write No. 226 
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| ENVELOPES 


” Does Your Window 
1 Envelope Pass the 
“Fingernail” Test? 


To make test—tear open window 
envelope and spread flaps. Try 
to get fingernail under window 
seal as illustrated. 


4 y 


fon = Pat en hol k-a> 





* TENSION ENY 





* TENSION ENVELOPES 


* TENSION ENVELOPES 


For More Information Write 


Tension Solid-Seal 


Left: An ordinary window envelope 
won't pass the test. Your fingernail 
snags the unglued outer edge and 
pushes it up. Result—real stuffing prob- 
lems when inserts snag on window |! 


Ordinary Window 


Right: Your fingernail won't loosen 
the window on a Tension Solid-Seal 
because the window seal is smoothly 
and completely glued to the very 
outer edge. And because no excess 
glue is exposed, the body of the 
envelope can’t stick together. No 
snags on meter equipment either. 


GED seat 
° SEAL 


Window Envelope Passes the 
“Fingernail” Test Every Time! 


Tension Solid-Seal Window En- 
velopes give you smooth, snag- 
free hand or machine stuffing. 
Cuts envelope waste. Helps pre- 
vent costly insert slowdowns. 


Available in stock sizes and 
styles. Cellophane and glassine 
windows. Cost no more than 
ordinary window envelopes. 


Send for Solid-Seal 
FREE SAMPLES 
Tension Envelope Corporation 
817 East 19th St. * Kansas City 8, Mo. 
Please send me Tension Solid-Seal En- 
velope Samples. No obligation, of 
course. 


Nome___ Title. 





Firm Name___ 





Address___ 


City___ _Zone___State___ 


Sado13ah 
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PURCHASING 





Neva-Clog Products, Inc., 
Bridgeport, Connecticut is now 
selling a product that will do and 


undo the same thing; staple 


papers or other material together 
and remove the staples when 
they are no longer needed. The 
blade for removing staples is 
retractable and does not interfere 
with normal stapling operations. 
With a flick of the finger the 
staple removing blade snaps into 
position. 

Write No. 42 on Inquiry Card—Page 32 


The Eastman Kodak Company, 
Rochester, New York recently 
published a booklet describing the 
varied uses of photocopying. A 
16-page illustrated -booklet en- 
titled, “Verifax Copying—Versa- 
tile Time-Saver for Busy Offices” 
the publication describes in 
capsule case histories how com- 
panies are saving time and money 
with modern office copying 
systems. 


Write No. 43 on Inquiry Card—Page 32 


A new line of Fiberglas rein- 
forced plastic chairs is now being 
marketed by Tri-Mark Corpora- 
tion of Philadelphia. Features of 
the chair are: availability in five 
colors; foam rubber seat pads; 
legs designed to give the impres- 
sion that they come from the 
chair shell; and the legs also are 
available in black, bronze and 
chrome. 
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THE DESK SET THAT 
WON'T CLOG... 


it's always ready to write! 


If you've ever reached for a desk pen—only to find it empty 
or the point clogged with thickened ink—the Esterbrook 444 


is the answer to your problem. 


It’s the only desk set that keeps up to a 6 month supply of 
ink protected against evaporation from air circulation. 

\nd...at the slightest touch of the point, the exclusive 
magic-meter in the Feed-matic* base instantly feeds the pen 


enough ink to write 500 words. 


There has never been a desk set like the Esterbrook 444— 
always ready to write when needed, protected against drying 
out when not in use. Available in black or high-fashion colors 


only $4.95, 


Lf 


2284 1550 9668 





Magic-meter ii) spill-proof Feed-matic 32 precision points to choose from. 
base feeds just the right amount of Each numbered for sure identification. 
ink to pen instantly at a touch of the Damaged points are replaced immedi 
point. Never clogs. Fingers stay clean. ately for only 60¢ 


® 
Gsterbrook 44.4 2222.0 
Feed-matic Base. 
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Education Stressed by 
New England Association 


- 
it HE DIRECTORS of the New 
England Purchasing Agents As- 
sociation sincerely feel that of che 
several services available to the 
members, none is more vital 
than a purchasing slanted educa- 
tion. Such education gives the 
members worthwhile assistance 
in their work, and draws them 
closer together, say the directors. 

Knowledge of purchasing tech- 
niques, according to the directors, 
comes from studying textbooks, 
listening to word of mouth dis- 
cussions by more experienced 
members, and by hearing talks 
given by specialists in various 
phases of the subject. 

The directors hope to use all 
three methods in presenting their 
1958 program. To open the new 
year they chose a subject all pur- 
chasing people are interested in— 
Ethics. 

The subject was discussed at a 
forum where members’ were 
given a chance to express their 
own views, and to listen to the 
opinions of their fellow members. 
Emphasis was placed on approved 
and disapproved patterns of be- 
havior for both purchasing and 
sales people. The purchasing 
agent’s obligations to his com- 


116 


pany, his suppliers, and to his 
profession ‘were discussed. The 
members also looked into ways 
of combating “sharp practices.” 

At the end of the discussion 
Major George J. Cronin, purchas- 
ing agent for the Commonwealth 
of Massachusetts, gave a brief 
address on ethics. He is well qual- 
ified to speak on the subject. For 
over thirty years he has exempli- 
fied the highest professional 


ideals in the practice of his pro-, 


fession. 

Frank K. Griesinger spoke at 
the dinner following the forum. 
He is associated with the Lincoln 
Electric Company, the world’s 


_ largest manufacturer in the weld- 


ing industry. ; 

A forceful speaker at manage- 
ment seminars, Mr. Griesinger 
has received national recognition 
for his studies in equipment leas- 
ing. In his address he related pur- 
ehasing to some of the fiscal prob- 
lems faced by business in 1958 
and suggested ways to solve them. 


Management Seminar to 
be Held in Boston 


An advanced management sem- 
inar in Industrial Procurement 
and Materials Management is 


Dr. Howard T. Lewis 


being sponsored by the Graduate 
Division of Northeastern Uni- 
versity. 

Conducting the seminar will be 
Dr. Howard T. Lewis, professor 
emeritus, Harvard Graduate 
School of Business Administra- 
tion; and professor of procure- 
ment, Northeastern University 
Graduate School of Business. 

The seminar is designed to help 
the purchasing agent meet the 
new demands of management. 
Realizing that effective materials 
management provides one of the 
most promising methods to meet 
the challenge of increasing comp- 
etition, alert management is 
charging the purchasing agent 
with responsibilities far beyond 
the mere acquisition of materials. 

These new responsibilities re- 
quire administrative knowledge 
and skills which cut across the 
entire organizational, financial, 
and operational phases of busi- 
ness. 

The seminar focuses attention 
on this “forward look” in pro- 
curement, stressing the need for 
a searching re-evaluation of the 
organization and policies of the 
purchasing function. 


For More Information Write No. 229 
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BRING 


The manufacture of fasteners requires 
steel of the most exacting analysis. 
Spring quality steels of just the right 
degree of hardness to permit volume 
manufacture of hundreds of complicated 
and complex shapes. 


Leading fastener manufacturers look to 
Sharon as a first source of supply be- 
cause they have learned they can rely 
on Sharon to deliver finest quality to 
precise specifications — coil after coil. 


SHARON STEEL CORPORATION 


SHARON, PENNSYLVANIA 








MOLDED CASE CIRCUIT BREAKERS | 


YOU GET “EXTRA QUALITY - 
—AT NO EXTRA COST” 
in Industry's Most Complete 


and Diversified Line 


PuRCHASING 





From the smallest circuit breakers for lighting circuit 
protection, through I-T-E’s exclusive Cordons—with 
100,000 amp interrupting capacities—to the many 
special-purpose breakers, such as the 400 cycle, 1000 v 
selective trip breaker designed for Navy use, I-T-E 
molded case circuit breakers constitute industry’s most 
complete line. 

Not only is the I-T-E line the most complete and 
most diversified, but I-T-E’s famed “‘extfa quality—at 
no extra cost” is built into every product which bears 
the I-T-E label. And you can depend on the nation- 
wide network of I-T-E distributors and field engineers 
to give you second-to-none service. I-T-E Circuit 
Breaker Co., Small Air Circuit Breaker Division, 
19th and Hamilton Streets, Philadelphia 30. 


I-T-E CIRCUIT BREAKER COMPANY 
PHILADELPHIA, PENNSYLVANIA 


For More Information Write No. 230 on Inquiry Card—Page 32 
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@ Today, Chatillon is designing and man- 
ufacturing springs of new materials; with 
tolerances so exacting they were consid- 
ered impossible just a few years ago. These 
springs meet the ever-increasing demands 
of our automation age. 


The engineers at John Chatillon & Sons are 
heirs to over 120 years of spring making 
experience and fully capable of filling all 
your spring needs. 


Next time you need springs, contact 
Chatillon. Your requirements will be met 
on time and at competitive prices. Write 


to Dept. P-5. 


For More Information Write 


Manufacturers of Precision Springs and 
Force Measuring Instruments Since 1835. 
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=a: MAK-A-KEY 
va ue Machine 
Key Stock 


Cold Finished 
Zinc Coated 
-000"- +-.003" Oversize 


It Changed Buyers’ Habits 





If you're still buying machine key stock in 12- 
ft. lengths, storing it in steel racks, then moving 
those unwieldy lengths to your production area, 
you're missing a good bet to reduce storage 
and handling costs —save production time 
and lower your key stock inventory. Buy 
Mak-A-Key, the key stock that's packaged in 
convenient 12-inch lengths and can be stored 
close to your assembly area. Just cut file and 
fit. Save time, reduce production steps, 
lower down time. 

STANDARD ASSORTMENT in sturdy fiber- 
board container: 3/16, 1/4, 5/16, 3/8, 
7/16, 1/2 in. squares. 

New 7-11 Kit —7 sizes fit 11 keyways, 
from 1/8” sq. to 7/16” sq. Additional sizes 
available. 





DEVAN-JOHNSON COMPANY 
587 Rathbone Ave., Aurora, Ill. 


For More Information Write No. 232 
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How can you get expert design help 
... highest quality . . . on-time deliver- 
ies ot plastic molded parts? One call 
to Chicago Molded—and you get them 
all! At your service is the skill from 38 
years’ experience... unbeatable pro- 
duction facilities ... engineers and de- 
signers to help you eliminate costly, 
unnecessary frills. See why Chicago 
Molded is your one best source—call: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 
1025 N. Kolmer Ave., Chicago 51, Ill. 
Phone: Dickens 2-9000 


For More Information Write No. 233 
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Newspaper Buyers Group 
To Be Formed 


A national organization of pur- 
chasing executives and buyers 
for newspapers is being formed. 
A two-day conference will -be 
held in Louisville, Kentucky on 
January 24 and 25 at the Brown, 
Hotel to complete the organiza- 
tion of the group and to discuss 
purchasing problems of particu- 
lar interest to the newspaper and 
broadcasting industry. 

The committee organizing this 
group and arranging for the Jan- 
uary conference is composed of: 
G. N. Barrett, Philadelphia Bul- 
letin; T. A. Corcoran, Louisville 
Courier-Journal and Times; Lou 
Davis, Los Angeles Times-Mir- 
ror; I. S. Finn, Chicago Sun- 
Times; Charles B. James, Chicago 
Tribune; D. J. Lewis, Christian 
Science Publishing Company, 
Boston; Owen D. Lewis, Winston- 
Salem Journal & Sentinel; Eu- 
gene Parrish, St. Petersburg 
Times; and George L. Quinn, 
Minneapolis Star-Tribune. 

The Louisville conference is 
open to anyone actively engaged 
in procurement for newspapers 
and broadcasting stations. Details 
can be obtained from any mem- 
ber of the committee. 


Buffalo Ass’n Holds 
Two Meetings 


Two outstanding dinner meet- 
ings were held by the Purchasing 
Agents Association of Buffale at 
the Hotel Stuyvesant. 

A. M. Kennedy, Jr., vice pres- 
ident of purchases and traffic at 
the Westinghouse Electric Cor- 
poration, spoke on the subject 
“The Shape of Tomorrow” at a re- 
cent meeting. The following meet- 
ing was “Executive Night,” when 
the P.A.’s invited “the boss” to at- 
tend as their guests. 

The educational committee, 
headed by Jack Rutherford, will 
conduct an advanced purchasing 
techniques course. The five-night 
course will begin February 5 and 
will feature outstanding speakers 
on valuable subjects for the pur- 
chasing agent. 

For More Information Write No. 234 
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Bound Brook is the only powder metallurgy 
bearing and part manufacturer that has 
field offices staffed with experts to serve 


yOu .... ae Meet the Key men in the 
new field organization...... 





BOUND BROOK OIL-LESS BEARING CO. EST. 1883, BOUND BROOK WN.) 


LOALL* LN 


POWDER METALLURGY BEARINGS + PARTS 


our 53" year 





Superb Performers 
AURORA APCO 
Turbine-Type 
AURORA’ 
Centrifugal 


for EVERY LIQUIDS 
HANDLING JOB in INDUSTRY 


i The engineer-favor accorded "PUMPS by 
Aurora” rests squarely upon performance 
ASK satisfaction. Why not let Aurora precision 


for and quality serve your requirements, too? 
CONDENSED 
CATALOG M-8 AURORA APCO Turbine-Type PUMPS 
are available in SINGLE STAGE @ TWO 
STAGE @ FOUR STAGE @ WATER 
JACKETED @ STAINLESS STEEL or SPECIAL 
METALS for "1001" DUTIES. 


AURORA Centrifugal PUMPS 
are available in SINGLE and TWO STAGE 
HORIZONTALLY SPLIT CASE @ SIDE SUC- 
TION @ VERTICAL @ NON CLOG e@ SUMP 
@ MIXED FLOW e SPECIAL DESIGN ETC. 


DISTRIBUTORS IN PRINCIPAL CITIES 


AURORA PUMP wiisiox 


THE NEW YORK AIR BRAKE COMPANY 


12 LOUCKS STREET * AURORA > ILLINOIS\' 
EXPORT DEPARTMENT — Aurora, Illinois — Cable Address ‘“‘NYABINT”’ 
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LG 


Write for Catalog or to have our representative call 


EASTERN TOOL & MFG. CO. Belleville 9, N. J. 


Phones: New York—REctor 2-7875 BElleville—PLymouth 9-7100 
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British Columbia - 
Conducts Lively Meeting 


A delegation of British Trade 
Representatives were guests at a 
recent meeting of the Purchasing . 
Agents Association of British 
Columbia. A panel consisting of 
Leslie Reid and John Saunders, 
British Trade Commissioners in 
Vancouver, together with several 
British business men, were intro- 
duced by Vice President C. A. 
Elkington. Other members of the 
panel were John Mathews, 
market officer for the United 
Kingdom, Derrick Picard, man- 
ager of British Overseas Airways 
in Vancouver, Alfred Roseblade 
of English Steel Corporation, 
Harry Harrison, Furness Line 
and Jim Pine of Associated Elec- 
tric Industries. 

Mr. Reid and Mr. Saunders 
spoke of the large export trade 
British Columbia enjoys with the 
United Kingdom and the neces- 
sity of reciprocal trade so that 
Britain could obtain the neces- 
sary Canadian dollars to continue 
to import from Canada. 

Members were then given the 
opportunity of questioning the 
panel, and a very lively discus- 
sion followed. There was strong 
criticism of Britain’s method of 
doing business in Canada. Uncer- 
tain deliveries, poor sales agents, 
lack of service for English prod- 
ucts, after market sales, poor 
workmanship, were some of the 
subjects brought up by the mem- 
bers. President A. S. Nursey sug- 
gested that British Trade delega- 
tions to Canada should contact 
purchasing agents so these prob- 
lems could be overcome. Mr. 
Saunders pointed out that con- 
firming agents in Britain to look 
after orders placed in the United 
Kingdom has proved successful 
for some B.C. firms. Mr. Picard 
of B.O.A.C. suggested sending a 
representative of the association 
over to Britain periodically to 
contact British suppliers person- 
ally to expedite shipments of 
orders. 





READER-SERVICE CARD 
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Still Another AMERICAN First! 


‘WINDSOR FELTS 
FOR 








LRAT 


OUTLAST ALL OTHER FILTER MATERIALS 10 to 1 





Windsor Felts are unique, fiberbonded, on plate and frame, pressure leaf, 
non-woven structures, engineered to rotary vacuum, cartridge or specialty 
serve as economical and efficient filter _ filters. 
media for industrial processing. Quick The Engineering and Research Divi- 
facts: - — your inquiry and will be 
pleased to work with you on your 
Greater product recovery specific filtration problem and hn 
Easy cake release recommendations. 
Can be hosed off without taking from 
press 
Can be re-used indefinitely For the newest in eco- | 
Produce less plugging ; nomical filter material | 
Do not shrink, are ravel-free and produce rmy A Af a 
clean-cut edges LIQUID FILTRATION, | 
Reduce leakage making request on | 
Hove unusual stability your firm's letterhead. 


Temperatures to 250F 


These outstanding properties make 
Windsor Felts highly suitable for use 





























General Offices 
Engineering and Research Laboratories 
74 Glenville Road + Glenville, Conn. 
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Built to take tough cutting jobs, the LENOX 
welded edge hole saw cuts clean, round 

holes in any machineable material from 

9/16" to 6” in diameter. 


Guaranteed shatterproof ,here is a. saw that will 
hold up, even. under awkward sawing conditions. 
OU iromatrsucemmilrusmeyeoceme cog mratleelslamceric 
actually outlasts several standard grade saws. 
Cuts much faster. For performance 

and production, you can be sure of the best 


with LENOX Hole Saws. 


Tolan srlelucmtalcelansrtelelemelmestlimerertcier.) 
tool, write today. 





AMERICAN SAW & MFG. COMPANY 


SPRINGFIELD MASSACHUSETT Se 





Association News 


Wisconsin N.LG.P. 
Holds Meeting 
in Milwaukee 


A meeting of the Wisconsin 
Chapter of the National Institute 
of Governmental Purchasing was 
held recently at the Hotel 
Schroeder. 

Gil Guetzkow, director of pri- 
orities and allocations for the cen- 
tral board of purchases of Mil- 
waukee, .talked about methods 
used by municipalities to obtain 
equipment for civil defense and 
surplus material and equipment 
for municipal use. Maurice Park, 
purchasing agent for Dane Coun- 
ty, Wisconsin had as his subject 
the purchase of furniture for 
county buildings. Mr. Park out- 
lined especially the large amount 
of new furniture which has been’ 
purchased by his department for 
the new Dane County office build- 
ing. Each piece of furniture of- 
fered was carefully inspected and 
tested, he said, some chairs, hav- 
ing been cut up to show how they 





were built and how they would 
stand up in service. 


Orville Gartman, purchasing 
agent for the city of Oshkosh, ad- 
dressed the members on “Selling 
to the Governmental Purchasing 
Agent.” He said, in part: “We all 
know that a purchasing agent is 
in a position to be one of the city’s 
best salesmen or public relations 
officers. The treatment a salesman 
receives when calling on a mu- 
nicipal purchasing agent is often 
reflected throughout the commun- 
ity or area as the various sales- 
men compare notes. I have had a 
salesman tell me: “No, I did not 
get the business in Milwaukee. 
We were not low bid, but’ there 
is a city that handles its purchas- 
ing on the up and up, and we 
know salesmen get a fair deal.” 

The subject of co-operative 
purchasing for municipalities was 
discussed at length, after a talk 
by William Boyd, purchasing 
agent for the Milwaukee School 
Board, in which he said, “In days 
gone by much of the drive and 
push in governmental purchasing’ 
was directed to centralization of 
For More Information Write No. 238 
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purchasing in cities, counties and 
states. Much progress has been 
made in this direction and we find 
large numbers of purchasing 
agents doing all of the purchasing 
for their units of government 
Today, new opportunities are ap- 
pearing in purchasing to save 
some of the taxpayers’ dollars. I 
refer to co-operative buying. This 
follows no set rules or regulations 
and consists simply of presently 
established purchasing offices 
helping each other in various 
ways. No legislation is needed— 
just the desire to help each other. 

“In many states, counties and 
other local units of government, 
purchasing agents are permitted 
to buy from contracts let by the 
state. Local units may, in turn, 
buy from county contracts, 01 
from other contracts of cities, 
towns, school boards. Usually the 
largest user of an item will let 
the contract, with a provision in 
it that the contractor will  fur- 
nish other units of local govern- 
ment at the same price. This type 
of contract is especially useful on 
such items as sand, gravel, top- 
soil: sod, cement, oil, gasoline, 


electric lamps.” 


Denver Ass’n Holds 
Two Meetings. Plant Visi 
I Meetings, Plant Visit 


Two highly successful meet- 
ings and a plant visitation were 
among the recent activities of the 
Purchasing Agents’ Association 
of Denver. 

Professor Paul Keating of the 
Colorado School of Mines spoke 
on the subject “ ‘Bedroom Identi- 
fication’ of Gem Stones” at a 
dinner meeting on the college 
campus. The next meeting at the 
“Brown Hotel—Executives’ Nite to 
which the P.A.’s invited their 
bosses—featured an address by G 
Howard Ahl, executive secretary 
of the National Association of 
Purchasing Agents. The plant 
visit was to the United Air Lines 
facility at Stapleton Field where 
its IBM control system was ex- 
plained. 

The association has announced 
the winners of the standardiza- 
tion contest last spring. Carl 
Roberts’ paper took first prize, 
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WiyWNRM 
PHOSPHOR BRONZE 


Delivers 
Uniform 


Results— 


SHIPMENT 
AFTER 
SHIPMENT 


Waterbury’s rigid 

rl Cosslolonce Mo MO etiam Oo slo ce)| 

produces consistent physical 
characteristics. 


Raw materials are carefully selected, 
combined and processed under strict 
pet CodtibtgesloolM@ loteMerey site) MECicosbeMit7- Mette 
structure, physical and electrical properties 
are closely duplicated in order after order, ship- 
ment after shipment. This continuous quality 
protects your production...gives you 

consistent success in your application. 
Remember, too, that Waterbury’s 52 
years of metallurgical experience is 
oe available to help you on 

) specific problems. 

NE: For prompt delivery of 
r quality metal, order 
Waterbury Rolling Mills’ 
Phosphor Bronze. 


( 


WATERBURY Ee 


ROLLING MILLS, Jac. Also WRM 
Main Offices and Plant: Nickel Silver 
Waterbury, Conn. + Tel. PLaza4:5131 And Other 


* In New York City—MUrray Hill 7-1246 Copper 


i rae Chlenge. SMahareke :so109 Alloys 


‘ WR-17 
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EXPLOSIVES 











FiRE 
EXTINGUISHER 


HERE 














NO SMOKING 
MATCHES OR 
OPEN LIGHTS 








yin: 


SMOKING 











**Signs since 
1863” 


‘ 
ry) 

- 

“AW 


i i I 


In every plant, large and small, 
fire hazards lurk in unexpected places. 
These hazards too often explode 
into the terror of a plant fire... 
destroying lives, property and jobs. 
Guard against fires ... and the losses 
they inevitably bring... with reminder signs 
from STONEHOUSE. Alert every man.in 
your plant to those potential fire dangers 
by the use of bright, easy-to-see fire hazard 
warning signs. Each STONEHOUSE sign is 
made of enduring, tested materials, and 
manufactured in accordance with 
American Standard specifications. 


* Write today for our free, full-color, 

64 page catalog of thousands of ready-to-ship 
safety signs, plus information about 
custom-printed signs to meet your special needs. 


SIGNS 


TONEHOUSE SIGNS, INC., Stonehouse Building, 9th and Larimer, Denver 4, Colorado 
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‘(Continued from page 125) 


Cooper Duke was second and 
Tom Paterson was third. This 
year, the standardization com- 
mittee, under the chairmanship 
of Ken Huston, plans to furnish 
a monthly standardization bulle- 
tin, which will include examples 
of the use of standardization 
among the members. 

Bud Manning, chairman of the 
education committee, has report- 
ed an enrollment of about fifty 
men in a purchasing course spon- 
sored by the association at the 
Opportunity School. District Edu- 
cation Chairman Harold Berry is 


‘ scheduled to be guest speaker at 


the March meeting. 


South Bend P.A.’s 


Join Accountants 


The South Bend Association of 
the National Association of Pur- 
chasing Agents held its monthly 
dinner meeting at the Lincoln . 
Highway Inn in Mishawaka, 
Indiana. The meeting was held 
jointly with the National Associ- 
ation of Accountants. 

The meeting featured a panel 
discussion on the relationship of 
purchasing and accounting. Rep- 
resenting the purchasing agents 
on the panel were: Frank Motis, 
divisional purchasing agent of 
U. S. Rubber Co., Mishawaka, 
Indiana; Al Koehnke, purchasing 
agent of Koontz Wagner Electric 
Co., South Bend, Indiana; Larry 
Munzenmaier, purchasing agent 
of C. G. Conn., Ltd., Elkhart, 
Indiana; Dick Fabrycki. purchas- 
ing and partner of Stevens Oil 
Co., South Bend, Ind. 

Representing the accountants 
were: Robert Holtz, chief ac- 
countant of Martin Band Instru- 
ments Co., Elkhart, Indiana; 
George Lawrence of Chas. D. 
Hoydt Co., Mishawaka, Ind.; 
William Payne of Torrington Co., 
South Bend, Ind: Borden Cox of 
O’Brien Corp., South Bend, Ind. 

H. J. Baker, assistant purchas- 
ing manager of U. S. Rubber 
Company, was in charge of the 
meeting. 
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Program Aids 





To assist program chairmen in plan- 
ning association meetings and com- 
pany conferences, available film and 
other program aids will be listed 
in these columns from time to time. 


“Eternally Yours.” Black and 
white one-reeler, built around 
man’s discovery of wrought iron, 
its history, properties and uses. 
The film traces the march of 
technology which has kept the 
metal economically important to 
artisans, architects and design 
‘engineers for more than 1900 
years. Running time: 31 minutes. 
Write to A. M. Byers Company, 
Clark Building, Pittsburgh, Pa. 


“Storage Battery Power.” How 
Thomas A. Edison invented and 
perfected the Nickel-Iron Alka- 
line type of storage battery; 
where it is used and how it is 
manufactured. Black and white, 
sound on film, 20 minutes. Con- 
tact Thomas A. Edison Industries 
of McGraw-Edison Company, 
Storage Battery Division, West 
Orange, New Jersey. 


“Walls Without Welds.” A tech- 
nicolor presentation of seamless 
steel pipe and tubes, and the 
modern methods used in their 
manufacture. Includes views of 
the manufacture of large diam- 
eter seamless pipe, showing the 
operations of the High-Mill, ro- 
tary rolling, reeling, sizing, and 
finishing. Time: 28 minutes. Dis- 
tributed at United States Steel 
Film Distribution Centers. 


“Industrial Purchasing.” Ideal for 
orienting the student and the 
layman in the role of purchasing 
as it applies to modern industry. 
Film shows how the purchasing 
agent of a refrigerator manufac- 
turer played his part in solving a 
problem of company wide scope. 
A color film, 16mm, sound, 21 
minutes. Write Encyclopedia 
Britannica Films, Wilmette, III. 


“The Typewriter in Business.” A 
16mm black and white sound film 
demonstrating the purposes and 
uses of important typewriter de- 
vices, attachments, keyboards and 
other variations. Running time: 
20 minutes. Available from Rem- 
ington Rand, 315 Fourth Avenue, 
New York 10. Folder +R-8826. 
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\Wie\S.:0 40) WASHERS 


promote Clean workmanship 


Clean hands do better work, result in cleaner 
workmanship on the assembly line. With washed 
washers, workers hands stay clean. There is no 
grime, grease, graphite or other foreign matter to 
rub off on workers hands or on the work itself. 
Upholstery and woodwork is not soiled, metal com- 
ponents, painted and plated surfaces stay clean 
The new washer washing process, which also in- 
cludes rust resistant treatment, recently introduced 
by Wrought Washer, is used on all pop- 

ular sizes of U.S. Standard and S. A. E. 

Washers, on Rivet Burrs and Machin- 

ery Bushings. Add this new washing 

process to the consistent high quality 

for which Wrot Washers are noted and 

preferred . . . and you have a positive 

Plus Value at no extra cost! 

If you use washers in your products 

. . . Wrot Washer can meet your re- 
quirements with every type, size, mate- 

rial and finish . . . and with quality 

that matches your own high standards. 

Write for Catalog No. 40. 


WAISORS packaging 


shows you they’re clean 





Not only does our new special washing process dress up 
the washers themselves, they ore now put up in attractive 
1-lb. and 5-lb. packages with strong, transparent Mylar 
windows . . . to let you see how clean they are. 


Your No. 1 Source for quality Washers 


WROUGHT WASHER SS 
MANUFACTURING CO. 3B ‘SS. 
"Ds 


The World’s Largest Producer of W rs 2 waa : 
2113 S. BAY ST., MILWAUKEE 7, WIS 3B “worl 
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Purchasing People In The News 





Lester M. Danner has been pro- 
moted to purchasing agent of 
Raymond Manufacturing Com- 
pany division of Associated Spring 
Corporation, Corry, Pennsylvania. 


Lester M. Danner 

Mr. Danner succeeds Cornelius 
H. Holden, who has retired after 
more than 40 years of service with 
the division. Associated with the 
firm since 1941, Mr. Danner be- 
came director of priorities in 1942. 
Two years later he was named 
assistant purchasing agent, which 
position he held up to the time 
of his recent promotion. He is a 
member of the National Associa- 
tion of Purchasing Agents and is 
a former president of the North- 
western Pennsylvania Purchasing 
Agents Association. Mr. Holden, 
the retired purchasing agent, join- 
ed the division in 1916 and served 
in various capacities until 1920. 
He was then transferred to the 
newly formed cost, payroll and 
purchasing department. Nine 
years later he assumed the re- 
sponsibilities of purchasing agent. 
In 1941 he was elected a director 
of Associated Spring Corporation. 
Mr. Holden is a member of the 
Northwestern Pennsylvania Pur- 
chasing Agents Association, and 
has been president and national 
director of this organization. 


Robert D. Smith and Richard 
E. Bauman have been appointed 
division purchasing agents in the 
Standard Oil Company (Indiana). 
Mr. Smith succeeds R. W. Ring- 
rose who has retired after 50 


years of service, as division pur- 
chasing agent in the field division. 
Mr. Bauman replaces Donald T. 
Daegling who has retired after 
41 years as division purchasing 
agent in the supplies division. Mr. 
Smith will be in charge of the 
company’s field buying offices. 
Associated with the company 
since 1933, he started in the sales 
department in Chicago and was 
transferred to the purchasing de- 
partment in 1940 and became a 
buyer in 1950. Mr. Bauman, who 
has been a buyer in the depart- 
ment the past year, will supervise 
the supplies division staff at Chi- 
cago. 


Russell White has joined Hagan 
Chemicals & Controls, Inc., Pitts- 
burgh, Pennsylvania, as mechan- 
ical equipment buyer for the com- 
pany’s regulation division. Form- 
erly a buyer for Scaife Company, 


Russell White 


Oakmont, Pennsylvania, Mr. 
White has been assigned to the 
purchasing department and will 
be responsible for coordinating all 
outside purchasing activities of 
the division. In his new position, 
he will work closely with head- 
quarters contract engineering per- 
sonnel and actual producing 
plants. Before his two years with 
Scaife, Mr. White worked as an 
expediter for Gulf Oil Corpora- 
tion’s purchasing department and 
as a buyer for Gem and Sheplar 
Manufacturing Companies, Pitts- 
burgh. 


Charles J. Schnelle, vice presi- 
dent in charge of purchases, has 
been elected a director of The 
Acme Wire Company, New 
Haven, Connecticut. An employee 


Charles J. Schnelle 


of the company for over 52 years, 
Mr. Schnelle has been a vice pres- 
ident since 1941 and purchasing 
agent since 1912. He has been a 
member of the National Associa- 
tion of Purchasing Agents since 
1915, and is a former national di- 
rector from Connecticut. He is a 
charter member and a past presi- 
dent of the Purchasing Agents 
Association of the same state. 


The appointment of Don Werter 
as purchasing agent has been an- 
announced by Clary Corporation, 
San Gabriel, California. Mr. Wer- 
ter has been associated with the 
corporation for two and one-half 
years as a buyer. Prior to that he 
was a member of the purchasing 
department of Essick Manufactur- 
ing Company, Los Angeles. 


Promotion of Leo B. Conard, 
Jr. to the position of purchasing 
agent for the Chase Metal Works 
Division has been announced by 
Chase Brass & Copper Co., 
Waterbury, Connecticut. Mr. 
Conard joined the company in 
1940. He succeeds Nelson M. 
Camp, who has accepted a posi- 
tion in the purchasing department 
of Kennecott Copper Corpora- 
tion, parent concern of Chase. 
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RE BUYING 
T WHEN 


P-K 


the Self-tapping Screw you order with confidence 


Production’s happy (no more screw failure headaches). The boss 
is happy (lower assembly costs)—and you’re happy because you’re 
sure you made a good “‘buy.”’ 

The truth of the matter is that P-K Self-tapping Screws actu- 
ally cost your company far less in the long run. That’s because 
high-paid assembly hands work faster, turn out more production 
with P-K screws on the job. Because P-K fasteners are manu- 
factured to consistently high standards . . . they guard against 
parts spoilage, high reclamation expenses and hidden weaknesses 
that result in customer complaints. 

You know you’re getting the best when you order P-K Self-tap- 
ping Screws. Industry agrees .. . “If it’s P-K, it’s O.K.” 


PARKER-KALON DIVISION, General American Transportation Corporation 


Manufacturers of Sel{f-tapping Screws, Socket Screws, Screwnails, Masonry Nails, Wing Nuts and Thumb Screws 


PARKER: KALON fasteners 


Sold Everywhere Through Leading Industrial Distributors 


Factory: Clifton, New Jersey— Warehouses: Chicago, Illinois—Los Angeles, California 
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A Mayflower Move 
is a Good Move! 


Whenever you have personnel to move for your company, 
you'll find they like Mayflower Service. Top executives, sales- 
men, engineers, research people... whatever their position .. 
report complete satisfaction with Mayflower. For example, 
here’s what a recent shipper, whom we moved from Covington, 
Ohio to Yuma, Arizona had to say: 

‘Not one thing was lost, broken or damaged. I was very 

satisfied in the moving of my household goods, and I shall 

recommend your company.” . 
Next time you have personnel to move, call Mayflower, won’t 
you? It’s a mighty good move! 


AERO MAYFLOWER TRANSIT COMPANY, INC. + INDIANAPOLIS 


_Maytiower 


AMERICA’S FINEST LONG-DISTANCE MOVING SERVICE 
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Purchasing People 





The appointment of Gilbert J. 
Kehr as purchasing agent has 
been announced by the G. H. 
Tennant Co., Minneapolis, Minn. 


Gilbert J. Kehr 


He succeeds Paul M. Kroeger, 
who has retired after 14 years as 
purchasing agent for the company. 
Mr. Kehr had been chief pur- 
chasing analyst. 


H. F. Moore has been named 
purchasing agent for the Dodge 
Truck plant, Detroit, Michigan. 
Formerly truck purchasing super- 
visor of the division purchasing 
office, Mr. Moore joined the 
Chrysler Corporation in 1933. He 
became associated with Dodge 
in 1955. 


Robert A. Simpson has cele- 
brated 40 years of service with 
Libby, McNeill & Libby, Chi- 
cago, Illinois. Mr. Simpson is head 
of the company’s purchasing de- 
partment. From 1917 to 1941 he 
was connected with production 
and sales operations. He has been 
in charge of purchasing since 
1941. , 


Schutte and Koerting Com- 
pany’s new Instrument Division 
has announced that Stephen J. 
Leskowski has taken over the 
position of purchasing agent. The 
purchasing office is located in the 
division’s new plant in Cornwell 
Heights, Bucks County, Pennsyl- 
vania. 


PURCHASING 





Edward H. Roos has _ been 
named vice president in charge 
of engineering, production 
purchasing for C. 


and 
A. Norgren 


Edward H. Roos 


Company, Englewood, N. J. Mr. 
Roos has been factory manager 
since he joined the company in 
1949. He succeeds Leigh H. Nor- 
gren who: became executive vice 
’ president of Norgren-Stemac, Inc., 
‘Denver and Littleton 





™ 


F FREE SAMPLES 


and 


APPLICATIONS 
« INDUSTRIAL 


*made to S.A.E. 
and Federal 
Govt. 
Specifications 


SEE 

HOW 
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———_ FITS IN 

WITH YOUR 

FELT PRODUCTS 

fills hundreds Ask for booklet 
of jobs daily a) 


CONTINENTAL EF’ Beds COMPANY. incis 


STREET NEW YORK 


See why 
CONTINENTAL 


22 26 WEST 1 Sth 
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A. G. Pearson, purchasing agent 
for Northrop Aircraft, Inc., El 
Segundo, California, has been 
appointed by National Chairman 
Harold Berry to the chairmanship 
of the educational project on 
“Evaluating the Efficiency of the 
Purchasing Department.” Mr. 
Pearson will carry on the project 
which was started by E: H. 
Weaver. 


Fred Coker has been named 
purchasing agent for the Fulton 
Sylphon Division, Robertshaw- 
Fulton Controls Company, New 


Fred Coker 


York. Mr. Coker formerly had 
been assistant purchasing agent 
and previously had served as a 
buyer. He joined the company in 
1940. 


Appointment of William T. 
Kane as manager of the material 
department has been announced 
by Detalab, a division of Con- 
solidated Electrodynamics Cor- 
poration, Pasadena, California, 
Rodney O. Bray has been named 
purchasing agent to succeed Mr. 
Kane. Both men are members of 
the N.A.P.A. and the Los Angeles 
Purchasing Agents Association. 
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ATLAS SCREW & SPECIALTY CO., INC. 
450 BROOME STREET, ? 


NEW YORK 13, N.Y. 
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Don’t fret over plastic problems! Come 
to Chicago Molded for the finest quality 
moldings in any size . . . any quantity— 
and the most reliable deliveries. Get ex- 
pert design help, too. For behind Chicago 
Molded’s staff there's 38 years’ experi- 
ence. So take it easy—let Chicago Molded 
work out your next plastics problem. Just 
write, wire or phone: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 
1025 WN. Keolmar Ave., Chicage 51, Ill. 
Phone: Dickens 2-9000 


a ad 
S° SK 


Up< 
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on Inquiry Card—Page 32 


247 


131 





pi —Bel Lette! -' Purchasing People 


No. 25 Actual Size 
Pitch 1/4” Width 1/8” 





International Business Machines 


USE ACME CHAIN Corporation has announced the 
appointment of George W. Wood- 
FOR EVERY sum as purchasing agent for the 


company’s manufacturing plant in 
POWER TRANSMISSION 
pineh'3 8” Wath 3716" REQUIREMENT: 
driving-conveying-timing 


Acme Chains are efficient, economical 
and positive for power transmission. 
ss aetna They are readily adaptable to any drive 
Pitch 1/2” Width 1/4” when maximum efficiency is essential. 
Correct principles of design provide 
operating characteristics superior to 
any other method of power transmis- 
sion. Replacement parts always readily 

available from stock. 
Your inquiry will place a skilled 
Acme engineer at work on your power 
transmission problems. George W. Woodsum 

No. 40 Actual Size 

Pitch 1/2” Width 5/16” 
Rochester, Minnesota. Thomas H. 
Ferry has been named assistant 
CONVEYOR CHAIN purchasing agent in charge of 
STANDARD end contract procurement. Mr. Wood- 
OVERSIZE - sum joined the corporation in 
ROLLERS —® 1946 in the product engineering 
~ department at the Poughkeepsie, 
New York plant. In 1955 he was 
appointed assistant manager of 
Acme Chain is ob- 
tainable in sizes 
from 4" Pitch — 


Vg” Width to 2/2” 
Pitch — 1/2” Width. 


" 
Complete line of stock bore, 
stee! and cast iron single 
sprockets, cast iron hub 
sprockets and all steel split 
er solid hub sprockets 
available 


FREE CATALOG 


Write Dept. 8-G for your 
80 page copy of Acme’s SINGLE and MULTIPLE STRAND 


latest catalog. Packed Thomas H. Ferry 
with valuable data. 


ROLLER CHAIN 


~ engineering personnel and the fol- 

lowing year was made manager 

of research personnel, the posi- 

tion he held until his present ap- 

pointment. Mr. Ferry joined the 

firm in 1942. He held various 

plant positions before he became 

a buyer in 1951. He was appointed 

pol manager of contract procurement 

. ieee. for the Rochester plant in 1954 

for Service Cosy} HOLYOKE and continues in charge of ex- 

MASSACHUSETTS panded contract procurement op- 
erations. 
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The Federal-Mogul Division of 
Federal-Mogul Bower Bearings, 
Detroit, has announced the pro- 
motion of Robert C. Carson to 


Robert C. Carson 


director of purchases. In his new 
position, Mr. Carson is responsible 
for purchasing the principal raw 
materials used at the c ympany 
plants in Greenville and St 
Johns, Michigan, Cleveland, Ohio, 
and Mooresville, Indiana. He will 
coordinate other purchasing activ- 
ites at these plants and supervise 
operations at the division’s gen- 
eral offices in Detroit. 


The appointment of Robert L. 
Lozon as general purchasing agent 
has been announced by the Glid- 
den Company, Cleveland, Ohio. 


Robert L. Lozon 


Associated with the firm since 
1933, Mr. Lozon started his career 
as a biller in the purchasing de- 
partment of the company. 
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Fairbanks 5 Cost-Cutters For Your 
Light, Bulky Materials Handling Jobs 


rugged construction and smoother operation 
take the load off your mind... 


THE 


9215-S General Purpose Truck — more 
widely regarded as a necessary tool in 
shipping rooms, stores, warehouses, pas 
senger baggage terminals and with trans- 
fer.and express companies — for use on 
delivery trucks—where it is unsurpassed 
for handling small lot merchandise in- 
cluding round objects. Steel framed 
construction 


A-1448 Utility Truck— very popular in 
stores, offices, institutions, shipping 
rooms and factories for carrying small 
lot merchandise and widely used in bot- 
tling and beverage plants and on bever- 
age delivery trucks for moving case lots. 
All stee! welded construction, fitted with 
stair climber. 


Lift Jack Platform Trucks — perfect an- 
swers for minimum cost temporary stor- 
age of raw material, parts, semi-finished 
goods or finished pieces. Jack handle has 
no moving parts — engages and disen- 
gages semi-live skid simply and quickly. 


One jack handle sufficient for a number 


of platforms. 


a ee re : 


“Bantamweight” Platform Trucks — out- 
standing values for lightweight materials 
handling from low initial cost through 
minimum operating expense. Readily 
adaptable to continuous conveyor sys- 
tems. Light and strong construction, very 
mobile on Fairbanks “Lockweld” Double 
Ball Race Swivel Casters and matching 
rigid casters. 


T-1114 Dollies — providing greatest ma- 
neuverability for bulky merchandise on 
Fairbanks “Lockweld” Stee! Double Ball 
Race Swivel Casters. Very popular trucks 
with furniture movers, storage ware- 
housemen and truckers 


YOURS ON REQUEST: Fairbanks Truck Catalog, complete with 
illustrations and specifications describing Fairbanks Trucks. 


Teligelel a) <-aemne 


393 LAFAYETTE STREET, NEW YORK 3, NEA YORK 


Rk 
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Industry Developments 








| nn milling machine 
prepare edges of curved alum- 
inum plate for weld-fabrication. 
Section shown here is part of the 
fuel tank for the Titan, an inter- 
continental ballistics missile now 
under construction at the Martin 
Company, Denver, Colorado, for 
the U.S. Air Force. Air Reduc- 
tion Company in conjunction with 
sub-contractors designed and en- 
gineered the fixtures, rotation de- 
vices, loading mechanisms and 
other parts of the welding ma- 
chine tool such as welding heads, 
remote controls and_ welding 
power sources. Said to be the 
largest precision welding tool in- 
stallation ever engineered in this 
country, it was handled by Airco’s 
machine welding department, a 
group. specializing in such work. 


A new Pennsauken, New Jer- 
sey, plant to provide the eastern 
section of the country with fibre 
board drums for the transporta- 
tion of liquid, semi-liquid and 
solid materials, has been an- 
nounced by National Steel Con- 
tainer Corporation, Chicago, IIli- 
nois. The single story 40,000 
square foot brick structure will 
be completed by July, 1958, and is 
expected to be in operation short- 
ly after that. 


The West Disinfecting Com- 
pany, Long Island City, New 
York, has changed its name to 
West Chemical Products Inc. The 
name change was submitted by 
the firm’s directors and approved 
by the stockholders, as announced 
in a recent meeting. 
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Building the Titan 





Scott Paper Company, Chester 
Pemmsylvania, has announced that 
it will enter the chemical field 
with a new type of urethane foam 
for insulation, cushioning, filtra- 
tion, and other industrial uses. 
The manufacturer of sanitary 
paper products decided on the 
new activity after the Company’s 
chemical research laboratories de- 
veloped a unique foam. 


Link-Belt Company, Chicago, 
Illinois, has moved into its new 
Los Angeles plant at 1200 Syca- 
more Street in Montebello. About 
ten miles east of Los Angeles, the 
plant will more than double the 
company’s former facilities. 


The Garland Coal Co., of Knox- 
ville, Tenn., expects to have in 


operation soon the most complete 
wet-washing and air cleaning and 
drying plant in the United States. 
This facility, the Coronet Jewell 
No. 2 plant located near White- 
wood, Buchanan County, Va., will 
permit the separate cleaning and 


. Sizing of Coronet Jewell low 


volatile and Virginia by-product 
Splash Dam coals. The plant will 
be served by the Norfolk & West- 
ern Railway and will have six 
railroad tracks. 


The Greenfield Tap and Die 
Corporation’s New York office 
and warehouse which for nearly 
40 years has been at 15 Warren 
Street has recently moved to 32 
Worth Street, New York, where 
all operations will be on one floor 
in a modern office building. 
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- BASIC MODEL 








Model 608 

Steel back panel, bottom shelf, back board, cabinet type bench 
legs, a choice of top materials—steel, Presdwood, laminated 
wood, ShopTop or any special material you may need. 

















Space Engineering with Standard Units 


Extreme versatility is a cost-cutting feature of all standard 
HALLOWELL Shop Equipment 


There are big cost-cutting advantages in space-engineering plant areas 
with standard HALLOWELL Shop Equipment. For example, the extreme 
versatility of this equipment: the simplicity with which drawers and 
drawer tiers, sliding doors, electrical and testing panels, storage wall 
units, shelves and other standard interchangeable accessories can be 
added; the ease with which units can be rearranged to meet changing 
conditions. And advantages like these: HALLOWELL Shop Equipment is 
easy to keep clean, can be wiped free of industrial soil; will last indefinitely 
—a number of HALLOWELL steel benches are still in excellent condition 
after more than 30 years’ use. 


Consider, too, the ease of purchase and the speed of delivery. The standard 
line of work benches, shop desks, stools and chairs, tool stands, cabinets, 
storage walls, and shelving are stocked by leading shop equipment dealers. 


Ask the authorized dealer nearest you for complete information. Or 
write Hallowell Shop Equipment Division, STANDARD PRESSED STEEI 
Co., Jenkintown 31, Pa. 
Typical installation of Ha.owett cabinet benches. 


Ideal for toolrooms, testing laboratories, instrument 


shops—in fact, wherever precision work is done. 
Jenkintown -+- Pennsylvania 


Standard Pressed Stee! Co. * The Cleveland Cap Screw Co. * Columbia Stee! Equipment Co., Inc. « Nutt-Shel Corporation « SPS Western  Standco Canada Ltd. « Unbrako Socket Screw Co.,Ltd. 
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Keg Size JOB-PAK — the original Job-Pak 
container with 6 inner cartons, each contain- 
ing 1/6 the contents of a keg. 


2/; JOB-PAK — 
contains 4 inner 
cartons each 
containing 1/6 


the contents of * 


a keg. 


Ys JOB-PAK — contains 
only 2 inner cartons, each 
containing 1/6 the con- 
tents of a keg. 


Standard Inner Carton — containing 
1/6 the quantity of a keg is the basic 
unit of the JOB-PAK system of pack- 
aging. It is also used as a distribu- 
tor package. 


*SPLITS — (2 Size Inner Carton) 
A few of the smaller sizes of M-C lock washers 
are now available in this package. 


Write for tables showing how JOB-PAK divides 
standard bulk quantities into convenient shelf- 
stock packages, labeled and counted. 


SOS 


the modern bulk package for 


LOG WASHERS 


SAVES MONEY "ff WAYS 


© JOB-PAK eliminates counting and weighing 


© JOB-PAK prevents spilling, and mixing of 
sizes 


@ JOB-PAK facilitates storing. Inner Cartons 
can be stacked in bins or on shelves 


@ JOB-PAK reduces handling expenses—each 
inner carton weighs less than 33 Ibs... . 
easy to lift or carry 


@ JOB-PAK speeds up physical inventory 
© JOB-PAK simplifies stock distribution 
© JOB-PAK provides re-usable containers 


FREE! Miniature JOB-PAK... 
This Home Assortment of Plated Lock Washers in 
Miniature JOB-PAK will be sent at your request, on 
your company letterhead, without cost to you. 





tional 


co. 

. MILWAUKEE 12, WISCONSIN 

a Complete Line of Lock Washers In all Standard 
and Plated; in Conven- 


a 
Special Sizes: Steel, 
Packages, Special 











1319 Oberlin Avenve 


PRODUCTS CO. 


Lorain, Ohio, U. S. A. 
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Haveg Industries, Wilmington, 
Delaware, has announced the ac- 
quisition of the Lithgow Chemical 
Company of California, manu- 
facturers and applicators of a wide 
range of chemical corrosion re- 
sistant plastic coatings, cements, 
impregnations, and laminated lin- 
ings. The company has specialized 
in a wide variety of thermosetting 
and thermoplastics coatings for 
use in building construction, 
chemical plants, food processing 
plants, laboratories, oil refineries, 
paper mills, sewage disposal 
plants, water treatment plants, 
textile mills, wineries, distilleries 
and many other industries. By this 
acquisition, Haveg Industries has 
broadened their line of coatings 
as well as providing substantial 
new production facilities on the 
Pacific Coast. The Lithgow or- 
ganization will be operated as a 
division of Haveg. In addition to 
plants in Wilmington, Delaware; 
Norwalk, California; and West 

arren, Massachusetts, Haveg is 
reported to be considering addi- 
tional facilities for the manufac- 
ture and distribution of coatings 
and linings. In addition to selling 
the lining materials, the company 
offers a lining application service 
in most areas of the country utiliz- . 
ing the latest laboratory con- 
trolled techniques in vessel lining 
and metal coating. 


Construction has‘ begun on a 
$2,000,000 expansion of facilities 
at the Napa, California plant of 
Kaiser Steel Fabricating Division, 
Kaiser Steel Corporation, Oak- 
land, California. When completed 
in 1959, it will nearly double the 
plant’s pipemaking capacity, mak- 
ing it one of the largest plants in 
the world for fabrication of line 
pipe for petroleum and gas trans- 
mission. Major facilities under 
construction include a _ 50,000 
square foot addition to the pipe 
fabrication plant to house addi- 
tional welding, facing, expanding 
and testing facilities, new build- 
ings and more handling and: stor- 
age areas. 
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Monsanto Chemical Company, 
St. Louis, Missouri, has completed 
a major expansion in production 
for adipic acid at Luling, Louisa- 
na. The new unit is integrated to 
raw materials facilities of the 
former Lion Oil Company, mark- 
ing the first such integration of 
new production facilities to be 
completed since the 1955 merger 
of the company and Lion. Adipic 
acid is a chemical used in the 
manufacture of flexible and rigid 
‘foamed resin materials, vinyl 
plastics, synthetic lubricants and 
nylon. 


The opening of the new steel 
service plant of Joseph T. Ryer- 
son & Son, Inc., warehousing sub- 
sidiary of Inland Steel Company, 


at Charlotte, N. C., has been an- 
nounced. Construction of the 
plant, located at Mt. Holly and 
Chemway Roads, was begun early 
in 1957. It replaces the former 
leased quarters in Charlotte from 
which the company has been do- 
ing business in the area since 
1953. Representing an investment 
of over one million dollars for 
building and equipment, the big 
new plant will serve the growing 
southeastern section of the coun- 
try from well rounded stocks of 
bar, structural, plate, sheet and 
tubular steel. 


Hotpoint Co. Chicago, Illinois, 
has started construction of the 
first new appliance factory plan- 
ned in the company’s recently 
announced expansion program. 
Other plants and offices for the 
huge 770 acre tract northwest of 
Chicago are in the planning stages 
now and additions will be made 
to meet market needs. The first 
new factory, scheduled for com- 
pletion in 1958, will start produc- 
ing a new kind of refrigerator 
compressor by early 1959. Initially 
the plant will employ from 300 
to 500 persons. 


Ferpruary 3, 1958 





ECONOMY-—EFFICIENCY—HIGH PRODUCTION 


PLANNED LAYOUTS 


UDYLITE 
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ishing. This system, with the proper UDYLITE 


equipment placed in a practical flow chart pat- 
tern, comprises the ultimate in modern plating 


production. 
for your particular shop needs. If a modern, 


products require an individually planned layout. 
money-saving plating plant is your goal... 


For this reason, the UDYLITE 


Naturally, different plant limitations and end- 
staff and their knowled 


not let UDYLITE help you plan it! 
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ALWAYS 
GOOD 
LIGHT 


thanks to 


CHAMPION 


LIGHTMANSHIP 


Strict Quality Control— 

One example of how Champion applies 
Lightmanship to make sure you get 

all the light you pay for. Photometric 
testing, as shown at the left, helps 

in maintaining the light output 

of Champion Lamps at the 


highest possible level. 


MILLIONS OF LAMPS A YEAR... 
ONE PLANT standard of quality control 


—~S 


CHAMPION 
La mp4 


Incandescent Fluorescent 
Your best buy in lamps 
CHAMPION LAMP WORKS 
Lynn, Massachusetts ~ 
A division of Consolidated Electric Lamp Co. 
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Stress Government’s Role 
In Standardization 

Increased participation by the 
government in major national and 
international standardizing activi- 
ties was urged by a federal official 
as “one of the most effective 
means of increasing the use of 
standards by the government.” 

Dr. A. T. McPherson, associate 
director of the National Bureau 
of Standards, said at the recent 
Eighth National Conference on 
Standards that the government 
has an interest in savings result- 
ing from the use of industry 
standards because it buys about 
as much as the ten largest cor- 
porations in the country. “When 
government personnel actively 
work with industrial groups on 
standardization problems, changes 
can often be made in the industry ° 
standards that will make them 
acceptable to the government,” 
he noted. ; 

Often the government needs 
standards before industry stand- 
ards exist, Dr. McPherson pointed 
out. However, he added, there are 
many “instances in which federal 
specifications have been instru- 
ments of progress and have stim- 
ulated the introduction of new 


products and processes.” 


Need More Power 
For Automation 

Industrial plants will have to 
increase the capacity of their elec- 
trical systems before they can in-° 
stall sufficient automation for the 
greater production necessary in 
the near future, according to A. 
C. Monteith, vice president in 
charge of apparatus products for 
Westinghouse Electric Corpora- 
tion. 

At the recent meeting of the 
National Electrical Manufacturers 
Association, Mr. Monteith cited a 
survey of 550 large plants which 
showed that most of them had 
inadequate electrical equipment 
to handle the anticipated 40 per 
cent rise in demand over the next 
ten years.. “What good are all 


‘these dreams of electromation and 


increased output,” he said, “if the 
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very energy that is going to make 
all this possible can’t even get in 
the front door.” 

Two General Electric Company 
engineers at the meeting, G. Fred 
Lincks and Earl V. DeBlieux, 
noted that Russia now ranks sec- 
ond to the United States in elec- 
trical power output even though 
her electrical . industry started 
only 20 years ago. The GE officials, 
who recently attended meetings 
of the International Electric Tech- 
nical Commission in Moscow, 
noted that Russian universities 
are producing many more tech- 
nically trained young people than 
the colleges and universities in 
this country. 


Grinding Wheel Pamphlet 
Now Available 


A revised edition of the Grind- 
ing Wheel Simplified Practice 
Recommendation (R45-57) has 
been approved by the U. S. De- 
partment of Commerce. 

The 76-page pamphlet lists 
standard shapes and sizes of grind- 
ing wheels classified according to 
end use, in addition to classifica- 
tion by standard shape type. Six 
new basic grinding wheel shapes 
have been added, along with a 
discussion of the development and 
benefits of a simplified practice 
recommendation. 

Single copies of the recom- 
mendation are avilable at no 
charge from the Grinding Wheel 
Institute, 2130 Keith Building, 
Cleveland 15, Ohio. 


Illinois Buying Guide 
Now Available 

The 46th anniversary issue of 
the Illinois Manufacturers Di- 
rectory, a guide to buying in that 
state, has been published by 
Manufacturers News, Inc. The 
1800 page book presents a sep- 
arate breakdown of the state’s 
20,000 manufacturing firms, in- 
cluding names of key executives, 
products produced, number of 
employees and approximate net 
worth. Companies are listed three 
ways; by product, by city and by 
name. The $25 volume is avail- 
able from the publisher at 20 
East Huron St., Chicago, III. 


Fepruary 3, 1958 





MISSILE 
COMPONENTS 
by LAVELLE 


Missile desi oe Sn P omnes 4 and reliability in components 
to deliver the peak performance essential for the successful 
com <a of their mission. Lavelle’s proven experience 
in fabrication of missile, jet engine, airframe and 
electronic components can meet your most exacting standards. 











Skilled personnel together with modern facilities enable 
Lavelle to produce sheet metal weldments or assemblies of 
stainless steel, titanium, aluminum, or heat resistant 
high strength nickel alloys . . . by resistance, automatic or 
manual inert gas, metallic arc, or oxy-acetylene welding. 


Major manufacturers look to Lavelle for quality workmanship 
and dependable delivery at reasonable cost. If your design 
specifications demand the finest in fabricating services .. . 
contact Lavelle. 








Write for illustrated brochure describing Lavelle’s services in detail. ON 


Zsa 


LAVELLE AIRCRAFT CORPORATION - NEWTOWN, BUCKS COUNTY, PA. 


Between Philadelphia, Pa., and Trenton, N.J. 
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IMPORTANT NOTICE! Now! Another 


NICE ANNOUNCES ITS APPOINT- 7 Ae 
MENT AS THE SOLE LICENSEE IN THE by FIBRE-METAL 
UNITED STATES FOR THE MANUFAC. 
TURE AND SALE OF THE MOST AMAZ- 
ING BEARING IT HAS EVER WITNESSED. 
iT FEATURES A SOLID INNER AND SOLID \ bane ore 
OUTER RACEWAY, WITH DEEP, * shoal daeai 
UNBROKEN BALL GROOVES AND A FULL aor rib eer sn f7~ 
COMPLEMENT OF BALLS. A BALL ™ 
SEPARATOR MAY BE INCORPORATED, 


BUT IN EITHER CASE, THERE IS NO a po ge 
LOADING SLOT OR SPLIT RACE TO If EV if see ay 
ADMIT THE BALLS TO THE BEARING. IT oy mum shock absorption 


WILL BE SOLD AT VERY ATTRACTIVE ® and unmatched comfort 
PRICES, USUALLY WITHOUT COST ALUMINUM cane 
PENALTY AS COMPARED WITH COM- ET Y and is deep fitting to “stay 
PETITIVE BEARINGS OF COMMERCIAL SAF HAT put’ in any working 
QUALITY, YET IT WILL BE A SUPERIOR TOUGH ... ribbed crown for highest impact resist. — position 
BEARING. PATENTS THROUGHOUT THE ance. @ COOL... reflects, does not absorb heat. 

WORLD ARE COVERED BY HEIM - %acbal?. sed UNE ta wea Supe! @ ONE SU FITS AL 

WE PLAN TO SEE YOU SOON — HEAD SIZES. @ NO LACING... exclusive design! 

IF WE FAIL TO SEE YOU SOON ENOUGH Only headband over needs replacing . . . a big saving! 


7 TOPS IN HYGIENE... easily sterilized. Wat f. 
— WILL YOU PLEASE CALL US? oneness Seen 


lene suspension. No deterioration. @ FULLY TESTED 
... to exceed highest safety standards. @ LIGHT- NO METAL PARTS 
WEIGHT ... trim and good looking. in Hat Suspension 


» : 
ullatie J TER 
) NICE BALL Ki = Fipre-\etat Products Company | <"es"t 
NICETOWN + PHILADEL 


DIVISION OF CHANNING CORPORATION THE WORLD'S LARGEST MANUFACTURER OF SUPERIOR PROTECTIVE EQUIPMENT 
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CLASSIFIED DEPARTMENT 


Contract Work . Used Equipment For Sale 7 Employment and Business Opportunities 





maximum resistance to 





blows from flying or fall- 




















Send orders to: CLASSIFIED DEPARTMENT PURCHASING 205 East 42nd Street, New York 17, New York 








REQUIREMENTS 
F : Undisplayed (want ad style), minimem charge 4 lines, prepaid. 
Undieplayed (set solid) se go letter . (five average words) to a line. 
Positions Wented Add one fine for box number address; replies forwarded with- 
out charge. 
Discount of 10% for twelve consecutive displayed insertions. 
Displayed Forms close 15tk of month preceding date of publication. 


WE’RE LOOKING TO BUY!!! DEVELOPMENT & PURCHASING 
* INVENTORIES ° EXECUTIVE 


M i i " 

OF DISCONTINUED OR OFF SEASON LINES oe creer erat metre 
° M A DP H I N E R Y © chasing of board and related materials, de- 
PRODUCTION & SPECIAL BUILT velop raw materials and end-product specifica- 

tions, develop new uses for existing and new 

. RAW MATERIALS atiayet EQUIPMENT PACKAGING SUPPLIES ° materials in board, film, foil, and plastic fields. 
USED IN ALL INDUSTRIES ; Top-level position with opportunity. Send com 

NOTE: — Our buying range is so varied that it is impossible to describe the plete resume, including salary expected to 
many items we buy — we will make you a worth while offer for ANYTHING Director of Industrial Relations, P. O. Box 4417, 
you have for sale. 


NATIONAL TRADING CO., 202 CAMDEN ST., NEWARK 3, N. J. 
PURCHASING AGENT desires challenging posi- 


— tion with future. 6'2 years diversified ex- 


; ; perience (two companies) in industrial procure- 
Purchasing man 15 years Industrial Purchasing gusvannen baleen Puars ment and material control, including 1% years 


and Supervision B.S. Degree, advanced training, as Purch. Agent. College graduate, age 31, 
familiar all phases purchasing, seeks position, = 7 Designed &° Installed . se married, veteran, member NAPA. Prefer Pac. 
Purchasing Agent, location optional. Write Box There's No Substitute For Experience Coast or So. West areas. Will consider Ass’t 

f : PEACOCK CORPORATION Purch Agent position. Resume upon request. 
1541, PURCHASING, 205 E. 42nd St., New York Paul E. Peacock, Jr., Pres. Write, Box 1540, PURCHASING, 205 E. 42nd 
17, N.Y. Box 268, Westfield, N. J. St., New York 17, N.Y. 











Atlanta 2, Georgia. 
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Saw Large Holes 
thru sheet or plate 


MARVEL High-Speed-Edge Hole Sows (with high- 
speed-stee! cutting edge integrally welded to 
tough alloy steel body) provide fast, econom- 
ical means of sawing ovt holes from %" to 6” 
diameter through steel up to 1%" thickness. 
Extra cutting quality and high-speed-steel, self- 
aligning, double drive pin arbors give strength 
for use on drill presses, lathes and portable tools, 
greatly increase the hole size capacity of small 
tools. Last longer and cut faster with safety. 


Write for Hole Saw Catalog Sheets. 


ARMSTRONG-BLUM MFG. CO. 


"The Hack Saw People’’ 
5700 Bloomingdale Ave. Chicago 39, U.S.A. 
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TO PURCHASING DEPARTMENT 
PERSONNEL 


AT THE PRESENT you are reading a copy of Pur- 
chasing Magazine most likely addressed to the head 
of your department or an assistant. 


YOU WELL KNOW that the contents of this publi- 
cation definitely helps you do a better purchasing 
job 


KEEPING YOU INFORMED on trends and new ideas, 
Purchasing helps you 
within your company. 


YOU SHOULD your own personal copy to 
completely digest the articles—and to have your 
own file always available for immediate 
reference. 


TO HELP YOU get your own copy, we have in- 
serted in this issue of PURCHASING, a special 
order blank. It is for YOUR use! Tear it out... 
fill in your name ... and mail postage free, to 
PURCHASING MAGAZINE, 205 E. 42 Street, New 
York 17, N. Y. 


WE SHALL then enter a one year subscription for 


you and bill you (or your company) at a later date 
at the one year rate of $4,00 


MAIL IT TODAY! 


prepare for advancement 


have 


copies 
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SPECIAL 


CFel’s Wickwire Spencer Steel Division makes all 
four — types of springs—Compression, Exten- 
sion, Torsion and Flat—as well as Formed Wires of 
all kinds. Even if you need an unusual design, or a 
special spring for a new application, CFal will 
design and form one to meet your most rigid 
specifications. 

Fill all your spring needs from a single, depend- 
able source of supply. For complete details, call 
your nearest CFel Sales Office. 5677 


(F.] WICKWIRE SPRINGS 


AND FORMED WIRES 
PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 


THE COLORADO FUEL AND IRON CORPORATION: Denver - Oakland 
WICKWIRE SPENCER STEEL DIVISION: Atlanta + Boston - Buffalo 
Chicago + Detroit » New Orleans - New York + Philadelphia 
CFal OFFICES IN CANADA: Montreal - Toronto 
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Why Balanced-Formula 


Neoprene assures BerreR HAND PROTECTION 


It’s possible to make a Neoprene glove as 
tough as a rhinoceros skin or as soft as 
silk . . . but only at the expense of vital 
protective features. Wil-Gard’s new 
Balanced-Formula Process keeps all the 
essential safety features in balance 
toughness and durability .. . stav-on comfort 


and flexibility . . . better resistance to 
scores of industrial solutions and solvents. 
For sizes and stvles, 


Distributor, 


see vour \ il-C yard 
or write for latest catalog. 


1 dependable source 
SOFT-LINED 
NATURAL LATEX 
UNLINED 
NATURAL LATEX 


Sold only through Distributors 


WR-168-27B 


Now + 6 quality lines - 
COMPAR PLASTIC 
NATURAL RUBBER 
NEOPRENE 
BUNA-N 


PROTECTION FOR THE HANDS OF INDUSTRY » SINCE 1916 


WIL-GARD 


Ty WESON RUSER COMPRES ee” CANTON 6, OHIO 
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MORE HOLES 
PER DRILL 


Today’s drilling problems on both 
standard and new metals require 
twist drills with something extra built 
into them. That’s why Continental 
drills are so acceptable to leading 
cost conscious production plants. 

Ask your industrial jobber. 


MAJOR PRODUCTION PLANTS PROVE 
CONTINENTAL DRILLS LAST LONGER! 





LET 
COUNT MOREHOLES 
SHOW YOU HOW 
10 CUT COSTS 








“a Pa 


- =z 


ORDINARY 




















ADDITIONAL 
PRODUCTION WITH 


PRODUCTION CONTINENTAL DRILLS 




















WAREHOUSES: 


W YORK LOS ANGELES TACOMA, WASH 
50 Church Street 6551 Whittier Bivd. 2006 Center Street 
CO 7-5662 RA 3-1287 MA 17-3434 


Geo. CONTINENTAL 


ras 
sr DRILL corporation 
— 555 W. Adams St 





CONTINENTAL cowiet DRILLS 





, Chicago 6, Ilinois 
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The gauge 
that has 


@ LEAK-PROOF ONE-PIECE CONSTRUCTION . 
fused to socket and tip by exclusive “Conoweld” process. 
@ STURDY “MARSHALLOY” CASE... formed of boiler-plate- 
thickness steel, copper clad inside ‘and outside to give it the 
corrosion resistance of solid copper. It’s one third lighter, 
but four times stronger than cast iron. 


@ PRECISION “MASTERGAUGE” MOVEMENT... with such ex- 
clusive features as the coined sector gear. 

@ AVAILABLE WITH STAINLESS TUBE AND SOCKET... choice 
of stainless steels and alloys for all corrosive conditions. 


@ WITH “RECALIBRATOR" . . . quickest and best way to keep a 
Bauge accurate, 


. bourdon tube 


These features are combined only in ‘Mastergauge”, 
standard bearer for the broad line of Marsh Gauges... 
each the best of its kind. Ask for data. 


WARSH INSTRUMENT CO., Soles Affilicte of Jos. P. Marsh Corp., Dept. G, Skokie, Ill. 


Marsh Instrument and Valve Co. (Canada) Ltd. 8407 103rd St., Edmonton, Alberta. 
Houston Branch Plant: 1121 Rothwell St., Sect. 15, Houston, Texas. 
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LO O The lustrous, 


non-scuff FLOOR WAX 
LAC LLL LLC: LL 


 POLCOWAX spreads swiftly on large floor areas 

- where in addition to appearance, safety and dura- _ 
bility ‘are major considerations. Premium quality. 
DOLCOWAX is a money saver because it gives non- 
scuff protection longer. DOLCOWAX second-coats _ 
beautifully without crawling. Easy to apply on — 
linoleum, cork, asphalt tile, mastic, rubber, vinyl or 


For free sanitary survey 
of your premises consult 
your Dolge service man. 





WESTPORT, CONNECTICUT 
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FREE New CATALOG 
LISTS 
More Products... 
More Data 




















in the new gt 
CROSBY-LAUGHLIN are 


“LOAD RATED” FITTINGS on 


The world's most complete line of drop forged fittings 
for wire rope and chain 

Detailed capacities, specifications and dimensional 
data are contained in this catalog listing over 2000 
items. This complete data is directly transferable 
to your standards books. 

For all lifting jobs ‘“‘Load Rated”’ Fittings——featur- 
ing new alloys and a broader range of sizes—offer 
higher, guaranteed capacities with the safe working 
load permanently forged on every item. You're 
sure of getting genuine Crosby-Laughlin* Fittings 
because they’re now painted RED—the color long 
identified with famous Crosby Clips and Blocks. 
Get this catalog that lets you order hooks, shackles, 
other fittings the safe way—by capacity, from mill 
supply, industrial or construction equipment dis- 


tributors—or write direct to: *Trademark 


CROSBY-LAUGHLIN Dacecon 


American Hoist and Derrick Company 
FT. WAYNE 1, INDIANA 











Best Impact Strength! 


S.S.WHITE CAPS AND PLUGS 


Sturdy ... rugged .. . S.S.White rigid acetate plugs and 
caps give you reliable quality protection and guarantee 
factory-perfect delivery of your product. Not a chance of 
damaged threads, dirt, moisture or leakage due to rough 
handling during shipments. S.S.White caps and plugs 
are good-looking . . . will not jar loose or pop out . . . are 
easy to apply ... are extremely easy to remove .. . and 
are safe for personnel to handle. 

¢ 


...AND FOR LOWEST COST PROTECTION...THE 
S.S.WHITE ECONOMY LINE OF CAPS AND PLUGS 


Here's the flexible vinyl cap and plug 
protector line that features the Non- 
Stip Grip — which makes their appli- 
cation and removal quick, easy and 
simple. No time-consuming gouging 
and prying them loose when they reach 
your customer's plant. They come out 
cleanly by hand . . . and won't shred 
or leave residue in your part. 


S.S.White Rigid and Flexible Plastic 
Plugs and Caps are available for imme- 
diate delivery in a wide selection of sizes. 


WRITE FOR FREE BULLETIN 
and SAMPLES. Bulletin No. 57 sent 
on request. For samples, specify 
desired sizes and type. 


PLASTICS DIVISION 


10 East 40th Street, New York 16, New York (PP) 
Western Office: 1839 West Pico Blvd., Los Angeles 6, Calif 


For More Informatisn Write No. 264 on 


1958 
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Letters To The Editor 


SMALL BUSINESS NEGLECTED 


Upon my return from Europe 
.. . I have had an opportunity 
to read the article “The Truth 
About Military Buying.” 

I very much appreciate your 
bringing this article to my at- 
tention. As a member of the Sub- 
committee on Government Pro- 
curement of the Senate Select 
Committee on Small Business I 
note however that the article 
neglects to deal with the special 
problems faced by small business 
through Federal Government 
negotiation and bid policies. 

I would be very much inter- 
ested in reading any future ar- 
ticle which the magazine may run 
and which would discuss this 
very pertinent problem. 

Jacob K. Javits 
U.S. Senator, N.Y. 


AGAINST RED CHINA TRADE 


It may be a little late, but I'd 
like to change my mind on trade 
with Red China. A week or so 
after your Purchasing Opinion 
Poll was answered by me, I read 
where our State Department 
considered the United States to be 
technically at war with Red 
China. I, like millions of other 
people, never realized this condi- 
tion existed. However, if my coun- 
try feels this way about Red 
China, then I feel the same way 
until this condition has been 
resolved. Kindly record me as 
being opposed to trading with 
Red China at this time. 

W.F. Martin, P. A. 

Morse Twist Drill 
& Machine Co. 

New Bedford, Mass. 


e Reader Martin refers to the 
Purchasing Opinion Poll “What Is 
Foreign Competition Doing to 
American Industry?” (p. 79, Sep- 
tember, 1957). The question he 
mentions was, “In the interests of 
free trade and competition, do 
you favor relaxing trade restric- 
tions with Red China?” 
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WEIGHTED PRICE INDEX 


We are interested in estab- 
lishing, as part of our purchasing 
operation, a weighted price index 
of raw material especially steel. 

Before instituting this program, 
we thought it advisable to gather 
all available information from or- 
ganizations who are currently en- 
gaged in this type of program. 
Therefore, we are interested in 
obtaining from you any articles 
or statistical forms which you feel 
would be of benefit. 

E. W. Frey 
Supervisory Buyer 
Westinghouse Electric 
Corporation 
Beaver, Pennsylvania 


e Appropriate articles forwarded. 


BACK DOOR SELLING 


Do you have any information’ 


on file in connection with the 
policies of companies concerning 
the contacting by salesmen and 
sales engineers of individuals, 
other than those in the purchasing 
department. 

We are endeavouring to formu- 
late a policy to recommend to the 
management of our company in 
connection with this matter. We 
imagine that many purchasing de- 
partments have the same problem 
as we encounter from time to 
time, and if a policy can be de- 
cided upon, we think it will be 
helpful all around. 

H. H. Stewart 

General Purchasing Agent 
Canada Wire and Cable Company 
Toronto, Canada 

e We know of no company that 
prohibits salesmen from contact- 
ing individuals outside the pur- 
chasing department. However, 
companies have either 
formal or informal policies re- 
quiring salesmen to make their 
initial contact through the pur- 
chasing department. In some 
cases, of course, salesmen will try 
to contact engineers and others 


most 


without going through purchas- 
ing. One good way to prevent 
this from happening is to get the 
cooperation of all departments in- 
volved and have them refuse to 
see a salesman unless he has been 
through purchasing first. This 
procedure is not at all uncommon. 


INVOICE TERMS 


Is there a standard practice or 
perhaps any law governing the 
date on which invoices are ren- 
dered with respect to the date on 
which the materials are shipped? 
Also, we know at least a few com- 
panies which specify on their pur- 
chase orders that they will figure 
“payment terms from date of in- 
voice or date of receipt of mer- 
chandise, whichever is later ” This 
is probably not the most common 
way of expressing this particular 
purchase order condition, but we 
would be very interested to know 
whether American industry has 
accepted it, and if so, to what 
extent. 

I. Jacobson 

Purchasing Agent 

Nuclear Development Corp. 
of America 

White Plains, New York 


e It is difficult to give any hard 
and fast rules regarding the terms 
of payment since they vary so 
widely, even within industries. In 
looking over some purchase or- 
ders in our files, we do not see 
anything which corresponds to the 
terms you quoted. However, there 
is enough variety to warrant your 
setting your own standards of ac- 
ceptance. It is also our under- 
standing that most selling com- 
panies do not mail the invoice 
until the day of shipment from 
their plant. It is, of course, en- 
tirely acceptable to incorporate 
this stipulation as part of the 
“terms and conditions” which 
usually appear on the back of 
purchase orders, 
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Write for 
BLUE SHEET on B-47 


This concise four-page folder 
gives all needed sodling and 
shop treatment details on 
B-47. Included is certified lab- 
oratory information on phys- 
ical characteristics, and 
complete data on forging, 
annealing, hardening, tem- 
pering, etc. Ask for your copy 
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A midwestern company increased their pro- 
duction of rock drill bits from 1500-3000 
per die ring to a consistent total of more 
than 10,000 bits by switching to Allegheny 
Ludlum's B-47 die steel. 

But of even greater importance, 
claim, is the dependability of B-47: 

‘The less breakdowns we have, the less 
die changes we must make and the better 
production we get. Also, we are able to 
plan our production on the basis of being 
sure of the reliability of our dies.”’ 

Continued high production is necessary 
to make these special ** bits com- 


they 


one-use"’ 


Close-up view of ‘‘ome-use’’ rock drill 
bit and the B-47 die ring which press 
forges it 





petitive in today’s market. B-47 practically 
eliminates unscheduled downtime caused 
by die failure. 

A-L’s B-47 is a tough hot work steel. It 
has excellent resistance to shock and abra- 
sion at elevated temperatures. Also, it is 
especially good for those applications 
which require ruggedness at relatively 
high hardnesses. 

Check your A-L representative today 
about Allegheny Ludlum's complete line of 
tool and die steels—a grade for every job. 
Allegheny Ludlum Steel Corporation, Oliver 
Building, Pittsburgh, Pa. 


For nearest representative, consult Yellow Section of your telephone book. 


For complete MODERN Tooling, call 





Allegheny Ludlum 


FINE Too. ste 
Since 1854 


wew 6647 
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To a purchasing man too busy 
for romance in a pine forest 


It’s always a temptation for paper guys to expect customers to enjoy 
a sentimental journey through the majesty of their pulp source. 


We do love our vast pine forests—but could you care less? Here’s our 
story stripped to fit your interest. A few words and no music. 


Crossett Paper Mills makes kraft wrapping papers in a full line of 
grades, weights and sizes. It’s darn good kraft and it’s prominently 
branded with our name “‘Leatherneck.”’ It’s sold only through the 
authorized paper merchants listed at the right. Not only its consistent 
quality, but the policy under which it is sold sets it apart from 

kraft from other mills. 


As a customer of this independent mill producing raw kraft stock only, 


the merchants who sells you is assured of his supply in all markets 
through the Crossett policy of reserved machine time. This assurance 
of steady supply to meet regular needs is passed on to you. 


That’s the story. What it lacks in excitement it makes up in good 


sound buying sense. Order from the merchant near you 
and specify Crossett Leatherneck Kraft. 


CROSSETT 
PAPER MILLS 


A Division of The Crossett Company, Crossett, Arkansas 


AUTHORIZED DISTRIBUTORS 


ABILENE, TEX. Lind Paper Co. 
ALEXANDRIA, LA......... 


APPLETON, WISC. 
ATLANTA, GA. 


AUSTIN, TEX.. 
BALTIMORE, MD... 
BATON ROUGE, LA... 


BIRMINGHAM, ALA...... <i 
BUFFALO, 


CHATTANOOGA, TENN. 
CHICAGO, | 
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EVANSVILLE, IND............. 
FT. WAYNE, IND........ 
FT. WORTH, TEX. 
GRAND RAPIDS, MICH.. Grand Rapids Paper 
HAMMOND, IND. Inlander- | Paper 
HIGH POINT. N.C...... General Paper Company 
HOUSTON, TEX.. Houston Paper 
Magnolia Paper Co. 
INDIANAPOLIS, IND Capital Paper Co. 
— Paper Co. 
ryt mss...... ownsend Paper Co. 
LAMAZOO, MICH. ‘erminghem & Prosser Co. 
RANSAS CITY, MO... Bermi —- m & Prosser Co. 


LANSING, MICH. 
LITTLE ROCK, ARK. 


LOUISVILLE, KY... . 
MEMPHIS, TENN... ..... Mayer 
u 
MILWAUKEE, WISC....... 
Wi . 
MINNEAPOLIS, MINN... . 
Minnesota 
MONROE, LA.......... 
MUNCIE, IND. 


82 


til 
Py 
8 
Pe! 


ope eekeeeoss 


SC. 
NEW ORLEANS, LA. Stevens- Band Paper Co. 
OKLAHOMA CITY, OKLA... Carpenter Paper Co. 
Oklahoma Paper Co. 
OMAHA, NEB... .. Nogg Bros. Paper Co. 
PARIS, TEX. .....Guest Paper Co. 


PITTSBURGH, PA. 
Chatfield & Woods + of Penna. 


RACINE, WISC. . 

SAN ANTONIO, TEX. 
SHREVEPORT, LA... 
SPRINGFIELD, ILL. . 
Fig 4 NGFIELD, = 
ST. LOUIS, MO. 


Roy: 
Shaughnessy-Kniep-Hawe ae 
ST. PAUL, MINN... Anchor Paper Co. 
TEXARKANA, TEX......... Louisiana Paper Co. 
\ = cere oe Co. 


Lind Paper 
* Waltham Bag & Paper Co. 
.. .R. P. Andrews — Co 
Southwest Paper Co. 
Empire Paper Co. 
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NEW AND UNUSUAL APPLICATIONS OF BASSICK 


Rolling room steadies temperature! 
Pratt & Whitney Co., Inc. has built con- 
tant temperature rooms on Bassick heavy 
duty “Floating Hub” casters for use in 
final finishing and testing of machinery. 
These mobile rooms seal off the machine 
being worked on temperature 
changes which could cause errors in the ex- 
tremely fine tolerances. 


against 
£ 


Bassick Grooved wheel casters have 
vheels that fit them for use on inverted 
angle iron tracks. They increase efficiency, 
and give better control of handling. Instal- 
lations are economical on production, ship- 
ping, receiving, assembly lines and the like. 


? 25 
— 


Big as 1500 home vacuums, the JARC® 
(Jet Aircraft Runway Cleaner) sucks up 
sand, rocks or hardware which could dam- 
age jet engines. Makers, United States 
Hoffman Machinery Corp., use rubber- 
tired, spring-loaded “Floating Hubs” to 
carry nozzles. 


For More 
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CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


| 


Dual wheel Floating Hub casters 
have precision adjustable wheel 
and swivel bearings sealed to 
keep dirt out, lubricant in. 
Plunger type swivel lock. Spring 
controlled shock absorption. 
Mil Spec models available too. 


McDonnell Aircraft uses casters 
to aid production two ways: 


First— Materials-handling 
Bassick dual wheel Floating Hub cast- 
ers on the McDonnell Aircraft Corpora- 


tion J-57 jet engine build-up stands carry 
6,100 pounds. As stands are pulled by 
tractors, the shock-absorbing casters 
snub out vibration dangerous to delicate 
engines. 

When assembled the engines are 
transferred to run-in stands, (15,000 
pound pay loads) towed to testing areas 
on Bassick casters, test run, and returned 
to assembly area for installation or stor- 
age. Smaller aircraft parts such as land- 
ing gear, radar assemblies, end wings, 
and stabilizers are also moved on Bassick 
caster-equipped stands. 


Second —Man-handling 
Bassick caster-equipped work stands 
are used to assemble the F-101 “Voo- 
doo” for the U.S. Air Force at McDon- 
nell Aircratt. They practically surround 
the plane, put the men in the most con- 
venient work locations. Bassick position 
locks hold stands steady. Could you 
adapt this man-handling idea to produc- 
tion Or maintenance jobs in your plant? 








YOUR DISTRIBUTOR CAN HELP YOU — CALL HIM 


Your local Bassick Distributor can keep you up 
to date on the latest wrinkles in time-saving ma- 
terials-handling techniques. And he can often 
os mars recommend the best, most efficient 
Bassick caster for a specific job. Let his 
knowledge and experience help you. 


THE BASSICK COMPANY, Bridgeport 5, Conn. In Canada: Belleville, Ont. «, 


SYMBOL OF EXCELLENCE 


MARINE OR KINDS OF CASTIRS MAKING CASTERS OO MORE 
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Completely 
adjustable 

after it’s hung. For ex- 
ample, if two ends ter- 
minate 62 inches apart, 
connection can still be 
made with a telescoping 
joint 


Here's Why Square D's New Adjustable 
ALUMINUM FEED-IN DUCT 


makes 4 lot of sense to me! 


MORE DESIGN FEATURES 
Thinnest cross-section available! 
Tight spots, pipes and structural 

members present less problems 
Easy transposition of phases, 
using standard telescoping joint parts, 
for maintaining balanced voltage on 

long runs 
Certified short circuit tests by an 
Totally enclosed for safety a thr ayn y rg 
—at no price premium. panier > ned bus design 
No de-rating necessary. i 


Square D's design elimi- Write tor the \ 


nates need for ventilation Add 5 Dc , 6060 Ri J St " 
Department SA, Detroit 11, Michigan 


Now...EC&M propucts ARE A PART OF THE SQUARE D LINE 


SQUARE J) COMPANY 
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“and 


as evidence of our 


b 


good wntent...”” 


It was considered a bold stroke, in Nathaniel Jenkins’ day, to fix one’s 
mark or name to the product of his invention. In 1864, product quality 
control was largely a matter of good intent and determination on the 
part of the maker. Nathaniel Jenkins had that determination and, as evi- 
dence of it, put his Diamond mark and signature on every Jenkins Valve. 
Over the years, many new and different types of valves have joined the 
Jenkins Valve family. And because the rigid, quality specifications set 
by the founder have never been compromised, the Jenkins Diamond 
trade-mark has steadily gained in value. 

Indeed, to buyers and specifiers of valves everywhere, this mark has 


become a trusted symbol of efficient, economical valve performance. 
Jenkins Bros., 100 Park Avenue, New York 17. 
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